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Force Feed Oilers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





FoR small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 








RK DETROIT LUBRICATOR (COMPANY. E. 
- DETROIT, U. S. A. - 




















Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 


SAGINAW, MICHIGAN 






































When writing to Advertisers please mention Mitt Supp ties. 





—_———— 


a a ee ee 








——— 





ee ct ee A 





(ULL GQUPPLUES 

























































cess with scientitic pre cision. 






| belting 


SC ECCCE 


to the word standardization. 







Chicagt 





1} 1) 


KECC EEEC EEC C EEC EEE 





esled 
Leather Belting 


OTHING 
left to hazard 
L or to guess 


work in making Chi- 
cago Belting leather 
belts. We check every 
operation in our 
manufacturing — pro- 


We use every test known that will assist us in the 
production of more standardized high quality leather 
belting that is recognized as having a uni- 
formity of high quality that has given a new meaning 


Practically every inch of leather that goes into 
Belting leather belts today is tested before it 
is made into belts. We have a well equipped chemical 
laboratory under the supervision of a graduate leather 
chemist and have a complete equipment of specially 


built machines for making physical tests of leather belts. 

I'rom the time the butt comes in—and it must pass 
severe tests to get in—until the finished belts are deliv- 
ered, we test and inspect at every operation. 

The standard tests for tensile strength, adhesion to 
the pulley, elasticity, pliability, stretch, straightness of 
running, ete., provide the buyer with a definite and de- 
pendable check on the quality of the leather belting he 
has purchased. 

These tests in our factory enable belt buyers for the 
first time to Duy leather belting that has known tests— 
which gives them a check on quality and a certainty in 
buying—that has been very much needed. 


Chicago Belting Compan 


New ORLtans 
Los Annis 


CLEVELAND {19 NorrH Green STREET Saw FRARcIsco 
PorTunn Ore 
MILWANKER. CHICAGO, USA. Sears. WASH 
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orders to jobbers. 


More Business for Our Jobbers 


Business for Our Jobbers 


We are conducting a carefully planned, aggressive advertis- 
ing campaign on CAPITAL Brooms and Brushes, in the 
leading publications of the business field. Our investment in 
this advertising program is being made to secure one definite 
result: 


This advertising campaign, reaching each month over 66,000 users 
of industrial brooms and brushes, is bringing results. 
agents now are specifying CAPITAL Brooms and Brushes in their 
Jobbers who are stocking our lines are making 
good money from this consumer demand. 


Purchasing 


If you are not handling CAPITAL Brooms and Brushes, you are 
missing a money-making opportunity. 
start NOW to get your share of this increased business. 
CATALOG 17, Describing the CAPITAL Line, Sent Free on Request. 


Write for information, and 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush Street, Indianapolis, Ind. 





CAPITAL 


Brushes-Brooms 


For All Industrial and Trade Uses 
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“SATISFIED” 


That Is What You Will Say After Trying 


‘~ C. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 





NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


“a Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Air CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable Iron 

















The Highest 
Grade File Made 


““‘The File You Will Eventually Use’’ 
DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 



















TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 


Have You a Catalog? 


Armstrong Bros. Tool Co. 


“The Tool Holder People’”’ 
305 N. Francisco Ave. Chicago, U. S. A. 
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‘“TOLEDO”’ PIPE CUTTERS 
ARE AS EFFICIENT AS “TOLEDO” THREADERS 


While “Toledo” Pipe Cutters have 
not been on the market as long as 
“Toledo” Pipe Threaders, yet they are 
no less efficient or satisfactory, and the 
army of users who already depend on 
“‘Toledos” for cutting their pipe as 
well as threading it, is rapidly increas- 
ing. 


“‘Toledo”’ Pipe Cutters like ‘“‘Toledo”’ 
Pipe Threaders are now made in vari- 
ous sizes for all pipe up to 12”. They 
work easily, and cut the pipe off with a 
clean, smooth square-end cut without 
burr. They may either be operated 
by hand with the ratchet handle, or 
connected to a ‘“‘Toledo’’ Power Drive, 
as illustrated, and instantly converted 
into swift, efficient power machines. 


We will be glad to furnish further 
particulars on request. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


New York Office, 50 Church St. 
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Every glass bears Moncrieff’s trade-mark 
if] RG EY CITY. NAT 
A 


WRITE a / | — = 


y 
MONCRIEFF BEST BY TEST 


Not only by chemical test but the test of time which, after all, 
IN YOUR PURCHASE ORDER for is the only true test. 
DIXON’S SILICA-GRAPHITE PAINT 
Stands Forth as the Long Service Paint 

~ e ~“ ~“ It is composed of a natural combination of flake graphite and silica 
Genuine Scotch Gauge Glasses for the pigment and for the vehicle pure boiled linseed oil. Because 
of this pigment, Dixon’s Silica-Graphite Paint has no equal in 
keeping moisture, gases and corrosion away from metal. 


Metal surfaces painted with it last longer than when other paints 





PERTH brand for Standard Steam Pressure up to 200 lbs. are used. The result is that per year of service Dixon’s is the 
: longest lasting and most economical per year of service. 
UNIFIC brand for High Steam Pressure up to 400 Ibs. Write for Booklet No. 71-B and long se 


JOSEPH DIXON CRUCIBLE COMPANY 
ee Jersey City, N. J. 
87 Walker St. D N 

H. A. RogersCo.  4.n"*S 5 Ven Fstublished 192 orton 
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WALWORTH 


Wrench 


Like Sugar to the Grocer 


Walworth Stillson wrenches are as much a 
staple in your stock as sugar in a grocery 
store. Two generations of wrench users have 
accepted the line of genuine Walworth Still- 
sons as standard in design and workmanship. 
And rightly, for it is a matter of history that 
Daniel Stillson invented the pipe wrench at 
the Walworth plant and superintended its 
manufacture there for many years. 

Today, wherever there is an installation of 
heating, plumbing or power piping, you have 
a sooner-or-later customer for Walworth 
Stillson wrenches. 


WALWORTH MANUFACTURING CO., Boston, Mass. 


Plants at Boston and Kewanee. IIL. 


Chicago Kewanee, IIl. Philadelphia San Francisco 
Cleveland Vew York Portland, Ore. Seattle 
WALWORTH INTERNATIONAL CO., NEW YORK, Foreign Representative 


23,000 different items 


Valves, Fittings, Tools for Steam, Water, Gas 
Oil and Air 
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We 


If you are one of our jobbers carrying our Brass goods 
on your shelves, you can have the satisfaction of knowing 
that we will not compete with you in your field. We want 
only two avenues of distribution,—the legitimate jobber 
who carries a stock,—and the manufacturer using our goods 


on his products for resale. 


We have been doing business for over forty years and our 
products are well known for their quality and for the house 
that stands back of them. Our catalogue No. 229 de- 
scribes our entire line and our jobbers price sheet No. 
23x03 gives our latest costs to legitimate jobbers. Samples 


for inspection or a call from one of our salesmen on request. 


ooperate With Our Jobbers 


Michigan Lubricator Company 


Air Cocks 

Air Compressor Lubricators 
Automatic Water Gauges 
Brass Oilers 


Brownie Lubricators 


Bull’s-Eye Locomotive Lubricators 


Chain Lever Water Gauge 
Cyclone Lubricators 
Cylinder Glasses for Oilers 
Drain Cocks 

Duke Lubricators 


Manufacturers of Brass Goods 


Detroit Michigan 


Kant-Leak Cocks 
Locomotive Lubricators 


Expansion Tank Water Gauge 
Fittings, Brass Pipe 

Fittings, S. A. E. (Flared Tube) 
Gas Engine Cylinder Oilers 
Gasoline Shut-Off Cocks 
Gasoline Strainers Needle Valve Drain Cocks 
Gauge Cocks Oil Cups, Glass Body 

Giant Lubricators Oil Gauges (Level) 

Glass Body Oil Cups Plain Engine Lubricators 
Grease Cups Plural Oilers 

Pneumatic Tank Water Gauges 


Lubricators, Steam Cylinder 
Meteor Oilers 
Multiple Oilers 


Independent Sight Feeds 


Priming Cups 
Radiator Air Valves 
Radiator Valves 

S. A. E. Fittings 
Safety Automatic Water Gauge 
Sediment Traps 
Sprite Lubricators 
Three-Way Cocks 
Try Cocks, Gravity 
Tubing Fittings 
Water Gauges 
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WHY 


** WOOD 
SPLIT 
Tc? PULLEY 
SATISFIES 


Every detail in the construction of “The 
Reeves” Wood Split Pulley has been thor- 
oughly analyzed by the manufacturer until 
it is as near perfection as human mind and 
material can make it. 


There is only one way that a pulley can 
possibly equal “The Reeves.” It must have 
the REEVES construction, the REEVES 
system of manufacture and inspection and 
built by the REEVES crew themselves, 
who have for years studied, perfected and 
made “THE REEVES” Wood Split Pulley 
their life’s work. 





To meet the demands of every pulley 

Send for new Pulley Price List, prospect and enjoy a continuous re-order 

P.280, just off the press business, you should stock “THE 
REEVES” Wood Split Pulley. 


Sold exclusively thru 
jobbers and dealers. 


REEVES PULLEY COMPANY COLUMBUS, INDIANA 
Reeves-Bond Sales Co., 39 S. Clinton St., Chicago 


Complete stock carried at our Chicago branch for the immediate service of our agents. 

















“DETROIT” 






Complete 
utfit, 
including 
Tool and 
Assorted 
Box of 
Lacing 








BELT LACING 
OUTFIT 


From thousands of Industrial Plants and 
many more small shops comes the testimony 
that ‘‘Detroit’’ Belt Lacing Outfit at $5.00 
meets a long felt need. No. 4 Vise Tool is 
saat the last word in a small belt lacing tool. No. 

veaty BARS EAT : A assorted box of lacing contains ‘‘ Detroit ’’ 
/ LS Hooks in Nos. 2, 3,4 and 5. Ofcourse, you 
. ‘ . can buy ‘‘Detroit’’ Hooks either assorted or 
: i tf Clann j in straight sizes. You'll find the “Detroit’’ 
"4 ate ihl cA hela Aya eeh As " Ves way the fastest, smoothest, strongest, longest 

Aa Wy i rr bal yey yh -* Vv edt ; lasting and Best way to lace Belts. Write for 
as Coles Veda ie ; a 1 ee 4 a free sample of laced belt. 

aeet ‘4 Fad 4 ; / 4 : A 


Detroit Belt Lacer Co. 


Detroit, Mich. 


t, sy » yj . 
Dae ae BULL DOG LACER CO., 
Ts a Hamilton, Ont., Can. 





NICHOLSON CLIPPER CO., 
Manchester, England. 


Knife not 
supplied 
with outfit 


Assorted Box $1.50 
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Line 
A 
Complete 
Line of 
Equipment 
for Every 
Transmission 
Need 
— Ask for 
. Details 
Many D 
y Dealers Attribute 2 di 
a large portion of their success to the Dealer 
many advantages of handling 
Plan 
OC oO 
Line 
QO CO. BY mira 
of Power Transmitting Machinery. Because 
once sold it remains sold to such an extent that a 
large portion of their orders are “repeats.” Their 
organizations and our own have become familiar 
with the names of our mutual customers. An 
evidence of a quality product. 
T. B. WOOD’S SONS CO. 
CHAMBERSBURG, PA. 
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How America’s $1,000,000,000 Coal Loss in 
Friction Can Be Reduced 60 to 80% 
by Ball-Bearing Hangers 


Fpl omg 100,000,000 tons of coal 
—representing almost one billion dollars— 
are annually consumed by American industry 
simply to overcome friction. This represents 
about 50 to 60 per cent of the nation’s fuel bill. 
Whether your customers generate their own 
power or purchase it, they must pay for this loss 
of 50 to 60 per cent. 


If 25 percent of your customer’s fuel bills could 
be saved each year, think of the saving it would 
mean to them in dollars and cents. Records 
show that Skayef self-aligning ball-bearing hang- 
ers save from 60 to 80 per cent of the energy 
which plain bearings consume in friction. This 
amounts to a saving of from 15 to 35 per cent 
and upwards at the coal pile. 


HANGERS 


(IMPROVED TYPE) 





The SKF marked self-aligning ball bearings 
used in this type of hanger are as nearly fric- 
tionless as bearings can be, and possess the 
exclusive inherent ability of compensating auto- 
matically for shaft deflections and vibration. No 
appreciable bearing wear occurs and no wear at 
all upon the shaft. The construction of the 
hanger proper affords a strong compact unit, 
easy to assemble, locate and inspect. 


Equipment that will effect such substantial 
savings in power and that will reduce mainte. 
nance and lubrication costs fully 80 per cent 
soon pays for itself—generally in less than two 
years—and practically sells itself. Full particulars 
of our jobber-dealer proposition gladly mailed 
on request. 


165 Broadway 
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THE SKAYEF BALL BEARING COMPANY 
New York City 
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Over 30,000 Operations 


For the past three years the 
O-B Globe and Gate Valves 
shown above have been turned 
off and on 36 times every work- 
ing day. After over 30,000 op- 
erations they are today func- 
tioning as efficiently as they 
did the first time they were put 
in service. 


Your customers know of the 
distinctive qualities of O-B 
Valves. Are you making the 
most of your opportunities? 


the Ohio (PR) Brass ceo 








Mansfield,“ Ohio,U.S.A. 
NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg. CHICAGO, 343 So. Dearborn Street 
WM. P. HORN CO., Pacific Coast Agents San Francisco Portland Seattle Los Angeles 
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American Injector Co. 


sre 


GEARS 


= S MOOTH running; correct in design, 
DETROIT .- MICH. — accurate and true to pitch, Caldwell 
gears are bound to please you. We make 
all types — machine-molded, cut tooth, 
mortise gears, worm gears, etc. Learn 
more about Caldwell-Link-Belt Service. 
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Get Our Prices Let us figure with you next time you are 
in the market. 


TT | 
WI | 


Before Putting in 


Your Stock Order = H. W. CALDWELL & SON CO. _uink-Eett Company, Owner 


HAAN = Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
= Western Ave.—New York, Woolworth Bldg. 


Engineers’ 
Red Book 
Free for 
Asking 
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The JONES Rigid Pillow Block— 
Duplex Ring Oiling 


Exceptionally rugged and durable — large oil reservoir. 
Each bearing has two rings and a wool felt wick to pro- 
vide positive and ample lubrication at all times. Bearings 
are actually “‘lathe bored” after being babbitted and are 
finished on both ends for smooth collar contact—bases are 


finished. Strictly a Quality product in every sense of the 
word. 


Partial List of JONES Products 


Spur Gear Speed Reducers Bevel Gears—Mitre Gears Cast Iron Pulleys 
Enclosed Worm Gear Drives Rawhide and Bakelite Pinions Lemley Friction Clutches 
Worm Gears—Spur Gears Cut Gears— Cast Gears Friction Clutch Pulleys 
Friction Clutch Couplings Ball Bearing Clutch Pulleys 
Ball Bearing Loose Pulleys Rope Sheaves— Belt Tighteners 
Shaft Hangers—Couplings Sprocket Wheels 


ASK FOR CATALOG 20-A 





W. A. Jones Foundry & Machine Company 


Main Offices and Works: 4411 West Roosevelt Road, CHICAGO 
Branches: New York—Pittsburgh—Buffalo—Milwaukee—St. Paul 


Power Transmitting 
Machinery 
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Selling Points: 
that Mean- 
More Sales 







BR wz 5 1 Selling a consumer on the merits of a product is distinctly dis- 

a a played in the MORCO Wrench. For you can point out extra 
ar ag: s cti ° ‘ . 

smoutens salaed kate teetae. features which speak for themselves and set MORCO Stillsons 


This allows extra gripping 


surface on teeth and relieves apart from the ordinary. Whether home putterer or expert 
frame rivet of all strain. - 
mechanic, there’s a feeling of pride built up in the way MORCO 
a Sy Stillson Wrenches stand the abuse of constant use. 
reece: 4) 1 


“ P To sell MORCO Stillsons is to share in the user’s appreciation 
of MORCO superiority, for he regards your store as a dealer 


Barof steel selected for spe- 
cial heat treatment which 
puts extra strength in the 


teeth and extreme toughness in merchandise of merit. 
in the rest of bar. 


SON Moore Drop Forging Co. 


/ 


F 3 SPRINGFIELD, MASS. 


Jaw subject to special heat 
treatment which puts ex- NEW YORK OFFICE CHICAGO OFFICE LONDON OFFICE PARIS OFFICE 
treme strength in teeth, 


preserving their sharpness 74-76 MURRAY ST. 34 N. CLINTON ST. 27-28 ANNING ST., E.C. 18 RUE CORBEAU 
and leaves rest of jaw tough 
and strong. 
Frame, semi-steel casting; 
stronger than the ordinary; 
less liable to break under 
sence STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH 


— 
‘mek 4 
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The hole in a Bunt- 
ing Cored bar is al- 
ways straight—the 
metal is free from 
flaws. Machining 
is easy and satis- 


factory 


Sell This Line that 
is Nationally Known 
—Nationally Preferred 


UNTING Phosphor Bronze is made by This ideal metal is available in cored 

our own exclusive processes. It is a bars in 18 stock sizes and solid bars in 13 
general-purpose bearing metal that for stock sizes. Stocks are constantly carried 
years has justified the expectations of the at the factory and all Bunting branches. 
trade under all working conditions. Prompt factory shipments made on all spe- 
Bunting Phosphor Bronze in cored and cial requirements. 


solid bars and in finished bushings Distributors and jobbers find that 
and bearings has been preferred for the national prestige and established 
years by the world’s greatest ma- reputation of Bunting products make 
chinery builders. The finest mechan- Bunting cored and solid bars a fast 


isms in all classes run on Bunting selling, profitable line. Write for 
Phosphor Bronze. prices and data. 


THE BUNTING BRASS & BRONZE COMPANY 


TOLEDO, OHIO 





New York Chicago Cleveland San Francisco Boston 
45 WV. syth St, 722 S. Michigan Ave. 710 St. Clair Ave., N. E. 108 Second St., 36 Olwwer St, 
Circle 0844 Wabash 9153 Vain 5001 Douglas 6245 Main 8488 


CORED 


and Solia 


BARS 








BUNI 
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C s, Grinding Engineers and Su 
crintendents are getting together in some plant 
ewhere every day for better grinding results 


Cutting Piston Finishing 
Costs by Grinding 


A large pump manufacturing concern was machine finishing 
its pistons. Extreme accuracy distinguished this company’s 
work—but production lagged. Grinding was suggested. 


Today these pistons are being turned out nearly twice as fast 
—with a noticeable improvement in the finish and this con- 
cern will use more wheels each succeeding year. 


Instances like this are happening in some plant every day. The 
grinding market is growing rapidly. And Sterling Grinding 
Engineers are ready to co-operate with our jobbers in creating 
more business—they are at the disposal of those jobbers who 
believe in this kind of a policy. 


We want to hear from such mill supply jobbers and to them 
we offer a plan of co-operation far-reaching in its sales possi- 
bilities. Write to us for particulars. 











A Complete Source 
of Supply 


“Cleveland”? Grindstones 
Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones 
Oil Stones 
Etc. 
Sterling Abrasives 
Sterlith Wheels 
Sterbon Wheels 
Vitrified Wheels 
Silicate Wheels 
Elastic Wheels 
of every size and shape 
Sterbon Round Knife Sharp- 
eners 
Sterlith Scythe Stones 
Sterbon Abrasive Files 
Sterling Bricks 
Sterling Grinding Machinery 
Bench, Floor, Swing Frame 
and Wet Tool Grinding 
Machinery 
The Sterling Grinding 
Wheel Co. 


Branch of 
The Cleveland Stone Co. 





The Cleveland Stone Co. 











CLEVELAND, New York and Boston 
THE STERLING eee WHEEL CO., Tiffin, Ohio, and 30 No. Clinton St., Chicago 


« Best Co. Inc., New York Distributors 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 
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years of 
knowing how 





ONG experience in the building of asbestos prod- 
~ ucts has given to all GARCO packings that 





degree of quality which is so necessary. All the 

5 a, aie Asbestos Products 
skill, all the knowledge, all the resources accumu- Packings 
lated during 26 years, go into every GARCO prod- Locomotive Throttle and 

< ¢ : ¢ alir Pump Packings 

uct. That is one reason why those who use pack- a 
4 ‘ " bd e of iz Cc § Cc P ki 4 
ing, buy GARCO with assurance, confidence and audi aut ee 

—_—" Sa Pressure Packings 
Satistaction. Verfect Valve Rings 


Flax Packings 
High, Low and Medium 
Pressure Sheet Packings 

Gaskets and Gasketing 


GENERAL ASBESTOS & RUBBER CO. Material 


, on : : eIlsbestos Wick and Rope 
Main Offices and Factories: ; se 
‘ Electric Heater Cord 








( harleston, hy Nes Asbestos Textiles 
e Cloth Yarn Cord 
Branches: Carded Fibre 
New York: 296 Broadway Braided Tubing 
Chicago: 14 North Franklin Street 
Pittsburgh: 311 Water Street 





Canadian Distributors: 
Canadian Asbestos Co., Montreal, Canada 




















ASBESTOS PRODUCTS 
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Double Brace, Ring Oiling, Four-way Adjustment 


Drop Hangers 


Medart has, since 1879, specialized in line shafting equipment, and the per- 
fection of all units is reflected in the Medart Hanger. Balanced design, 
rigid construction and positive alignment reduce vibration and permit 
maximum loading. Four-way adjustments by means of jam nuts permits 
quick, accurate alignment, vertically and horizontally, and holds bearing 
securely in place. Large oil reservoir and positive steel spring oil wipers 
make two or three oilings yearly sufficient. 


Write for new catalog No. 43, a handy reference book covering the entire 
field of line shafting equipment. Submit specifications for engineer’s esti- 
mate. 

THE MEDART COMPANY 

(Formerly Medart Patent Pulley Co.) 


General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse: Cincinnati. Offices: Chicago and Philadelphia 












































Turned ape Petiebed "Sisal 
hatti roduced in our own 
mal by the well-known Medart 





Male and Female Flange 








Mitre Gearing. Whatever Coupling. ' ressed on process. Made of spec ial 

your needs, we can sup- chatt ends and faced to Steel, particularly adapted for | pote Deon ecnnnne 
ply them. Gears cut up insure accurate align- shafting, 1s perfectly straight ace, ann y= 
to 72-in, diameter. ment. and truc to size, ° meter, up to 




















{ 


| 60-in. face. 





























>MEDAR?F> eazs EVERYTHING :=LINE SHAFTING EQUIPMENT 
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All Merchants Are DEALERS 


But Not All 
Dealers Are MERCHANTS 





The JACOBS CHUCK 1S profitably handled 
by “dealers who are merchants”. 


plan their work and then work their 
plan. 


require prompt deliveries and deliver 
Dealers who voonpcy. , 


Dealers who call for co-operation and get it. 
Dealers who appreciate the liberal privilegeofexchang- 


ing slow selling sizes for ‘‘Quick sellers’. 


Deal ers who are given every possible sales assistance to 


Overcome a very negative sales resistance. 


Dealers who 


keep up their assortment, while they 
keep down their investment. 


Dealers who 


comprehend “Turnover” —the speed at 
Dealers who which goods move into and out of their 


store. 


are merchants and know how to mer- 
chandise. 


- Dealers who 


Just as such dealers concentrate their drill chuck 
efforts exclusively on yacoss cHucKs—SO do such deal- 
ers conservate their profits made from jacoss cHucKs 


The Jacobs Manufacturing Co. 


HARTFORD, CONN. 
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rarnes twist drills and reamers. 


Franklin Has Again Astonished 
the Nation 


In matters of power, speed and economy 
Franklin has established new standards of 
motor car performance, which more than ever 
emphasize Franklin supremacy in its field. 

This Franklin leadership is, of course, a 
matter of manufacturing methods and practice 
as well as car performance and economy. 

That is why Whitman & Barnes feel it a 
noteworthy distinction that their twist drills 
and reamers should have won the open 
endorsement of Franklin. 
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W&B 


High Speed Drilling on the 


New and Powerful Franklin Motor 
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In drilling the Franklin crankcase, 123 spindles operate 
together. 

The Natco multiple spindle drill press shown in the 
above picture was designed and built especially for 
Franklin. 

Whitman & Barnes twist drills are used on this 
exacting job—and throughout the Franklin plants— 
because they stand up longer, with less breakage, and 
produce holes more swiftly and economically. 

Franklin, like many other large users of twist drills 
and reamers, has brought the invisible costs of drilling 
to their lowest minimum with “W & B” twist drills 
and reamers. 


“W & B” Warehouses 


64 Reade Street, New York City 
565 W. Washington St., Chicago, III. 
139 Queen Victoria St., London, E. C. 4 


itman & Barnes 


AKRON, OHIO 
Manufacturers of TWIST DRILLS AND REAMERS Exclusively 
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The name HEWITT has for years been identi- 
fied with Quality and Service in Mechanical 
Rubber Goods. 


HEWITT Belting, Hose and Packing for all 


industrial purposes are the ultimate in scientific 
manufacturing effort. 


It is self evident that for a Distributor to suc- 
cessfully achieve repeat orders, he must market 
an article which will withstand the test of 
severest usage and HEWITT Products are built 
to meet that specification. 


We market entirely through the Distributor 
and are especially equipped to give complete 


cooperation and service. 


We have some valuable territory open. 


HEWITT RUBBER COMPANY 


Factories and Executive Offices 


Buffalo New York 
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Dodge Ball and Socket Drop Hangers 


with Standard and Self Oiling Bearings 










Guaranteed by 


Dodge Quality 


Everything for the Me- 
chanical Transmission 
of Power 


i 








] New York 
Philadelphia 

Pittsburgh 

Dodge Hangers make good under comet 
e.\6 Cincinnati 

all conditions Newark. 

; aan. , ; Chicago 
Consistent performance under all conditions in all industries has made Atlanta 
the Dodge line of hangers, pillow blocks and floor stands without doubt Minneapolis 
the line of least selling resistance from the dealer's standpoint. St. Louis 

Houston 
The combined features of strength and reliability unquestionably point Seattle 
to the Dodge Ball and Socket Hanger as the best buy regardless of cost. ee 
The adjustable ball and socket feature provides a true universal move- 





ment of the bearing within the frame without permitting rotation with 


shaft. 






These hangers are furnished with standard, ring- 
oiling or capillary oiling bearings and are so stan- 
dardized that any size of hanger will accommodate 
a wide variety of shaft diameters. 


Write for full particulars and dealer's proposition 
today. 


Dodge Manufacturing Corporation oF 


General Offices: Mishawaka, Indiana 


Works: Mishawaka, Indiana, and Oneida, N. Y. 
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How to save 47.4% of 
bearing waste 


We will gladly send you a large size 
blue print proving conclusively that 
Stewart 13” bars and bushings FINISHED 
ALL OVER save 47.4‘¢ of the waste com- 
monly expected in bearing practice. 

Why’? Practically all bearings are 2 in. or 
3 in. long—or multiples of these figures. 
The Stewart 13" Bar or Bushing gives ample 
100m forchucking and tool clearance—and 
allows 12 full inches for bearings. 

Further—there is no waste either of 
metal or time in machining for Stewart 
Bars and Bushings are FINISHED ALL 
OVER. Any man buying bearing metal 
should have one of these blue prints. 

















The 


Ordinarily, bearing metal is furnished in rough bars 12” long. 


Perfect 


Stewart Brons Bearing Metal is delivered finished all over in 13” length bars 


No Question About Uniformity 
of Stewart Brons Metal 


The evidence that Stewart Brons Bearing Metal is uniform in 
texture even after a series of remeltings is indisputable. Microscopic 
views of cross-sections prove it, machining of bars and bushings 
proves it, and the most reliable test of all, actual use proves it. 

Every Stewart bar and bushing is machined accurately to stock 
dimensions or specifications—FINISHED ALL OVER before it is 
shipped. Machining would immediately disclose overabundance of 
copper or lead in any part of the bar, and it is significant that in our 
own plant rejections for lack of uniformity are wholly negligible. 


Stewart Brons Bearing Metal 
a Remarkable Discovery 


In all the history of metallurgy, it has never been possible before 
to combine copper and lead in practically any proportions desired. 
Stewart Brons Metal is made in four grades: “B” 25 Brinell; “C” 40 
Brinell; “D” 50 Brinell, and “E” 80 Brinell for heavy service. These 
metals can be cast and recast and will not break down. 


Stewart Brons Metal positively will not burn out in a bearing or 
score a shaft. Think what that means in your costs! We can prove 
those statements conclusively. It functions perfectly at all low temper- 
atures and above 600° Stewart Brons Bearing Metal sweats a little 
lead, lubricating itself. Even at 1000° it does not score the shaft. Even 
though lubrication absolutely fails, it will not melt up to 1700°. 

In addition to these service advantages, we offer you savings of 
47.4° , [see paragraph at left} Call upon our Service and Engineering Departments for de- 
tails of performance of Stewart Brons Bearing Metal and assistance on your own problems. 


A few territories remain to be allotted to distributors. 
Jobbers! You will find our 13" bar a wonderful seller 


STEWART MANUFACTURING CORPORATION 
4504-84 Fullerton Avenue Chicago, Illinois 
Or communicate with our nearest factory representative: 

L. RUPRECHT A. C. OLFS Cc. W. ROOT 

30 Church Street 7321 Woodward Avenue 57 Erie Street 
New York, N. Y Detroit, Mich. Milwaukee, Wis. 
E. P. GRISMER 
Caxton Building, 800 Huron Rd. 
Cleveland, Ohio 


Brons 
Searing Metal 


Metal for Bearings 


J. FRANK LANING & CO. 
327 First Avenue 
Pittsburgh, Pa. 
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The Thirtieth Annual Edition-Two Sections 





Recognized by the Trade as Standard 





Manutacturers of mill, steam and mine supplies, machinery and tools, plumbing 
and heating supplies, hardware and auto supplies, who cover the trade either by mail 
or with salesmen, cannot afford to be without these lists. 


All lists have been thoroughly compiled, and made as nearly complete and perfect 
as possible. We guarantee all lists to the extent of refunding postage on all letters (cor- 
rectly addressed) returned by the United States Post Office as undeliverable. 


You could not buy a single one of these lists separately at the price of the Direc- 


tory. 


The Sellers’ Guide Section for 1923 will con 
tain the following lists —- comprehensive and 
iccurate, and in daily use by thousands of 
manufacturers. It is convenient in size, 4x63; 
inches, bound in leather, and contains the fol 
lowing lists: 


lobbers and Dealers in Mill, Steam, Mine, Heating, 
Contractors’ and Kindred Lines of Supplies, 


[Tools and Machinery in the United States, clas- 

sified by States and Cities, naming kinds of goods 

handled, giving names of officers, buyers, etc. 
lobbers of Plumbing and Heating Supplies in the 


United States, classified by States and Cities, 


giving names of officers, buyers, territory cov 
ered and other detailed information. 

lobbers and Dealers in Mill, Steam, Plumbing and 
Heating Supplies and Machinery in Canada, 
classified by Provinces and Cities, specifying 
kinds of goods handled. 

Manufacturers’ Agents representing Manufacturers 
of Mill, Steam, Mine, Plumbing and Heating 
Supplies, etc., in the United States. 

\Vholesale Dealers in Hardware in the United States 
and Canada. 

Dealers in Plumbing Sundries and Specialties. 
More than eight hundred mill and factory architects 
This is a new list compiled with great care. 
Dealers in Automobile Supplies and Accessories 

(whole sale). 
Dealers in Electrical Supplies (wholesale). 
Trade Associations. 


This section alone is $3.00. 


The Buyers’ Reference Section contains com- 
plete classified lists of Manufacturers of Mill, 
Steam, Mine, Plumbing, Heating and kindred 
lines of Supplies, Heavy Hardware, Tools and 
Machinery. 


Vhe products of 7,500 manufacturers, carry 
ing 50,000 trade of brand names, are classified 
in this section under 4,000 headings. 


This section is handsomely bound in cloth. 
Size 734x1034 inches. Thousands of buyers 
have stated that it is practically indispensable 
to them. 


here will also be found a complete Alphabetical 
list of Manufacturers of Mill, ‘Steam, Mine, 
Plumbing, Heating and Allied Lines of Supplies, 
Tools and Machinery in the United States giv- 
ing Street addresses and branch offices, and 
specifying kinds of goods produced. 


The Buyers’ Reference section, containing 
more than 500 pages, and a year’s subscription 
to MILL Suppties, a monthly magazine of qual- 
itv, for $2. 


Both Sections of the Directory and Mill Sup 
plies for one year. $4.00, so why pay more? 








The Crawford Publishing Co. 


537 South Dearborn Street CHICAGO 
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The Diamond Distributor Wins! 


A Satisfied Customer — a Larger 
Profit 


This happened in East Texas. 


A Lumber Company there installed a 
big circular saw, together with a 24" 
belt for driving it. The belt was a good 
one, but it gave out in just two weeks. 


They bought a more expensive one, 
that stayed on the job four weeks—then 
They tried it a special belt that lasted 45 days—then 
a waterproof belt that did not do as well, 

It drove the saw— 340 DAYS. 


’ 7 a and then— 
Stayed on the job—7!% times as long 
as best previous belt. Our Diamond Distributor’s salesman 
Cost the customer— About '3 as much. said to them, ‘‘What you need is a 





Netted the jobber —4.7°o greater profit Defiance Rubber Belt. Try one, and I'll 
on his investment. guarantee the results will surprise you.”’ 





It pays in satisfaction and profits to handle our line. We support 
our Distributors with stocks at the points mentioned below. 


Write our nearest office for full particulars 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 
Atlanta Chicag» Kansas City New York San Francisco 
Boston Dallas Los Angeles Philadelphia Seattle 


Diamond 


BELTING ~ HOSE ~ PACKING 
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HILL COLLAR OILING BEARING 


(Patented ) 


Such universal satisfactory service has been obtained from our Standard 
Type Hill Collar Oilmg Bearing that it would be hard to convince many of 
our customers that any other design could be superior. 


Since placing upon the market, several years ago, the new Cleveland 
Type we have manufactured both designs, leaving it to our customers to de- 
cide which they preferred. After several years our experience and that of our 


customers, has demonstrated that the Cleveland Type is the better and more 
popular line. 


The mountings have all been re-designed and contain many improve- 
ments, the natural results of an accumulated experience of thirty-nine years. 


Although we appreciate that there are some who would say that it is not 
good business judgment to disturb a satisfied customer, our experience after 
manufacturing both types for many years has been such that we recommend 
the Cleveland Type, not only to new customers, but to our old customers 


who have been obtaining most satisfactory service from our older Standard 
Type Bearing. 


Durable 
Efficient 


Economical 


THE jj CLUTCH co. 


General Offices and Plant 


CLEVELAND, OHIO 


NEW YORK OFFICE 5 BOSTON OFFICE 


50 Church St. / \ 2 H. C. Freeman Co., 
’ 141 Milk St. 
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The Recognized Standard 
of Wrought Pipe Quality 








NIFORM, Ductile, Strong; 

Sound in wall and weld. A 
durable, dependable material for 
every wrought tubular require- 
ment. Made by an organization 
with over fifty years’ pipe manu- 
facturing experience and under 
the supervision of a corps of tech- 
nical and mechanical experts. 








Ask for Bulletin No. 1—Characteristics 
and Advantages of ‘‘NATIONAL”’ Pipe 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


General Sales Offices: Frick Building 
DISTRICT SALES OFFICES 
Atlanta Boston Chicago Denver Detroit New Orleans New York Salt Lake City Philadelphia Pittsburgh St.Louis St. Paul 
PACIFIC COAST REPRESENTATIVES: U.S. Steel Products Co. San Francisco Los Angeles Portland Seattle 
EXPORT REPRESENTATIVES : U.S. Steel Produets Co. 








New York City 
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| For— 
~~ MOTOR PULLEYS 
/ Remember 
/ The ADDRESS of the only - 
| SURE | 
/ 24 Hour Shipping Service | 
E | Nat 
/ 
E ; B. F 
The Ohio Valley Pulley Works, Inc. it 
| Maysville, Kentucky, U. S. A. ai 
i 
Especially the White Star Valve : 
CONTROLS ALL LINES ABSOLUTELY - 
WHITE STAR GATE VALVES : 
Iron Body—Bronze Mounted—Rising Stem he 
Discs and seats of non-corrosive White di 
“POWELLIUM NICKEL” . 
Steam working pressure up to 150 and 250 lbs. it 
DEPENDABLE SINCE 1846 : 
Order from your dealer 
Write us for circular , 
The Wm. Powell Co. 
CINCINNATI, O. . 
t 
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MISSING A GOOD BET 

Mill supply houses are becoming more and more 
interested in electrical goods. One of the largest 
distributors in the northwest has announced the in- 
troduction of an electrical department and the inten- 
tion of the company to develop it into a regular 
feature of the business. An Ohio company announces 
that it is adding to its stock of electrical goods each 
week, and intends “‘to make this one of the strongest 
lines” in its business. Many of the older mill supply 
houses are now recognized electrical supply 
distributors. 

This leads to the question, “What are recognized 
mill supply lines?” In other words, what products 
may a mill supply dealer stock and profitably handle 
in conjunction with the lines of transmission, ma- 
chinery and tools that were originally the stock in 
trade of the mill supply house? 

Broadly speaking, mill supply houses are properly 
distributors of all products which are necessary 
adjuncts of industrial establishments, and which 
essentially are such as lend themselves to more eco- 
nomical distribution through a middleman than 
direct to the consumer. 

The field, therefore, is as wide as industry, and 
the development necessarily must follow industrial 


development. With the tremendous expansion of 
the automotive industry, there arose country-wide 
need for machine shops. Communities, large and 
small, became dotted with them. Each of these 
shops became a prospect for mill supplies. 

In these shops there were many operations in 
which electric drills and grinders were essential. 
Hence, what more reasonable that the mill supply 
salesman, who was calling on the shop regularly to 
sell belting, pulleys, tools, welding equipment, wip- 
ing cloths and a long list of other supplies, should 
also sell the shop its electric drills and grinders? 

Similarly, why shouldn’t a mill supply salesman 
be in a position to sell electric motors, lamps and 
other accessories which require hurried replace- 
ments at various times? 

In the long run it doesn’t pay to mix business 
any more than it pays to mix drinks. A “jack-of- 
all-trades and master-of-none” is not a desirable 
reputation. But, where a line dovetails into a busi- 
ness, and is in its very essentials adaptable as a 
regular part of that business, there should be no 
hesitancy in adopting it, because it is not an in- 
stance of mixing. Rather it is blending. 





THIS PIGGLY WIGGLY WENT TO MARKET 

Wall Street is one thing and the New York Stock 
Exchange is another, and between the two there is a 
blood relationship that at least suggests Siamese 
twins. They have a gentlemen’s agreement that the 
former will pay for the board and keep of the latter, 
less what the general public will contribute for little 
brother’s support. Little brother, meanwhile, is to 
carry a pair of shears, and industriously trim the 
wool from the hides of such lambs and sheep as 
may happen to stray in from the hinterland pas- 
tures, as well as from rebellious local flocks. 

Allan Ryan, it will be remembered, carrying a 
Stutz brand, broke from a New York corral and 
defied the best efforts of Stock Exchange herders 
to return him to the fold, with the result that the 
Stock Exchange saw to it that he was separated 
from a fortune of a score of millions and driven 
from the market pasture. 

Here is how they did it: Stock speculators raided 
Stutz stock, or thought they were raiding it, and 
went “short” thousands of shares. Ryan, in -pro- 
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tecting his own stock, cornered the market, boosting 
the price of Stutz hundreds of dollars a share. The 
wreckers welched on their contracts, and the Stock 
Exchange stood by them, protecting them from their 
folly, and eventually ruining Ryan, this being pos- 
sible owing to the fact that he owed New York 
financial institutions fifteen or twenty millions of 
dollars, and when they put the screws to him by 
withdrawing their financial support, he became the 
cornered one. That’s that. 

History tried to repeat itself last month, when the 
same kind of crowd saw approaching Wall Street 
a gentleman named Saunders, from a suburban 
town called Memphis, way down in Tennessee. Mr. 
Saunders was president of a company operating a 
chain of stores, picturesquely called Piggly Wiggly. 
Possibly the name of the company suggested a hick 
from a bush league. In any event, he looked friend- 
less, unsophisticated and confiding, and it was natu- 
rally decided to relieve him of his roll, before some 
rascally crook got hold of him and robbed him. 
Piggly Wiggly was listed on the New York Stock 
Exchange. The crowd raided the stock, sold tens 
of thousands of shares (which they did not possess) 
short, and sat back and laughed as they thought of 
the rube being compelled to borrow money in New 
York to protect his stock, and what would happen to 
him when his loans were called. 

It never did happen. Memphis people were be- 
hind him, and he bought all the Piggly Wiggly stock 
that was offered, taking up the entire floating sup- 
ply, and about forty thousand shares more. It took 
ten millions of dollars to turn the trick. Some of 
the short boys tried to buy the stock back, and in 
this laudable effort ran the stock up fifty dollars a 
share, and even then found themselves shy twenty- 
five thousand shares. The Stock Exchange, running 
true to Ryan form, finding its pets about to lose 
several million dollars, suspended trading, “pending 
an investigation” of the misplay that allowed a lamb 
to shear the shepherds. 

President Saunders then told the sheared shep- 
herds they could settle their wool contracts on a 
certain day at $150 per fleece (share), but that the 
price would be $250 the following day. So be it, 
but the end will be written only in the courts in days 
yet to come. 

Here is where the public and Allan Ryan get a 
hearty and long continued laugh. The gang in New 
York, gorged with winnings, misjudged the Mem- 
phis man’s keenness and courage, as well as the 
financial strength and loyalty of his Memphis back- 
ers, and every man with the heart of a sportsman 
should rejoice at the fate of the sure-thing players 
who first howled and then repudiated their contracts 
when the play went against them. 





THE MAY CONVENTIONS 
Every day, in every way, the conventions of inter- 
est to the mill supply people, both manufacturers 
and distributors, are growing more interesting and 
informative. The days of suspicion and the periods 
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of cut-throat competition are growing less prevalent, 
and a broad spirit of co-operation is taking their 
place. 

In May four big associations will meet in Cin- 
cinnati, in a single week, with the promise of an 
unprecedented attendance. The National Pipe and 
Supplies Association will hold its meetings on the 
15th and 16th. The attendance at this convention 
is always large, and this year will probably reach 
the peak, owing to the fact that the Southern Supply 
and Machinery Dealers’ Association, the National 
Supply and Machinery Dealers’ Association, and the 
American Supply and Machinery Manufacturers’ 
Association will hold their conventions at the Hotel 
Sinton on the three days immediately following, 
May 17, 18 and 19. The members of all these 
associations are interested in pipe and supplies and 
very many will take advantage of the situation and 
arrive in Cincinnati early in the week. 

While the convention programs have not as yet 
been completed, it is known that unusual efforts are 
being made to arrange for subjects and speakers 
bound to hold the interest of all. Once, perhaps, 
conventions were looked on lightly as excuses for 
playtime junkets, but that time has passed, and the 
slogan now is, “Business for the sake of business.” 

The purely entertainment features, as dis- 
tinguished from the serious side, are being gradually 
pushed aside, until they are merely incidental. 

It’s trite, and perhaps untrue, to say that the 
problems confronting the industries today are more 
important than they were a year ago or two years 
ago, but it is a fact that it is vitally necessary for 
jobbers and manufacturers to meet with open minds 
to agree on helpful policies now under discussion or 
contention. All the associations take this condition 
into consideration, and provide time for individual 
get-together dates. 

If you have not made your hotel reservation, it 
would be well to do so without further delay. 





MORE ABOUT MACHINE TOOLS 

There is every reason why a record breaking 
attendance of mill supply jobbers should be present 
at the meeting of the Machine Tool Section of the 
National Supply and Machinery Dealers’ Associa- 
tion in Cincinnati on May 16. The fact that the 
meeting will be held in one of the greatest machine 
tool manufacturing cities in this country should 
prove an attraction. Added to this is the fact that 
the big triple convention opens on the day following 
the meeting, so that on the one visit to Cincinnati, 
two objectives will be gained. Of paramount inter- 
est, however, is the fact that, admit it or not, there 
is a warning in the air for the machine tool dealers. 

The situation as regards machine tool distribu- 
tion has many complex features. In the first place, 
several of the large machine tool builders now sell 
direct. They say they are not at all interested in 
the dealer problem. Others have very well estab- 
lished agencies with which they are co-operating 
practically as closely as though these agencies were 
direct branches of the factory’s own organization. 


Betwe 
factur 
houses 
ested | 
The 
of sel 
requil 
is a @ 
by th 
allows 
point 
tion i 
bette1 
Th 
the 
chine 
resou 
then 
outlet 
Th 
seem: 
best 
Even 
facto 
that 
tent 
chine 
deale 
Ne 
arou 
ing 
dige 
of tl 
‘x 
muec 
han¢ 
whil 
mac 
liqu 
of t 
The 
forc 
is fi 
hh 
affe 
unt 
Suc 
of t 
for 
wal 


Th 


be 

his 
str 
tio 
un 
pre 
plu 
fla’ 


is 














DNWLL QUPPLUES 








Between these two classes is a large class of manu- 
facturers who sell through the ordinary mill supply 
houses. It is this middle class which is most inter- 
ested in the present distribution problem. 

The problem is to furnish the specialized class 
of selling that the machine tool business is daily 
requiring more and more. Whether this can be done 
is a question. As dealers see it, it cannot be done 
by the dealer unless a wider margin of discounts is 
allowed by the builder. On the other hand, it is 
pointed out that the builder’s way out of the situa- 
tion is to readjust his selling prices to allow him a 
better margin for distribution costs. 

There are some who think that the answer for 
the manufacturers is for several of the smaller ma- 
chine tool builders to combine their talents and 
resources, merging into larger establishments, and 
then undertake the building up of stronger jobber 
outlets, or else go into direct selling. 

That may be a solution of the problem, but it 
seems as though the established dealer system is the 
best basis on which to build a sound distribution. 
Even a reduction in the number of machine tool 
factories will solve only the production factor. After 
that it would still be necessary to build up a compe- 
tent selling organization. Some of the larger ma- 
chine tool builders have done this through the special 
dealer arrangements. 

No practical cure-all can be found until both sides 
arouse themselves to study the actual facts confront- 
ing them, and then in business-like fashion, after 
digesting these facts, decide on the proper way out 
of the difficulty. 

Reports from the war department indicate that 
much of the war surplus of machine tools in the 
hands of the government has been disposed of, and 
while there is still a large quantity of second-hand 
machine tools being thrown on the market in the 
liquidation of factories, the time period for a revival 
of the machine tool industry is surely approaching. 
There is, however, still time for rearranging the 
forces in this industry, providing no further delay 
is forthcoming. 

Individual dissatisfaction over conditions that 
affect an entire group do not lead to a settlement 
until this feeling is generated into group action. 
Such action cannot be secured when only a handful 
of the interested persons get together. There is need 
for action. That is why the Cincinnati meeting 
warrants a full attendance of machine tool dealers. 





SOUND COMMON SENSE 

Secretary of Commerce Hoover always seems to 
be able to keep his feet on the ground, even when 
his head is away above the crowd. He again demon- 
strates his common sense in his timely recommenda- 
tions for postponing government construction work 
until after the rush of employment incident to the 
present building boom is over, thus creating a sur- 
plus of work to spread over the dull period of de- 
flation that would ordinarily follow. 

Another evidence of constructive government talk 
is that which is credited to Ethelbert Stewart, com- 


missioner of labor, who recently advised producers 
“to make hay while the sun shines, but buy no more 
meadows.” This striking metaphor preaches in an 
unusual way the doctrine of reason. The advice is 
especially applicable to the mill supply field, because 
it was the buying of “more meadows” that, figura- 
tively speaking, caused the loss of one bounteous 
harvest. 

“For the government,” as Mr. Hoover says, “to 
enter into competition at the present moment will 
give no additional employment to labor, and no 
additional production of materials, but must in the 
broad sense in the end displace that much private 
construction. The governments, nationally and 
locally, are in a much better position to hold con- 
struction work in abeyance than are private con- 
cerns, and are in better position to speed up in 
times of less demand as we did in the last depres- 
sion,” thus contributing “something to a more even 
flow of employment not only directly in the con- 
struction work but in the material trades.” 

This recommendation for postponing government 
construction work until lean times arrive can and 
should be adopted. To make an application of simi- 
lar recommendations to general industry would be 
sound reasoning. Reverting again to the use of 
metaphor, it isn’t gathering the crop while the sun 
shines that does the damage; it is the selfish and 
short-sighted policy of “buying more meadows” that 
brings the aftermath of sorrow. 

The National Hardware Association’s recent sur- 
vey of views of dealers on the subject of inflation 
of prices indicates a genuine desire to avoid the pit- 
falls of the previous era of depression that followed 
in the wake of the war prosperity. Most of the 
opinions contained an expression of fear, not of 
increasing prices, but of “unreasonably increased” 
prices. In other words, there is a feeling on the 
part of wholesalers that the temptation may be too 
strong for the manufacturers, and that the latter 
may “buy more meadows.” These same wholesalers 
must remember that they are in large measure 
responsible for the action on the part of the manu- 
facturers. In the last depression, one of the serious 
causes was the practice of pyramiding the orders in 
the hopes of getting a portion of shipments. Then, 
with orders piled up on the manufacturers’ books, 
and no sudden end in sight, there was an enormous 
pressure exerted, leading the manufacturers on into 
pitfalls. 

It is easy enough to blame the other fellow, but 
there are two sides to every story, and regardless of 
where the greater share of blame is to be laid, the 
fact remains that the distribution of either hard- 
ware or mill supplies is a problem in which the 
interests of both manufacturers and dealers are 
mutual. The best policy for both is the one to be 
preached and practiced. It will not pay either pro- 
ducer or distributor “to make more hay and buy 
more meadows.” It will pay them to use Hoover’s 
reasoning and look forward to the lean days when 
the sun will not shine so warmly, and the extra 
meadows will be useless burdens. 
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Taking Mystery Out of Business for Employes 


How a Definite Policy of The American Rolling Mill Company 
Has Promoted a Better Understanding of Human Relationship 


BENNETT CHAPPLE 
Director of Publicity, The American Rolling Mill Company 


The past decade has been one of machinery and me- 
chanics, marked by great inventions and the evolution 
of industry from the so-called handwork of the past to 
the machine work of the present. This evolution, though 
remarkable in the things it has accomplished mechan- 
ically, developed a grievous flaw. Human relations did 
not keep pace with progress in mechanical development. 
Consequently, the world has entered into its greatest in- 
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dustrial epoch with a growing diminishment of under- 
standing between employer and employe. 

There are exceptions to the rule. The American Roll- 
ing Mill Company of Middletown, Ohio, began in a small 
way twenty years ago, with less than one hundred men, 
engaged in the manufacturing of-iron and steel. During 
the time when the industry of America as a whole grew 
95 per cent and the steel industry grew 1,200 per cent, 
this concern grew 2,500 per cent. Today it is the second 
largest sheet manufacturer in the world, with assets 
of more than $68,000,000. The unusual thing about this 
organization and one that has contributed largely to 
its growth, is the fact that it has maintained during 
the twenty years of growth a very close and personal 
relation with every man on the payroll. 

This is not the result of an accident. It has been the 
working out of a very definite policy at the very begin- 
ning, which has been rigidly adhered to. At least 90 per 
cent of our personal, political, and industrial disputes 
are the result of misunderstandings, or rather the lack 
of understanding. Neither men nor nations can get to- 
gether and co-operate in their common interests until 
there has been established confidence built upon this 
foundation of understanding. “Take the mystery out of 
business” has been the slogan of this company, and plans 
have been adopted and every possible effort put forth so 
that the fundamental economics of business, and par- 


ticularly of the wage question, could be simply and 
clearly explained to the entire organization as often as 
necessary. 

This policy is built on the belief that confidence can 
be created only when carefully thought out policies are 
definitely stated, so that the man on the job knows 
where his company stands in all matters of prime im- 
portance to the organization. Furthermore, this confi- 
dence building within an institution really begins outside 
the gate in the community where the company’s position 
must be made clear in its earnest desire to contribute its 
proper share toward better homes, better educational 
facilities, and all that goes to make up a healthful and 
happy community life. Absentee landlordism has been 
the curse of industry. It has come about naturally 
enough as the smaller industries consolidated and the 
ownership passed to the executive offices in the larger 
cities, but while this has been largely economic, from 
the standpoint of human relation of company with em- 
ployes, it has been anything but satisfactory. 

A large industry located in a comparatively small city, 
with its president, general manager and executive offi- 
cers residing in that city, presents an ideal situation for 
real work in this direction. The American Rolling Mill 
Company, because of this fact, has been able to play its 
part as a worthy citizen of the community, and in this 
way has preserved the community confidence outside th: 
plant which is so necessary toward building the closer 
confidence inside. 

When it comes to the details of how the American 
Rolling Mill Company has gone about the problem of 
taking the mystery out of business for its employes, the 
subject has many ramifications. The vast majority of 
people, whether they work with their hands or their 
heads, have neither by education, training, nor expe- 
rience been able to grasp the real meaning of such 
words as capital, surplus, invested capital, profit, divi- 
dends, gross earnings, net earnings, overhead, deprecia- 
tion, and innumerable other words descriptive of vital 
factors entering into present day business. To try to 
tell any men or group of men all about these things in 
one meeting or group of meetings would prove ineffec- 
tive. But where these subjects have been the themes of 
meetings between management and employes, covering a 
period of twenty years, there is more or less a common 
understanding. 

Whatever success the American Rolling Mill Company 
has had along this line has been due to consistent policies 
and plain, hard work to put the message across. It would 
be foolish for anyone to prescribe a plan that would be 
suitable for all organizations. Mills, factories and offices 
have character and mannerisms just as do individuals. 
What might work in one plant might not be suitable for 
another organization. At the same time it can be gen- 
erally stated that any plan that provides the proper 
contact between those who manage and those who do 
not have management function, will be satisfactory as 
long as there is a genuine desire to co-operate. 

In bringing about this contact, co-operation and under- 
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standing, we adopted what we call our Advisory Commit- 
tee Plan. 

Eighteen years ago, before there was any thought 
given to present schemes of industrial democracy, 
Charles R. Hook, vice-president and general manager, at 
that time assistant general superintendent, asked the 
men in our largest department, the sheet mill, to elect 
the first advisory committee. 

At that time we had a small plant of about 500 men; 
today we have approximately 7,000. 

When he took up his duties as assistant general super- 
intendent, he found this situation: He was new. The 
men did not know him, and he did not know them. But 
he wanted to know them. He wanted to know their prob- 
lems and he wanted them to understand and appreciate 
the problems that he had. 

While we are busy at our jobs no one has the time to 
stop and tell the other fellow his troubles and to secure 
one from the other such advice as was necessary to bring 
about real understanding. Most of our men then were 
union men, and in this particular department where the 
union functioned, in the sheet mill department, Mr. Hook 





them about the use of the dampers on their furnaces and 
various other details, all very practical things. 

That meeting was not so bad. Other meetings fol- 
lowed, and as time went on they got to know each other 
better; there was a little more confidence; suspicion be- 
gan to die out, and they began to take up matters of 
greater importance. 

One of our earliest and most difficult problems was a 
bad engine. It was not strong enough to do its work, 
and if the men did not favor the engine by maintaining 
a proper sequence of operations, if the man on number 
four mill went in when the man on number one was 
finishing—if you are a steel man you will know what I 
mean—the engine would stall, stop production, break 
things, and send costs skyward. There was only one way 
to stop all this trouble, and that was through discipline. 
Mr. Hook had to adopt rather drastic measures. A man 
was suspended for three days, and in some instances as 
many as thirty days. But every once in a while a man 
would come to him and say: ‘Mr. Hook, you didn’t 
‘atch the right man.” He said: ‘No doubt that is true. 
I wouldn’t be at all surprised if about eighty per cent 
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asked for the privilege of attending their lodge meetings. 
Those men nearly fainted. They told him that they 
had never heard of such a thing as an employer coming 
into a lodge meeting and talking to the members of the 
union. He said: ‘“‘Let us break all precedents and make 
the start. Let us know each other a little bit better.” 
They scratched their heads and said: ‘We will have to 
all a meeting over that and see whether we can. We 
don’t know whether our national laws will permit such 
a thing.” He then asked: “What does your union stand 
for? Is it merely a grievance committee to secure from 
your company all the wages you can squeeze out of it, or 
is the union a constructive organization designed in our 
mutual interest?” 

So he was invited to speak to the lodge, and he asked 
them to elect an advisory committee whose job it would 
be to meet with him weekly. Remember, this 
eighteen years ago. And the men did not know just 
exactly what was going to happen in these meetings. So 
in order to start the first meeting out right, Mr. Hook 
asked the men for advice about certain matters. For 
instance, he discussed with them the question of furnace 
design. They were workmen operating those furnaces, 
and they ought to know more about design than he did. 
although he thought he knew something about furnaces. 
They discussed fuel consumption, and he talked with 


was 


of the time I am catching the wrong man. It isn’t my 
fault. It is the fault of you fellows. Why don’t you tell 
me who is the right man?” Invariably the workman 
would come back with: “Oh, we don’t want to squeal on 
a guy.’’ To which Mr. Hook always countered with, “All 
right; if you want to be unfair to me, if you want me to 
do wrong because you won’t do what is right, then don’t 
blame me.” 

Finally, Mr. Hook called them in one day and said: “I 
am going to give you this responsibility. We are going 
to expand our advisory committee. I want you to under- 
stand some of the problems of management. I want you 
to know how difficult it is. You know whose fault it is 
and you can correct it. You men appoint a committee 
of three on each turn—there are three turns of eight 
hours each. I will leave it to you.” And their hands 
went up again. Mr. Hook reasoned with them in this 
manner: “All right, let us change things and let your 
union men determine who is at fault and what the pun- 
ishment shall be.” 

They finally agreed, and instructed the chairman of 
the advisory committee to appoint a committee on each 
turn. There were many more men laid off than -Mr. 
Hook ever laid off, and the average length of lay-off was 
much longer. And the plan worked so well that finally 
the question of stalling the engine was almost eliminated. 
Now, that was a particular problem which they could 
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handle better than the management could; therefore, they 
let them handle it. But in innumerable other situations, 
of course, they could not function in any such capacity. 
We believe in committees only in the capacity of plan- 
ners and advisers, for individuals must execute. Any 
plan which takes away from management the respon- 
sibility for management is bound to be inefficient and 
fail. 

Let me explain a little more definitely just how we 
organized this advisory committee so that you will un- 
derstand its purpose and function. We put all the writ- 
ten matter on one sheet of eight by eleven paper—not a 
lot of rules, regulations, by-laws, constitution, and every- 
thing else. We followed a plan of dignified simplicity, 
because we did not want any misunderstanding as to 
the function of the advisory committee. 

Each department now elects by ballot a departmental 
advisory committee. At the present time there are 40 
committees with 148 members. These committees rep- 
resent, in an advisory capacity, the employes in their 
respective departments. It is each committee’s privilege 
and duty to take up with the department superintendent 
any matter that in the committee’s opinion is not being 
handled properly. It may be a question of production, 
of working conditions, or a personal matter. The super- 
intendent likewise may call upon the committee for ad- 
vice; he may wish to advise the committee, or to ask for 
needed first-hand information. 

The general advisory committee, composed of all the 
departmental advisory committees, meets once a month. 
The general manager is chairman of this committee. 
This larger committee holds the same relation to the 
general management that the departmental committee 
does to the department. In other words, things which 
are strictly departmental should not be brought up in 
the general meeting—only things which concern the 
whole organization. 

The functions of the general advisory committee may 
be stated thus: First, to consult with and learn the 
policies of the general management; second, to convey 
to the employes an understanding of these policies and 
to reflect the sentiment of the employes on such matters 
as may be of help to the general management. The 
committee has no administrative, executive, or legisla- 
tive functions. We think it is necessary always to have 
a very clear understanding of just what we intend to 
do and what our policies are. Then we get into no 
embarrassing situations. 

It is at the meetings of the general advisory commit- 
tee that the management explains company policies and 
endeavors by analyzing the financial statement of the 
company to explain away the mysteries of business. 

This has been going on over a period of years, not 
over a few months. After these years of working to- 
gether in this manner, certain information that a good 
many companies cannot tell their employes, we can now 
explain to our organization. 

It takes time to make the necessary sacrifices to 
present to the organization the facts with reference to 
the problems of management and the fundamental econ- 
omies of business. 

Confidence of employes can only come after you prove 
to them that management realizes its responsibilities 
and will see to it that they do receive a square deal 
first, last and always. 

The personal service division looks after the personal 
relations between the company and the worker. Through 
this division the medical department provides every 
needed medical and nursing care in case a man becomes 





sick or is injured on the job. Any emergency is promptly 
met by the full-time company physicians and surgeons, 
nurses, and a thoroughly modern hospital. Employes are 
urged to take a physical examination at least twice a 
year. All this is free to employes. 

The mutual interest department, also a part of the 
personal service division, helps the employe with any 
distracting problems that come up away from the job. 
If there is sickness in the home, this department will 
send a nurse, if necessary, to give proper care until such 
time as other arrangements can be made. No matter 
what the misfortune may be, a man can go to the mutual 
interest department with every assurance that his con- 
fidence is well placed. So well is this work carried on 
that the mutual interest department is looked upon as 
the big brother that never fails. And for this service 
not one cent is charged the worker. 

Through safety measures the mutual interest depart- 
ment makes every job as safe as possible and every 
worker a believer in safety. Some of the most effective 
safety appliances have been suggested by the men them- 
selves. Safety committees are constantly on the lookout 
for any possibility of reducing the hazardous element. 

Sanitation is carefully looked after; drinking water is 
tested regularly, shower baths are provided; clean-up 
committees keep the many departments in order and in 
harmony with the decorated landscape surrounding the 
plant. 
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ASIA BIG MACHINERY MARKET 


Commerce Survey Shows Her Industries Have Suddenly Become 
Large Consumers of American Products 

Asia is rapidly developing in importance as a market 
for American machinery, and in the last four years has 
absorbed nearly $242,000,000 worth of such equipment. 
These figures include only industrial machinery, and 
exclude agricultural implements, adding machines, lawn 
mowers and similar products. So important are the 
developments in this market that the Department of 
Commerce has just published a 332 page report on 
“Asiatic Markets for Industrial Machinery,’ which 
covers the entire situation. The report was written by 
Walter H. Rastall, chief of the industrial machinery 
division of the bureau of foreign and domestic commerce, 
who made an extended personal investigation in the 
regions covered by this report. 

Julius Klein, director of the bureau, in submitting Mr. 
Rastall’s report to Secretary of Commerce Herbert 
Hoover, stated: ‘“‘A notable movement toward indus- 
trialization is in progress in the more important Asiatic 
countries, and Mr. Rastall is decidedly optimistic with 
regard to the prospects for development. The expan- 
sion of manufacturing industries will necessitate large 
purchases of machinery for Asia, and it is believed that, 
if our machinery makers cultivate this field judiciously, 
an increasing percentage of the orders should come to 
the United States because of the superiority of American 
designs, workmanship, and methods.” 

During the last three years Asia has absorbed as much 
machinery as it would have taken in five decades if 
measured by the standards of 1915. For a long time 
efforts have been made to modernize that continent, but 
suddenly within three years, the Asiatic markets have 
absorbed this vast amount of American industrial ma- 
chinery. The pioneer work that involved so much patient 
toil is now showing results, and each of these units is 
the best possible advertisement and will encourage the 
installation of more.” 
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Surplus War Stocks Will Soon be Liquidated 


Over Two Billion Dollars Worth of Property Already Disposed of 
And Less Than One-fifth of Original Total Now Remains to Be Sold 


The progress of liquidation of surplus war property 
by the government has been very satisfactory, accord- 
ing to a recent statement of Major James L. Frink, chief 
of the sales promotion section, surplus property division 
of the war department. According to estimates, there 
now remains for disposal approximately $400,000,000 
worth of surplus supplies. The sales promotion section 
originally had $2,400,000,000 worth of property to sell. 
The sales made thus far have netted the government an 
average return of 41 per cent of the original cost. 

Major Frink recently discussed the task which his 
division faced in disposing of this huge surplus, consist- 
ing of over 100,000 separate items, including property 





MAJOR JAMES L. FRINK 


of every description from airplanes to wearing apparel. 
In telling of the methods of the war department in dis- 
posing of this surplus, Major Frink said: 

“The war department sales campaign has been unique 
in many respects. The methods of sale adopted have 
provided for the disposal of stocks at points at which 
they are located, in such a way as to permit the small 
buyer, as well as the large buyer, to participate. Every 
possible precaution has been taken to prevent the creation 
of a monopoly which might enable a purchaser to charge 
exorbitant prices and realize undue profits. The methods 


adopted have protected the manufacturing industries of 


the country against ill effect not absolutely unavoidable 
in the liquidation of such large stocks, and at the same 
time they have secured for the users, the public, the 
advantage of low prices, at which they were able to buy 
commodities readily usable. 

“Few sales have been made on any other than a strictly 
cash basis, except in the auction sales bankers’ accept- 
ances, payable in ninety days, issued by the banks of 
the federal reserve system, have generally been author- 
ized for acceptance up to eighty per cent of the total 
purchase price. Prices received have ranged from as 
low as one-half of one per cent of the original cost to 
as high as 116 per cent. Much of the material sold, 


especially during the past year, has been of special 
design, with little, if any, commercial use. 

“Notwithstanding the loss on this class of materials, 
the result to December 15 last was an average return 
of 41 per cent of the original wartime cost. This stands 
as an achievement of which the government may well be 
proud. Bought at the peak of prices, sold over the 
scaling down period in their markets, a large portion 
of special material of little or no value to industry, some 
reclaimed material, not a nickel’s loss written off on 
inventories, yet a return of 41 per cent on the original 
investment. 

“Not a single traveling salesman has been employed, 
but instead, with the exception of the office of the direc- 
tor of sales, dependence has been placed in government 
agencies already existing, supported by a well-defined 
advertising campaign in the newspapers and business 
papers of the country. This campaign has been national 
in its scope, embracing every field of industry, and has 
provided the widest possible publicity.” 

Major Frink further explains this advertising and its 
results as follows: “In the latter part of October, 1919, 
we offered for sale, by sealed bids, about 100 lots of vari- 
ous textiles, which were to be sold as a whole, or by 
each lot, or in a minimum of 2000 yards to each lot. 
Bulletins containing descriptions of the merchandise, 
where stored, and other information, were sent out to 
a list of what was thought to be representative prospec- 
tive buyers located in various sections of the country. 

“News articles, not paid advertising, were run in a 
number of business papers and newspapers, mentioning 
the date of sale, some of the goods to be sold, and terms. 
We received the grand total of eight bids, none of them 
for any considerable quantity. 

“About two weeks later, when our advertising policy 
had been approved, practically this same list of goods, 
for none of the eight bids received was accepted, was 
made the medium of our first attempt to make paid 
advertising an aid in selling our surplus. I do not recall 
just exactly how many bids were received, but it took 
our abstract division two whole days to make an abstract 
of the bids which we did receive for consideration. 

“Actual sales made amounted to approximately $780,- 
000, and bids were rejected amounting to approximately 
$260,000. In other words, the bids received on the same 
list of goods which two weeks before had been adver- 
tised with only eight offers materializing, produced a 
total offering of more than $1,000,000, on merchandise 
which had been appraised at approximately $800,000. 
More important than this possibly is the fact that our 
surplus is being sold in practically every state in the 
union as against the very limited number of buyers prior 
to the introduction of paid advertising. 

“This has resulted, I believe, in our obtaining a greater 
percentage of returns to the government, of telling 
everyone everywhere what we have to sell, when, where 
and how it will be sold, and removing any cause for com- 
plaint by reason of the prospective buyers not knowing 
of these sales, which condition may easily have prevailed 
under previous methods. 

“T particularly want to bring this thought to your 
direct attention, for the reason that I believe advertising 
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LIST of MEMBERS 


Each has subscribed 
to and is maintaining 
the highest standards 
tf practice im its edi 
ortel and advertising 
service. 


Advertising and Selling 
American Architect «& 
Architectural Review 
American Blacksmith 
Auto & Tractor Shop 

American Exporter 

American Funeral 
Director 

American Hatter 

American Machinist 

American Paint Journal 

American Paint & Oil 
Dealer 

American Printer 

American School Board 
Journal 

Architectural Record 

Automobile Dealer and 
Repairer 

Automobile Journal 

Automotive Industries 


Baker's Helper 

Baker’s Weekly 

Boiler Maker (The) 

Boot and Shoe 
Recorder 

Brick and Clay Record 

Building Age & The 
Builders Journal 

Buildings and Building 
Management 

Building Supply News 


Canadian Grocer 
Canadian Machinery & 
Manufacturing News 
Canadian Railway & 
Marine World 
Candy and Ice Cream 
Chemical & Metallurgi- 
cal Engineering 
Clothier and Furnisher 
Coal Age 


Daily Metal Trade 
Domestic Engineering 
Dry Goods Economist 
Drygoodsman 

Dry Goods Reporter 


Electric Railway 
Journal 
Electrical 
Merchandising 
Electrical Record 
Electrical World 
Embalmers’ Monthly 
Engineering and 
Mining Journal-Press 
Engineering News 
Reen rd 


Factory 

Farm Implement News 

Fire and Water 
Engineering 

Foundry (The) 

Furniture Manufacturer 
and Artisan 


Garment Weekly (The) 

Gas Avze-Record 

Good Furniture Maga 
zine 

Grand Rapids Furniture 
tecord 





BUYING 


as affected by 


SELLING 


T IS to your interest to know that goods 

are well sold, as well as well made. 
You have to pay the cost of selling just as 
you have to pay for the cost of manufac- 
turing. Think it over. 


And the cost of selling is no small item. 
In some cases it costs more to sell goods 
than to make them. The seller who clings 
to antiquated, expensive methods of selling 
iS no more entitled to your patronage than 
the one who runs an out-of-date factory, 
because you have to pay the additional 
costs in either case. 


If the waste is to be squeezed out of 
selling, the buyer cannot escape a share 
of the responsibility in bringing it about. 


THIS means recognizing the efforts of 
those sellers who have adopted modern, 
economical methods of selling, and one of 
these beyond any question is good adver- 
tising in good Business Papers. 


Advertising not only cuts the cost of sell- 
ing, butit increases production volume and 
lowers manufacturing costs. It standard- 
izes quality, and is a guarantee of good 
faith. 


You are invited to consult us freely about 
Business Papers or Business Paper Advertising 
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Haberdasher (The) 

Hardware Ace 

Hardware & Metal 

Heating and Ventilating 
Magazine 

Hide and Leather 
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Hotel Monthly 

Hotel Review 


Illustrated Milliner 

Implement & Tractor 
Trade Journal 

Industrial Arts Magazine 

Industrial Engineer 

Inland Printer 

Iron Age 

Iron Trade Review 
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Lumber World Review 


Manufacturers’ Record 
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Marine Review 
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Modern Hospital (The) 
Motor Age 
Motoreyele and 
BRievele Tllustrated 
Motor Truck 
Motor World 


National Builder 

National Cleaner & Dyer 

National Laundry 
Journal 

National Miller 

National Petroleum 
News 

Nautical Gazette 

Northwest Commercial 
Bulletin 


Oil News 
Oil Trade Journal 


Power 

Power Boating 

Power Plant 
Engineering 

Printers’ Ink 

Purchasing Agent 


Railway Age 

Railway Electrical 
Fneineet 

Railway Engineering & 
Maintenance 

Railway Mechanical 
Engineer 

Railway Signal 
Engineer 

Retail Lumberman 

Rock Products 

Rubber Age 


Sanitary & Heating 
Engineering 

Shoe and Leather 
Reporter 

Shoe Retailer 

Southern Engineer 

Sporting Goods Dealer 


Tea and Coffee Trade 
Journal 
Textile World 


Welding Engineer 
Western Contractor 
Wood-Worker (The) 
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to be one of the greatest forces in modern business, 
whether it be private or governmental, and I am morally 
certain that it has proven so in our own particular work.” 

It is interesting to note that during the first year of 
liquidation sales were made by negotiation, sealed bids, 
fixed prices and auction, but these methods were grad- 
ually revised, and at the present time no sales are made 
by negotiation unless the property has first been offered 


to the public by sealed bid or auction and has failed to 
bring a satisfactory offer. 

It is expected that the final liquidation of these surplus 
stocks will be an early event, and that this government 
competition in business will soon be at an end. The 
estimate of $400,000,000 as the value of existing surplus 
includes the visible supply and also such future surplus 
as may be turned over by various departments. 
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Penning Romance Into Steel 


An Unusual Description That Draws a Picture of Ironmasters’ Dreams 


There is plenty of romance in industry that never 
reaches the surface in the cold rush of everyday busi- 
ness. Few mill supply men have either time or inclina- 
tion to consider the heart-throbs that may have been 
poured into this, that or the other of the innumerable 
items that line their shelves and racks. Steel enters 
into so many products of the mill supply line that it will 
not be out of place to reprint the following description, 
covering the formation and dissemination of iron and 
the processes that led to the discovery of the art of steel 
making, which is part of a continued story, “The Cinder 
Buggy,” written by Garet Garrett, and reprinted here 
by permission from The Saturday Evening Post, Copy- 
right 1923, by The Curtis Publishing Company, Phila- 
delphia, Pa.: 

“Everybody probably knows that in the first place all 
the iron was trapped in the blazing heart of the earth. 
It forms no part anywhere of the earth’s true granite 
crust. But it was rebellious and indigestible, and had to 
be spewed up from the inflamed Plutonic belly through 
the tops of volcanoes. At that time volcanoes were near 
or under water generally, and when the molten iron came 
jetting forth in red lava streams a spectacular melo- 
drama was enacted. Water was its adverse element. At 
the lava’s touch the oceans boiled, hissed, upheaved and 
draped themselves in steam. They were not hurt really; 
they were outraged. 

“What happened to the lava? The water shivered it 
to atoms and cast it high upon the wind as dust and 
ashes. In that free and irresponsible condition iron 
traveled far, made his bed in many places, took up with 
new and strange affinities—the Flapper Sisters Chlorine, 
the Sulphur Gerties, the lazy Nitrate Susans, the harm- 
less Silicates, a score of others known and unknown, and 
most of all with a comfortable, indispensable element 
called Oxygen. The extent and variety of his embrac- 
ings may be imagined from the fact that he is never 
found in a state of unattached purity, save now and 
then when he falls from the heavens as a meteorite. In 
these haphazard, bigamous earthly alliances he is of no 
avail to man. The problem is how to disentangle him, 
how to divorce him from his undesirable affinities and 
wed him durably and in a lawful manner to those ele- 
ments which supplement his power. 

“It becomes extremely complicated when you begin 
seriously to consider it. How shall one be divorced from 
many miscellaneous affinities? You have to have been 
regularly wedded in order to get divorced. Well, the 
only way is the long, pragmatic way. You wed him to 
the affinities that are to be legally got rid of and then 
divorce him from them. 

“Now take it: The iron ore is in the ore bed, em- 
bracing those other elements at random, particularly 
Oxygen. First you oxidize him by roasting. That is, 


you wed him to Oxygen; you give him Oxygen until he 
is sick of it. 

“Then you melt him down with coal in a furnace to 
deoxidize him—to divorce him, that is to say, from his 
affinity Oxygen. It is the first fiery ordeal. But at the 
same time you wed him to Carbon. Thus deoxidized 
and carbonized, divorced and wedded by one stroke, he 
becomes pig iron. 

“The wedding with Carbon, however, is not permanent. 
It has been contracted under duress, a miserable make- 
shift, yet necessary because his earthly nature is such 
that he must be wedded to something all the time. But 
now he has too much Carbon for his own good. So you 
melt his again and divorce him from Carbon, by the un- 
expected method of blowing Oxygen through him. At 
the end of this second ordeal he is free of both Carbon 
and Oxygen, many other elements have disappeared also, 
and you have wrought iron, practically pure, limp and 
malleable. 

“Now suppose you want to make him hard. You want 
to convert him into steel. In that case you melt him a 
third time and wed him permanently to a small amount 
of Carbon, more or less, the amount to be governed 
by the degree of hardness required. That makes steel. 
But to make it has required one roasting and three 
meltings. 

“The dream of the ironmasters, beginning with the 
nineteenth century, was to achieve a continuous, fluid 
process and bring the complete result to pass at one 
melting. If that could be done the cost of production 
would be enormously reduced. The discovery of such a 
method now seemed imminent in either England or Ger- 
many. Many experts were pressing on the door. Sud- 
denly it would fly open and whoever was there at the 
moment would be able to seize the secret.” 

It is evident that this story covers a period prior to 
the discovery of the Bessemer process for making steel. 
Mr. Garrett in his narrative has not only exhibited a 
remarkable talent for word pictures, but he has demon- 
strated his knowledge of the art of steel making. 
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Chandler & Farquhar Opening 

Chandler & Farquhar Co., Boston, held an opening 
and inspection week March 5 to 10 at the company’s new 
store, 250-260 Devonshire Street, in Winthrop Square. 
To invite the public to visit the store and become 
acquainted with the large and varied stock of supplies 
carried by the house, a full-page advertisement was used 
in one of the leading Boston Sunday newspapers.  In- 
cluded in the announcement was a list of “some of the 
well-known manufacturers’ lines represented,” and a list 
of products carried in stock. Grouped around the page 
were 20 individual advertisements of various manufac- 
turers represented by the company. 
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‘“‘Reliance”’ 
Riveted 
Malleable 
Type 
Chain 





STANDARD EQUIPMENT 
Should Be Stocked By You 


SIRS in every line of industry have 
learned to appreciate the superior qual- 
ity and lasting service of Jeffrey Machinery. 


Our more than 40 years of experience in 
studying, designing and building material 
handling equipments is your assurance of de- 
pendable service for your customers. 






A Good Gen- 
eral Service 
Chain for 
Elevators and 
Conveyors— 
also make ex- 
cellent Drive 
Chains. 


The Jeffrey Line is complete in every partic- 
ular. Chains in various types with attach- 
ments for all elevating, conveying and power 
transmission purposes; Malleable and Steel 
levator Buckets, Boots, Gears; Couplings; 
Spiral and Belt Conveyor and fittings, ete. 


Write for our attractive Dealer's Prop- 
osition. Address Mill Supply Dept. 


Jeffrey i The Jeffrey Mfg. Co. 


Detachable 968-99 North Fourth Street, Columbus, Ohio 

Link 

Live agents carrying stock of 

Chains Jeffrey Standard Products: 
Boston, Mass., H. C. Freeman Co. 
Rochester, N. Y., Ingersoll-Erskine-Healy, Inc. 
Carthage, N. Y., Ryther & Pringle 
Erle, Pa., H. P. Weller Co. 
Baltimore, Md., Carey Machinery & Supply Co. 
Cincinnati, Ohlo, The Wirthlin-Mann Co. 
Richmond, Va., Smith-Courtney Co. 
Roanoke, Va., The Noland Co. 
Birmingham, Ala., Moore-Handley Hardware Co. 
Memph.s, Tenn., J. E. Dilworth Co 
Nashville, Tenn., Kelth-Simmons Co. 
Atlanta, Ga., Cotton States Belting & Supply Co. 
Savannah, Ga., Georgia Supply Co. 
New Bern & Wilmington, N. C., Hyman Supply Co. 
New Orleans, La., Standard Supply Co. 
Jacksonville, Fla., Georgia Supply Co. 
Dallas, Tex., Briggs-Weaver Machinery Co. 
San Antonio. Tex., San Antonio Machinery & Supply Co. 
San Francisco, Cal., General Machinery & Supply Co. 
Salt Lake City, Utah, Salt Lake Hardware Co. 
Denver, Colo., E. C. Horne Machinery Co. 
Omaha, Neb., American Supply & Machinery Co. 
Kansas City, Mo., Standard Tool & Supply Co. 
Portiand, Ore., Feenaughty Machinery Co. 





Steel and Malleable Iron Elevator Buckets 
for handling all kinds of material. 


Steel Helicoid Continuous Flight Conveyor, and Steel Spiral Sectional Conveyor, 
and Fittings, manufactured and carried in stock. 
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The Broad Survey of Commerce and Industry 


Steady Upward Trend of Business with Rising Prices Are Among 
Significant Indications of General Prosperity in This Country 
KENNETH C. CRAIN 


The advance of the year has been marked by a steady 
upward trend in virtually all departments of business. 
Rising prices for basic commodities, for finished prod- 
ucts and for securities; increasing complaints of short- 
age of labor and difficulty in securing prompt delivery 
of goods ordered, are among the significant indications 
of general prosperity. Abroad, Great Bricain and some 
of the smaller nations show steady progress back to 
normal conditions, although the possibilities of trouble 
in Germany, as a result of French pressure for collection 
of overdue reparations payments, constitutes a disturb- 
ing element. 


The sixty-seventh congress adjourned on March 4, after 
having four sessions—a new record of activity—and having 
enacted a large volume of legislation, of which the most 
important recently passed was the Rural Credits Bill. 

Government funding and collecting operations, involving 
over a billion dollars, are under way, with an issue of 
$400,000,000 in new treasury certificates already oversub- 
scribed, and approximately that amount of income taxes in 
process of payment. 

Total indebtedness of foreign governments to the United 
States as of November 15 last was $10,102,140,829, with 
interest of $1,554,791,908. Of this amount, Great Britain 
has agreed for the payment of her debt of approximately 
$4,600,000,000, and Czecho-Slovakia and Finland, among 
others, are arranging for payments. 

Customs collections for the fiscal year ending June 30 next 
are expected to amount to about $525,000,000, collections 
up to the end of February being $343,581,382. 

While foreign commerce of the United States increased 
over four million tons in 1922 over 1921, the tonnage car- 
ried in American vessels decreased from 49 per cent of the 
total to 4742 per cent. Shipments of petroleum in Ameriacn 
tankers swelled these figures. 

Babson predicts continued heavy taxation, the probability 
of bonus legislation next year being a factor. Taxes are 
much lower than abroad, however, direct taxes per capita in 
Great Britain being $48.30 and in France $15, as compared 
with $13.60 in the United States. 

Industrial distress in Germany is increasing as a result 
of “passive resistance” to French and Belgian occupancy, 
and overtures for adjustment are under consideration. Un- 
der French direction, large quantities of coal are being 
extracted and shipped to France. 

Heavy immigration is in progress from Sweden, where 
strikes in wood-pulp and other mills have thrown 65,000 
workers into idleness. 

January exports were $339,000,000, or $5,425,364 less than 
in December, unsettled European conditions being the prob- 
able cause. 


INDUSTRY IN GENERAL 


United States Bureau of Labor Statistics reports 43 indus- 
tries showing increase, 18 decrease and one no change in 
number of employes in January, as compared with December, 
1,839,678 employes being covered, with a total weekly pay 
roll of $45,107,280. 

January construction activity was 31 per cent greater than 
a year ago, according to the F. W. Dodge Company, while 
S. W. Straus & Co. report total permits in January of 
$294,000,000, covering 215 cities, 131 of which showed gains 
and 49 losses as compared with a year ago. 

Despite large deliveries, unfilled orders of the United 
States Steel Corporation on February 28 amounted to 
7,283,989 tons, an increase of 373,213 tons, the total being 
the largest since January, 1921. Railroad, automobile and 
building demands are taking steel. 

January automobile production broke records for the month, 
81,693 more passenger cars being produced than in January, 
1922, a total of 221,697. Revised 1922 figures show produc- 
tion of 2,384,790 passenger cars and 242,975 trucks. 

American tire manufacturers have formed the National 
Rubber Producers’ Association for the purpose of entering 


the crude rubber field, in competition with British interests, 
alleged to control 85 per cent of the world’s present produc- 
tion. Government co-operation is indicated by Secretary 
Hoover. British producers predict increasing consv.nption 
and possible shortage of rubber. 

December gasoline production was the largest of 1922, 
585,049,677 gallons, exceeding the July mark by 15,000,000 
gallons, and making the year’s total 6,202,234,613 gallons, 
20 per cent over 1921. Stocks of crude increased 1,007,000 
barrels in January, with the stimulus of rising prices. 

Standard Oil of Indiana showed 1922 net earnings of 
$55,881,104, the largest in its history excepting in 1920. 

Stockholders of Youngstown Sheet & Tube Company have 
ratified purchase of the Steel & Tube Company of America, 
but the consolidation has been enjoined. 

Final arrangements for the purchase of Morris & Co., 
packers, by Armour & Co., have been announced. The con- 
solidation is opposed by the Department of Agriculture. 

Sears, Roebuck & Co. sales in February were $17,114,759, 
an increase of 37.87 per cent over February, 1922; and Mont- 
gomery Ward & Co. sales were $9,063,304, or 56.58 per cent 
over last February. 

Industrial strikes in Pennsylvania in 1922 involved 389,000 
persons and caused a wage loss of about $208,000,000, wage 
controversies predominating. 


FINANCIAL 


January corporate financing amounted to $630,000,000, 
compared with $237,000,000 in December and $228,000,000 a 
year ago. New York Stock Exchange sales were 20,457,000, 
against 20,455,000 in December and 16,355,000 a year ago, 
and bond sales were $290,000,000, compared with $284,000,000 
the month before and $420,000,000 a year ago. January bank 
clearings in principal cities were $36,000,000,000, with $34,- 
000,000,000 in December and $30,000,000,000 in January, 
1922. 

Treasury reports to congress indicate danger of inflation 
through excessive gold reserves, now amounting to one-half 
of the world’s stock. January exports of gold were $8,472,- 
198, compared with $2,709,000 in December, while imports 
were $32,817,591. 

tediscount rate of the New York Federal Reserve Bank 
has been advanced from 4 to 412 per cent, reflecting rapidly 
increasing industrial activity and consequent demand for 
money. 

National Association of Credit Men estimates credit losses 
in two years at over a billion dollars. 

Sterling exchange has gone over $4.70, compared with par 
of $4.865, and an extreme low in 1920 of $3.18. 

Receivership and reorganization of the Cleveland (O.) Dis- 
count Company, a large mortgage bank, have been arranged 
to protect stockholders. 


RAILROADS 


The Department of Labor is trying to settle shopmen’s 
disputes with the 105 roads which did not adjust the strike 
of last year. Labor estimates say 40 per cent of the men are 
still out of work. 

Railroads paid $304,885,158 taxes in 1922, an increase of 
1012 per cent over 1921. 

Locomotives needing repairs on February 1 
15,412, the smallest number since August 1, 1922. 

Western railroads oppose proposed 10 per cent reduction 
in grain freight rates on the ground that it would help each 
farmer very little, but would be disastrous to the roads. 

Baldwin Locomotive Works earned net profit of $5,206,519 
in 1922, compared with $5,044,096 in 1921. 

On February 1 orders for 91,354 freight cars were stand- 
ing, with orders for 1,507 locomotives. 

The Pennsylvania Railroad will spend in 1923 $57,000,000 
on new equipment, having ordered 500 locomotives since 
January 1. 

Louisville & Nashville has been authorized to issue $45,- 
000,000 of new stock and distribute it to stockholders as a 
dividend. 

Class 1 railroads (193) showed net operating income in 
1922 larger by $160,475,800 than in 1921, with a net return 
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The Dodge Standard Split [ron Pulley 


With Interchangeable Split Bushings 





SS 


This label 
is your 
These Features —— guarantee 
Help Sales of quality 
and service 
1. Perfectly 
balanced. 


2, Rim turned, 
ground and pol- 
ished to assure 
permanent run- 
ning truth. 


3. Rim split by frac- 
ture, when drawn 
together gives ef- 
fect of solid rim. 








4. Interchange- 
able bores and 


sage Quick Turnover is the Big Reason 


sizes of shafting 


gel Bho Why You Should Stock This Pulley 


q A complete line of standard splits can be stocked with only 
. a moderate investment. The constantly increasing demand 

created by the successful performance of Dodge pulleys 
in thousands of big plants plus consistent advertising ef- 


fort assures easy selling, frequent turnover and steady 
profits for the dealer. 








A complete stock of all standard sizes is carried in each 
of our fourteen branch warehouses. They carry the big 
stock for you and you can depend upon prompt shipment 


which enables you in turn to offer prompt delivery to your 
trade. 


If you expect an increased demand for pulleys stock the “standard 
split” because of Dodge facilities for prompt delivery—if you 
expect no more than a normal demand stock the line that is easiest 
to sell. In either case and in any other case the answer must in- 
variably be Dodge. 


Your plans for bigger business in 1923 should include careful con- 
sideration of the Dodge line—that means a request for full par- 
ticulars including agency proposition. Write today. 


DODGE MANUFACTURING CORPORATION 


General Offices: Mishawaka, Indiana. Works: Mishawaka, Indiana and Oneida, N. Y. 


New York Chicago Philadelphia Boston Pittsburgh Cincinnati Atlanta St. Louis 
Minneapolis Seattle San Francisco Newark Houston 
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of 4.14 per cent on tentative valuation, in December, 1922, 
compared with 3.28 per cent in December, 1921. Aggregate 
net income in 1922 was $776,421,400. January net income 
of $60,654,700 was 5.54 per cent on valuation, compared 
with $29,486,000 a year ago. On March 1 several wage in- 
creases and time changes went into effect among the rail- 
roads, increases calling for $3,000,000 a year. 

Canadian court (Winnipeg) holds the Brotherhood of 
Locomotive Engineers to be an illegal organization, operat- 
ing in restraint of trade. 

AGRICULTURE 

Rural credits legislation as finally passed by congress and 
approved by the President extends the life of the War 
Finance Corporation to January 1, 1924, and provides for 
the organization of twelve federal farm credit banks and of 
private banks to deal in farm paper. 

Farm products in 1922 were valued at $14,310,000,000, the 
fifth largest on record, according to the Department of Agri- 
culture. 

Grain reserves on the farms on March 1 aggregated 1,706,- 
000,000 bushels, according to government figures, this being 
186,000,000 bushels less than last year and 822,000,000 
less than two years ago. Wheat reserves are estimated at 
153,000,000 bushels, or 17.9 per cent of the 1922 crop. 

Farm loans of from $400,000,000 to $500,000,000 are needed 
in 1923, according to Senator Capper of Kansas. 

Combined receipts of food animals at public stockyards 
in 1922 were 89,649,002 head, compared with 85,055,815 in 


1921 and 87,855,453 in 1920. Per capital consumption of 
meat was 149.7 pounds, setting a new record. 

Cotton prices are steadily rising, going to 31.35 for May 
on March 7. Cotton exports for 1922 were 672,600 tons, com- 
pared with 686,900 in 1921, while in January 473,436 bales 
were exported, valued at $65,256,000, as compared with a 
valuation of $45,233,000 for 475,910 bales in January, 1922. 

Grain shipments for export are breaking records, January 
deliveries at Philadelphia and Baltimore being 10,858,700 
bushels, compared with 6,320,000 bushels a year ago. 

Huge quantities of Russian wheat and rye are moving into 
Germany, it is reported from Hamburg. 

COAL 

Anthracite coal production in the first four weeks of 1923 
was 7,967,000 tons, compared with 7,904,000 tons for the 
last four weeks of 1922 and 5,935,000 tons for the first four 
weeks of 1922, while bituminous production was 44,000,000 
tons, or 2,000,000 tons ahead of the last four weeks of 1922 
and 10,000,000 tons ahead of the first four weeks of 1922. 

Federal authorities are diverting coal shipments to relieve 
distress in New York state, but embargo on hard coal exports 
has been refused. 

Federal Coal Commission is investigating violence in coal- 
mining districts to determine whether it can intervene on 
constitutional grounds. 

Another attempt to unionize the non-union West Virginia 
coal fields is to be made shortly by the United Mine Workers, 
backed by a fund of $1,500,000 raised by assessment. 


Death of Crannell Morgan 


Influenza Claims Another Victim 


Crannell Morgan, vice-president and general manager 
of The Hardware & Supply Co., Akron, Ohio, died at his 
home in that city on Saturday, March 17, after a week’s 
illness with influenza. He had been enjoying good health 
up to the time of his fatal attack, and the news of his 
death is a distinct shock to his wide circle of friends 





CRANNELL 


MORGAN 
and business associates. Mr. Morgan was 52 years old, 
and his passing at the prime of life is an untimely re- 
moval of one of the most prominent and widely respected 
leaders in the mill supply field. 

Mr. Morgan was born on a farm near Somerville, N. J., 
December 19, 1870. At the age of 17 he moved to Cleve- 
land and obtained employment with the Wm. Bingham 
Co., remaining with that company until 1895, when he 
removed to Akron, and with Edward S. Bunnell formed 


in Passing of Sterling Character 


the Morgan & Bunnell Co. This company continued in 
business until 1905, when it was merged with the Stand- 
ard Hardware Co., which was being operated by J. Ed- 
ward Good and W. W. Wohlwend. The new organization 
was known as The Hardware & Supply Co. The officers 
were: President, J. Edward Good; vice-president and 
general manager, Crannell Morgan; secretary, W. W. 
Wohlwend; treasurer, Edward S. Bunnell. 

Under Mr. Morgan’s management the business pros- 
pered, and in recent years had outgrown its old quarters 
to such an extent that a new plant has been erected, 
into which the company will move in April. It had been 
Mr. Morgan’s ambition to get settled in this new plant, 
and after his business was again operating smoothly to 
take his family to Europe for a long rest. 

Mr. Morgan was one of the veterans of the National 
Supply and Machinery Dealers’ Association, of which he 
served two years ago as president. In addition to being 
vice-president and general manager of The Hardware & 
Supply Co., he was treasurer and director of The Wise 
Furnace Co., director of the National City Bank of 
Akron, director of the Better Akron Federation and the 
Y. M. C. A., vestryman of the Church of Our Saviour, 
and past president of the Akron Chamber of Commerce. 

He is survived by his widow, Mrs. Bertha W. Morgan; 
one daughter, Joan, 12 vears old; his mother, Mrs. Anna 
G. Morgan; one sister, Mrs. Harry Van Hyning, and 


one brother, Judge Robert M. Morgan of Cleveland. 
Funeral services were held from the Church of Our 
Saviour, Akron, Tuesday, March 20, at 2:30 p. m. 
ee 
Vohr-Jones Annual Meeting 
Mohr-Jones Hardware Co., Racine, Wis., dealer in 


hardware and mill supplies, held its annual meeting on 
March 16, and re-elected its old directors and officers 
for the ensuing year. J. W. Jones is president and 
treasurer, G. G. Jones, vice-president, and C. C. Gittings, 
secretary. 
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FROM ORE TO FINISHED PRODUCT 
From Wickwire mines in Michigan, across the Great Lakes in Wickwire ore boats 
to the Buffalo steel mill, and the process of making Wickwire wire rope is begun. 
Selected steel, carefully drawn and tested wire and correct construction insure you | 
a stock of wire rope that will please your present customers and make new friends for ‘ 
your business. : 
You can count on Wickwire Spencer service at all times. 
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Wickwire Spencer Steel Corporation 
41 East Forty-second Street, New York 


Worcester Buffalo Detroit Chicago San Francisco 

















‘ When writing to Advertisers please mention Mitt Supp ies. 











MULL QUPPLIES 











Mill Supply Houses Need Positive Sales Policy 


New Sales Manager of Detroit Twist Drill Co. Believes Discussion 
Of this Important Subject May Result in Some Practical Solution 


L. K. Berry, who recently assumed the duties of sales 
manager of the Detroit Twist Drill Co., Detroit, be- 
lieves that discussion through the medium of MILL 


SUPPLIES may provide a positive sales policy for mill 
supply distributors. In the March issue, there appeared 
an editorial, dealing with the problem of maintaining 
an efficient sales force. Mr. Berry believes that the 


presentation of this problem to the mill supply field is 
timely, and that interest in this subject should be main- 
will 


tained. MILL SUPPLIES be very glad to receive 








. BERRY 


further views from manufacturers and jobbers on this 
important subject, and will willingly publish same. 

The editorial in question stated that one of the vexa- 
tious problems of every mill supply house is to maintain 
an efficient sales force, and while it is a problem which 
must be worked out individually by each jobber, certain 
phases of it may be solved best by general trade dis- 
cussion. It further stated that there is a need for off- 
setting the dangerous tendency of a mill supply salesman 
to become enthused over a new specialty, and then after 
a brief period lose this enthusiasm and forget all about 
this line while he centers his efforts on some other prod- 
uct. “This type of enthusiasm, which holds through the 
day and is gone tomorrow, is not of the efficiency brand. 
It isn’t leading to the ultimate aim of the jobber to have 
a rapid turnover. It isn’t beneficial to the salesman 
because his results from this rapid-fired, rapid-cooled 
salesmanship are not favorably comparable to the results 
of continued, organized sales efforts.” 

The question of building and maintaining an efficient 
sales force is one of the most vital ones confronting the 
mill supply field at all times. Mr. Berry, in a letter to 
MILL SUPPLIES, commenting on the editorial in question, 
makes several suggestions for overcoming the common 
tendencies of salesmen. His letter follows: 

“In your editorial entitled ‘Big Salesmanship Prob- 
lem,’ on page 27 of your March issue, there are presented 
some negative points of jobber sales problems that prob- 
ably are so common with your subscribers that it is 


time to provide a positive sales policy that will entirely 
overcome such common tendencies. 

“We all realize how difficult it is to keep salesmen 
keyed up to even approaching the desired percentage of 
ambitious effort, and it is especially difficult in organ- 
izations where the salesmen have a certain line of cus- 
tomers to visit, and handle 40 or 50 different kinds of 
goods, without eventually simply becoming an order 
taker. Larger organizations in densely populated dis- 
tricts can well afford to have their salesmen specialize 
on one or two leading lines, and even when this means 
duplicate calls made upon the same customer, yet the 
intensive selling of the specialties, coupled with a thor- 
ough knowledge of his line, means greater sales volume 
for the entire sales organization. 

“With smaller organizations in less densely traveled 
territories, it, of course, is not feasible to have special- 
ists doubling each other in working the territory, but it 
is possible to have each man have one special line to 
push and to carry samples and special literature every 
day of each week, or at least have a different line to 
push prominently each week as time goes on. 

“Jobbers also will find it to their advantage to arrange 
sales meetings each week to give each other the advan- 
tage of successful ideas and successful sales points of the 
line that is to be emphasized the following week. With 
jobbers where it has been found desirable to pay the 
man upon a salary and commission basis, slow moving 
goods can be more quickly disposed of by giving such 
sales a little higher percentage of commission than 
others. 

“It would seem to me that the jobbing business can 
learn a great deal from the merchandising experience of 
wholesale and even retail dry goods merchants. There 
is a lot to learn about turnover and keeping the shelves 
free from slow-moving or out-of-date stocks. It would 
seem to me that your publication should continue to pro- 
vide an open forum for a thorough discussion of the 
viewpoints of all concerned with relation to these vital 
issues. 

“This matter, as time goes on, is also of increasing 
interest, and in fact, vital interest to the large jobbers 
with many lines from the standpoint of not providing an 
increasing volume of sales for each of their aggressive 
manufacturers who expect and demand an increasing 
volume over a period of time. In such experiences the 
large jobber has the possible competition of a small man- 
ufacturer’s agent, who can offer the dissatisfied manufac- 
turer aggressive and constant sales effort, with probably 
not to exceed ten lines, and with correspondingly im- 
proved results, unless the large jobber so arranges his 
sales program as to secure sales satisfactory to the man- 
ufacturer he represents. 

“Some of these ideas are far from new, but because 
of the importance of the subject, I wanted to put them 
before you and to express the hope that you would con- 
tinue to invite discussion from your subscribers.” 

—teor 
Stanley Belting Corp. Moved 

The Stanley Belting Corporation has moved its offices 
from 32 South Clinton street, Chicago, to 13-15 North 
Jefferson street, where the company occupies more com- 
modious quarters than in the old location. 
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WOOD SPLIT PULLEYS 





11 to 35 in. diameter—Standard bore As built in sizes 36 inches diameter 


315 in. and larger 


Mr. Dealer: The CHICAGO LINE WOOD SPLIT is a strong, durable, 
efficient and well made pulley. It is nailed and glued—finished with pure 


orange shellac and damp-proof varnish — very pleasing in design and a 
ready seller. 


Send for Sales Proposition. It will interest you. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 


MAIN OFFICE 
40 So. Clinton St., 
Chicago, Ill. 


FACTORY: 
Menomonee Falls, 


Wisconsin 
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Making and Losing Business on the Highways 


True Story of How One Mill Supply House Lost a Large Cash 
Order Because Its Truck Driver Lacked Common Road Courtesy 


HARRY 


This happened a year ago. It 
an actual occurrence. 


is not fiction but it is 
What happened may have a direct 
bearing on your success or failure as a dealer. 

A friend of mine in Niles, Michigan, had completed 
plans for a new woodworking establishment. I was 
driving him to South Bend, Indiana, where he was going 
to purchase his power transmission equipment. The 
purchase involved a considerable quantity of line-shaft- 
ing, hangers, pulleys, clutches, bearings, belting and 
various and sundry other items. My estimate placed on 
the bill was something like $1,875. My friend had de- 
cided to buy this bill of goods from the Blank Supply 
Company. It was to be a cash transaction, too. 

A few miles from South Bend, we caught up with a 
very slow moving truck. We were in somewhat of a 
hurry, so I sounded my horn. The truck failed to 
respond to the usual courtesy of pulling over to the 
right-hand side of the road and letting us by. As a 
matter of record, the truck kept squarely in the middle 
of the road, and the driver even looked back with a 
derisive grin. We were forced to literally craw] along 
for over a mile before an opportunity presented itself to 
safely pass. As we did so, I noticed that the truck 
was one owned and operated by the Blank Supply Com- 
pany. My friend also noticed it, but at the time neither 
of us commented on the fact, although I know I made a 
mental reservation. The experience was anything but 
pleasant. 

A mile from the city we caught up with another truck. 
This truck was also moving slowly, but on the back of the 
truck was a board with this sign in large letters: “Sound 
Your Horn, and This Truck Will Pull Over to the Right.” 

As we passed-—for the driver promptly and obligingly 
pulled over on hearing our horn—we noted this truck 
was one operated by the John Doe Mill Supply Company. 

As we entered the city limits my friend voiced a 
decision which had my hearty approval: “If you don’t 
mind, would you drive me around to the John Doe Supply 
store-—lI’ve decided to buy from them. 
mind after that little affair back there.” 

Summed up, it was just a little problem in simple 
bookkeeping, wherein the Blank people lost a juicy order 
and where the John Doe people were credited with the 
order. 


Made up my 


As I stated, this is not fiction. It happened just as 
I have related it. I will admit the names have been 
picked out of thin air—that is obviously necessary. The 
thing I am getting at is the principle of the thing—how 
it affects the buying habit of the public and how it 
affects you as a mill supply dealer. 

The case I have quoted is an isolated one. But in 
some degree the same thing is happening to mill supply 
stores in many cities. You may be making friends in 
your store by your stock, your service and your prices, 
and your drivers are losing it on the streets faster than 
you can make it. 

People are going to judge your business very largely 
by the attitude of your representatives on the streets and 
highways. 

If you doubt the truth of the statement just stand on 
any busy street and watch the truck drivers handle their 


BOTSFORD 


cars. A truck driver soon becomes an expert in his line; 
very often he becomes so expert that he can “bull” his 
way through traffic and thus save time. The handling 
of a heavy truck in a traffic stream is very much like a 
poker game. If the driver makes a bluff of rushing 
through, the chances are that less aggressive drivers 
will stop or give way rather than risk what appears to 
be a head-on smash. The fellow who knows the game 
can steal the other fellow’s chances twice out of three 
times and get away with it. 

Out on the highway, away from city limits, the same 
thing happens. The careless and indifferent driver sticks 
to the middle of the road and closes his ears to the sound 
of the horns of cars behind. Just why so many truck 
drivers take a savage and foolish delight in doing this is 
difficult to explain—but it happens just the same. 

The chances are that your drivers may be the worst 
of offenders and the violation may never reach your 
ears. The average person feels rather deeply on the 
subject of being a “snitch,’’ and while he will not tell 
you of the offense, he will undoubtedly register a pro- 
fane and sincere vow that if he ever buys a pulley or a 
bearing from you he hopes his hand will drop off. When 
your driver commits an offense of this nature he is 
offending a prospective customer—a man in a pleasure 
or business car. Of such is your customer list builded. 
The average driver seldom forgets these acts of 
aggrandizement. 

Can you afford to have your trucks offenders of the 
rules of common road courtesy? Or would it be better 
business to instruct every driver to stick closely to the 
right-hand side of the highway and to maintain at all 
times a strict regard of the other fellow’s rights and 
to even have a timid regard for his own traffic rights? 
And would it not pay to check up once in a while and 
see if the drivers are obeying this ruling strictly? 

A driver who is indifferent, careless or impudent is a 
mighty poor advertisement for your business. The strict 
Websterian definition states that advertising “is giving 
one’s business publicity.” Your drivers are simply your 
representatives on the street. They are seen by hun- 
dreds and thousands of people in your community and 
their attitude and actions are going to be the standards 
by which the public measures your business. If the men 
are regular road-hogs and if they usurp the rights of 
others, the idea is bound to prevail that the same thing 
may happen to customers of your store. This may not 
be fair, but it is the truth. 

The attitude of your employes on the highways and 
public streets is a straw; or at least it is generally taken 
as such by the public, to show which way the wind is 
blowing. Make the wind blow in the right direction! 

ter 


Structural Steel Demand 

The increase in sales of fabricated structural steel 
begun in December was continued in January with the 
largest bookings since last May, according to reports 
received by the department of commerce through the 
bureau of the census. January sales amounted to 75.2 
per cent of shop capacity, as against 57.8 per cent for 
December. 
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“THE PIONEER’, as its name indicates, was the first successful si 
steel shaft hanger ever made. | 
Having graduated from the school of experience, the n 
““P.\ONEER”’ of today is perfect—hence its wonderful success as : 
testified to by several competitors recently following our lead. " 
Stock the “PIONEER ”’, the original, the genuine steel hanger. ; 
We also make Bench Legs, Pillow Blocks, Couplings, Collars, : 
etc. Ask for catalogues and prices on the full line. : 
: \ 
Standard Pressed Steel Co. : 
Jenkintown, Pa. ' 
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When I ask you what vou are selling, I do not mean 
what particular product in the mill supplies line are you 


selling? | mean to ask whether you are selling that 
specific product as so much wood and metal, or are you 
selling the service that product will render? 

You meet with more or objections to price. 
Sometimes the prospect claims that you get too much 
money for an article that contains no more material, 
represents no more labor than the article you offer him. 
He intimates that vour house is making too large a 
profit. You may, in this connection, be interested in a 
paragraph of instructions that used to appear in the 
salesman’s manual of the National Cash Register Com- 


less 


pany; perhaps they still use it: “Cash registers are all 
right,” says the prospect, “but they cost too much. 
They can be made for half the price.” Answer: “Mr. 


Blank, you are not buying a machine, you are buying 
information, just as your wholesale dealer will pay Dun 
or Bradstreet $75 a year for a book, not for the book 
itself, but for the information it contains. The book 
may cost only $1 or $2 to print and bind. We will sell 
you this wonderful machine and perfect system for a 
great deal less than $75 a year. If you were sick and 
needed a physician, would you say, ‘No, I don’t want 
him, because the medicine could be made for half the 
price?’ Of course you would not. You would be inter- 
ested only in the benefit derived from it. Just the same 
principle applies to the purchase of a cash register. For 
the sake of argument, admit that these registers do not 
cost us a cent. We have people at the factory employed 
by the week to get out and pluck them from the bushes. 
I sell you this one for $375 which is all profit to us. 
Now at the lowest estimate, according to your own 
admission, this register saves you a dollar a day. At 
the end of a year it has saved you $365. Now does my 
profit of $375 seem so large to you? It is not the profit 
the company makes off the register that vou must con- 
sider; it is what the register saves you.” 

You who are selling mill supplies need to prove that 
you are selling something more than mere wood and 
metal. Show the prospective purchaser that you are sell- 
ing him service. If he is considering belting, you are 
selling, not leather, cotton or rubber, not so many feet 
or pounds of belting, but the successful and economical 
transmission of power. Talk power transmission to him 
from the first. You can secure his admission that to 
replace an inefficient belt he is using with one that is 
as nearly a hundred per cent efficient as a belt can be 
made, would mean a saving to him of so much per day. 
When you get him on record at a definite figure of 
saving, you have gone a long way toward getting him 
sold, if you know that belting will save him from the 
loss he is experiencing. Against his complaint about 
the high price, or about the profit you make, you have 
to offset his own figures on what the belt will do. He 





What Are You Selling ? 


By Frank Farrington 


411 Rights Reserved 


may wish he could buy cheaper, but he is not going to 
refuse to buy at all. 

Again let me quote from that N. C. R. Manuai: 

“Our Company has spent half a lifetime perfecting 
this machine. This register you see before you repre- 
sents an outlay of a quarter million dollars. This one 
machine could not have been made without putting out 
that capital. It also represents all of these years of 
hard work, costly experimenting, and the taking of all 
the business risks which the 


manufacturer of a new 
thing must take. Do not look at it as so much metal. 
What it will accomplish—that is the point; and that 


represents brains, labor, study, experience and commer- 
cial courage, all of which are expensive.” 

There is enough investment and hard work and risk 
in the development of any modern machine or intricate 
mechanical device, and sometimes in the perfecting of 
simpler mechanical helps to entitle the manufacturer to 
a profit that may seem large to the buyer who thinks 
only of the amount of material and labor represented in 
producing that one item. 

When you begin to talk to a prospect along the line 
of what he gets for his money, instead of what he pays 
and merely what your house delivers, you develop a line 
of argument that interests him because it shows him the 
way to greater profits and better returns. 

A buyer is going to give consideration to the idea 
that a certain purchase means a better showing on the 
profit side at the end of the year. If you talk to him 
about the need for new belting because some of his old 
belts are about played out, and if you show him that 
your belting is better made than that of your com- 
petitors, you give him facts that are of some importance 
to him, but vou do not interest him as you do when you 
begin to talk to him about more profit—about money 
returns for his investment in better belts. 

Instead of trying to sell him belting and leaving it to 
him to translate the advantages offered into possible 
increase in profits later, get that translation made as 
you go along. Try to put your selling talk into dollars 
and cents on the credit side of his ledger. You may be 
sure that a man is always interested in talk about how 
he can make more money. When you have suggestions 
along that line, even though they may not be the best 
suggestions ever made, you get attention. 

Keep in mind the fact that you are selling the service 
your product will give. See that the prospect has it 
constantly before him that he is buying service—utility 
—not mere product. The tendency of the buyer is to 
think of the cost to the exclusion of thinking of results. 
If a buyer never gave adequate thought to cost, he would 
probably over-buy, but that is no reason for not giving 
proper thought to what the money buys, because directly 
or indirectly any business makes its profit through its 
purchases. The trouble with a good many buyers is that 
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they allow a dollar close to their eyes to obscure vision 
of great profits farther away. 

The converse of this proposition is sometimes good 
selling talk. Instead of discussing only what profit and 
advantage will accrue from buying, there can also be a 
discussion of the loss resulting from not buying. It is 
fair to consider what may happen in the plant of the 
man who needs new equipment of some sort and does 
not buy it—who waits until the last minute before 
making the purchase. The slow buyers, the men who 
never buy anything new until they must have it, are 
the ones who suffer from frequent break-downs, acci- 
dents and defective production. You can often show a 
buyer quite conclusively that, regardless of what it may 
cost him to buy a certain thing, it may cost him a good 
deal more to neglect to buy it. 

Another factor that is worth bringing up is the im- 
portance of keeping up equipment in order that the bank 
or financial backers of the concern may be satisfied that 
everything is being done to maintain a satisfactory 
condition. The banker looks askance at the business 
man who lets his equipment run down, who allows signs 
of deterioration to appear, knowing that money that 
ought to go into upkeep is either not being made, or else 


it is being taken out in salaries and dividends when it 


ought to go back into the business. This is a subject that 
requires tactful approach, but it is possible to come to 
it and bring it up, or at least to insinuate thoughts of 
it into the mind of the buyer who may be neglected along 
that line. At all events, it is right in line with the idea 
that what a man buys for his plant or for use in his 
business adds to his assets, and to his money making 
power, in excess of what it subtracts from his immediate 
cash. 

Here is another angle with the same thought in mind. 
A buyer may object that the cost of a machine is more 
than he wants to invest in an improvement in equipment. 
It is good salesmanship to show him how, either through 
easy payment terms with the house, or by borrowing the 
money on a bank note and paying for it in that way 
month by month, he can get the machine and set it to 
work, paying for itself. Say to him; “If you could see 
how another employe at twenty dollars a week would 
add a thousand dollars to your year’s profits, would you 
refuse to hire him because of the fact that during the 
year he would cost you $1,040? Naturally not. This 
machine will save you at least a thousand dollars in a 
year. It costs nearly that, so it pays for itself in less 
than a year, and is added to your assets, and you are 
ready to start the next year with a better equipment 
and the resultant increase in profit.” 

Money is a loud talker, and when you can get it, in 
the form of obvious profits and assets for the buyer, 
talking in favor of your product, you have added a 
powerful force in your favor. 

It ought to be easy to show a prospect that investment 
in new and money saving equipment is investment rather 
than mere cost. Buyers are anxious to keep costs down. 
They have more to do with the reduction of expenditures 
than with the increase of receipts. They think in terms 
of cutting down, rather than in terms of building up. 
Get the buyer to thinking about the results of what he 
buys, and about his purchase as an investment that is 
going to return more money profit. A buyer is a good 
buyer when he buys to the advantage of his house. Show 
him how he saves more by buying than by refraining 
from buying. A buyer has to maintain so constant and 
uniform a resistance to the approach and argument of 


buyers that it becomes a second nature to him to say no. 
He says it habitually. He says it when he doesn’t know 
whether it is the right thing to say or not. He says it 
with the feeling that it is not final, and that he is going 
to be urged anyway, and it is good business to say no at 
the outset, if only to strengthen his resistance in case 
the proposition proves to be one he ought to turn down. 

The salesman expects the buyer to say no at first, at 
least he does if he is an experienced salesman and knows 
human nature. He ought to be prepared to counter with 
plenty of proof that “no” means turning away opportun- 
ity to make or to save money, and that a “yes” will mean 
the buying of something that is sure to help the business 
and to bring a definite money return that will ultimatelv 
be in excess of the cost of the purchase. 
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RUBBER BELTING REPORTS 


Department of Commerce Tells Conditions in Certain Foreign 
Markets, Including Dominion of Canada 

Recent commerce reports indicate that Tunisia offers 
a possible field for extending the sale of American-made 
mechanical rubber goods. Manufacturing industries in 
Tunis are not highly developed, but are quite diversified, 
including tanneries, dyers, flour-paste manufacturers, 
furniture makers and tile manufacturers. In other 
parts of the country there are refineries, flour mills, 
soap manufacturers and cork producers. The imports 
of rubber belting, hose and other mechanical rubber 
goods rose from 287,000 frances in 1913 to 1,183,000 in 
1920. The United States share has been dropping. 

Here is a recent report on belting exports to Canada 
which was printed in Commerce Reports in the issue of 
March 5: “Rubber belting is more popular than leather 
in all parts of Canada except the Prairie Provinces, 
where the comparatively small demand is chiefly for 
leather belting, according to the United States export 
statistics for 1922. Practically no imported leather 
belting is used in Quebec, probably two-thirds of the 
amount imported going to Ontario, according to Consul E. 
Haldemen Dennison. The employment of leather belting 
in the pulp and paper manufacturing industries is im- 
practicable owing to the great amount of moisture in 
the mills. The use of rubber belting appears to be on 
the increase in Quebec. There is perhaps five times 
more rubber belting than leather sold in this district, 
the lower price of the rubber belting adding greatly to 
its popularity.” 

Accompanying the latter report is a table of statistics 
which shows that in 1922 the total quantity of rubber 
belting exported from the United States to Canada was 
335,960 pounds with a value of $122,672, while in the 
same period there were exported 100,714 pounds of 
leather belting with a value of $119,601. 


—or 


Zelnicker in New Location 

Walter A. Zelnicker Supply Co., St. Louis, distributor 
of railway, power plant, contractors’, mining and indus- 
trial equipment, moved March 1 from its former quar- 
ters at 325 Locust street to a new location on the sixth 
floor, Chamber of Commerce building, 511 Locust street. 
The building formerly occupied by the company was 
purchased some time ago by the Globe-Wernicke Co., 
and as the latter desired to use the Zelnicker company’s 
quarters as a display room, it was necessary for the 
latter organization to seek a new location at the expira- 
tion of its lease. The new quarters are in an even more 
desirable location than the former. No change in 
business policy is contemplated. 
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Gandy Belt is dependable. Its uniform high standard of service and long 
wear is the result of manufacturing standards which have been followed 


rigidly since Gandy Belt was first made. 


We are keeping Gandy Belt before your customers, month by month in 


our advertising. And once sold, a man seldom changes from Gandy. 


Full particulars of dealer contracts sent upon request to established 


dealers. 


“It's the Belt with the Green Edge” 


GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 


New York: 36 Warren Street. Chicago: 552 West Adams Street. 
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W. Bb. Patterson's Interesting Sojourn Abroad 


Veteran Dayton Mill Supply Dealer Has Returned After Three and 
a Half Years in Europe — Warns on Machine Tool Situation Here 


William Blake Patterson, president, The Patterson 
Tool and Supply Co., Dayton, Ohio, dealer in machinery, 
tools and supplies, who recently returned to business 
after three and one-half years’ sojourn abroad, is very 
much interested in the machine tool situation. In com- 
menting on the editorial in the March issue of MILL 
SUPPLIES, under the caption, “Machine Tool Handwrit- 
ing,’ Mr. Patterson states: 

“Your article is most interesting and timely. 
said to some builders since my return home, ‘If you 
expect us dealers, in these times of increased and in- 
creasing cost of living and doing business, to interest 
ourselves in your lines, where you expect us to employ 
plenty of expert help—a most difficult problem—pay high 
rents, carry a representative stock and maintain your 
resale prices from which you allow 5, 715, 10 or even 
1214 per cent, you make a mistake, and we can much 
better employ ourselves on used machine tools and sup- 
plies, where the turnover is quicker and the 
greater.’ ”’ 

Mr. Patterson was asked by MILL SUPPLIES whether 
he had made any observations on the European method 
of marketing mill supplies and machinery. His reply, 
in which he states that he had avoided business centers 
during his residence abroad, gives an idea of the exceed- 
ingly interesting and lengthy vacation of this veteran 
mill supply man. His letter follows: 

“T thank you for your kind invitation to give you some 
ideas, gathered during my three and a half years abroad, 
regarding the manner of marketing supplies in the six 
countries I visited. 

“I regret that I am unable to comply with this re- 
quest because while spending two years in Italy and 
one year in Switzerland, the remaining six months spent 
in France, England and Scotland, I avoided the large 
and busy business centers, devoted myself to recupera- 
tion to which I felt entitled after nearly 40 years of 
rather strenuous business life, which includes the late 
world war period, which, as you know, called for the 
very best efforts and talents we all possessed. There- 
fore, with my wife and daughter and grandson, we 
sought such places as Rome, which is not, strictly speak- 
ing, a business center, particularly as regards the lines 
in which I have been active, and the Italian Lake region 


I have 


profits 


where I became more familiar with silk culture and 
manufacture of olive wood novelty making by most 
primitive equipment and methods—bowstring driven 


wood turning lathes and drills and other such tools— 
freight boats heavily laden with lumber, stone, cement 
and merchandise and fine wood, driven, on such lakes as 
Como, by long sweeps, clumsy oars in the hands of 
husky Italians when the winds were unfavorable for the 
use of their huge mainsail, and from thence for one 
year’s sojourn in Switzerland, with headquarters in 
charming Lucerne (where there is no manufacturing), 
arriving there at a time when business in general, and 
especially the watch making industry, was at a very low 
ebb, and while there are several excellently equipped 
machinery and supply stores in Lucerne, they reported 
business very quiet. 

“Just here let me say that after one year’s sojourn in 
Switzerland, and visiting sections from St. Moritz in the 
extreme east at the height of its “season” in January 


_ness is a new record. 


to the French border on the west, and to Zurich and 
Bern on the north, I am well prepared to answer most 
emphatically no to the question I am frequently asked, 
‘Don’t those people do you?’ 

“T can say nothing regarding business conditions in 
France, as our stay of a month in Paris slipped away 
quickly—too quickly to permit of our doing justice to 
even the galleries and museums, churches and parks. 
Seven weeks in London, and again too many attractions 
to allow time to even look in on the supply and machin- 
ery people, for the seasoned traveler will tell you that 
four hours a day sightseeing is an extreme limit. 

“T will not burden vou with any details regarding our 
leisurely-taken journey north—Warwick, York, Sheffield, 
Birmingham, Newcastle, Edinburgh, Inverness—thence 
south to the English Lake region, Cumberland, and Liv- 
erpool, with two weeks spent in that busy city, conclud- 
ing my lengthy and digressing epistle by saying that I 
visited a well equipped tool and supply store there, 
Kelly’s, and then I complimented them on their excellent 
window display of Starrett, Brown & Sharpe, Stanley 
Rule & Level Co., and other prominent American makes. 
Mr. Kelly informed me that 50 per cent of the tools they 
sell come from the U. S. A.” 


tor 


DELAY IN ISSUE OF MILEAGE 


New Order of Interstate Commerce Commission Postpones Date 
Originally Set for Reduced Rates 


The sale of interchangeable mileage books at a reduc- 
tion of 20 per cent, which was to have become effective 
March 15, was postponed by a subsequent order of the 
Interstate Commerce Commission until May i, and may 
be postponed still longer if the railroads bring court 
action. Following the issuance of the original order, 
the railroads protested to the commission, and in a con- 
ference on the question, the roads declared that it would 
be impossible to get the ticket books on sale at all ticket 
offices prior to May 1. There also developed several 
objections on the part of commercial travelers to the 
regulations in connection with the mileage, objections 
being raised to the necessity for attaching photographs 
to the mileage books, for exchanging the scrip for regu- 
lar passage tickets, and to being deprived of checking 
baggage on the scrip. It is understood that the com- 
mission has sustained the contentions of the railroads 
on all of these points. A final decision in the matter may 
depend on the outcome of court proceedings. 


ter 
Rubber Industry Active 


Recent reports from Akron, Ohio, state that every 
rubber plant in the city has been adding men to its 
working forces, and the amount of spring dating busi- 
The rubber industry is now second 
in the list of Ohio’s industries, according to 1919 statis- 
tics. The total value of products of manufacturing 
establishments engaged in this line was $551,118,000 in 
that year. The steel and iron industry alone leads the 
rubber industry in the state. If the automotive and rub- 
ber industry figures were combined, this combination 
would stand ahead of steel and iron. 
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Attention! 
Mill Supply Jobbers— 


6 Good Reasons for Handling the 
BLACK & DECKER LINE 


of 


PORTABLE ELECTRIC DRILLS 

PORTABLE ELECTRIC GRINDERS 

ELECTRIC BENCH AND PEDESTAL GRINDERS 
ELECTRIC SCREW DRIVERS 


1—Highest Quality Means Your Customer will be satisfied. 


2—Quantity production means your customer will get more for 
his money. 


3—The Black & Decker Mfg. Co. is a large responsible concern, 
consequently its guarantees are valuable. 


4—The reputation of Black & Decker Electric Tools reduces your 
sales effort. 


5—The exceptional service facilities which we provide re- 
lieve you of unprofitable details, but insure your customer 
getting maximum service from his Black & Decker tools. 


6—Our policy, which is rigidly adhered to, protects the jobber. 


We sell only through a restricted list 
of jobbers. If you are interested, we 
suggest you get in touch with us with- 


out delay. 





a eee See ee oe. 


Ba 

















When writing to Advertisers please mention MILL SupPPLies. 





MLL QuppLies 





IH ohat to Advertise, How Aluch 


J. 


—_ 


The trick of advertising mill supplies to the consumer 
is not in being able to get up effective advertising—for 
the mill supply house can do that as well as can any- 
body. The trick is in doing effective advertising at a 
cost that you can afford. 

Where a manufacturer may sell at an average sales 
expense of between fifteen and twenty per cent and still 
show a net profit of from five to ten per cent, the mill 
supply house has no such margin with which to play. 
His total margin of gross profit much smaller—in 
fact, smaller than that of any other class of jobbers that 
{ know of that are doing the same volume of business. 

And so the problem of advertising mill supplies is a 
real problem, for we will all admit that anybody can have 
good advertising if they spend enough money, but to ac- 
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| Effective Advertising for Mill Supply Houses 


The Use of House Organs and Other Direct Mail—How, When and 
[It Costs and What Results to Expect 


t. HOPKINS 


supplies, advertising is selling. Then we can consider 
how printed matter can be used in our sales plan effi- 
ciently, which means without waste, and also “to accom- 
plish the purpose for which it exists,’ which in turn is 
the reduction of the total percentage of sales expense. 
ADVERTISING SHOULD MAKE YOUR SALES COST LESS 
The lowering of the sales cost can be accomplished in 
two ways: (1) By increasing the total volume of business 
with the same sales force, or (2) by enabling you to do 
the same volume with a smaller sales force. As few are 
ever entirely satisfied with present volume, and as most 
of you feel that your sales must grow in order that you 
may have some feeling of security, we will dismiss the 
second of the above two thoughts and concentrate on the 
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supply house can afford is a bird of a different feather. 
However, in the solution of this problem the mill supply 
house is no different than any other advertiser, for the 
real advertising problem is always to advertise so that 
the total spent for both sales and advertising is lower 
than it would be if no advertising were done at all. 

Bear that last sentence in mind, if you please—for the 
problem of the effective advertising of mill supplies de- 
pends on your understanding of that fundamental 
thought. The advertising which you do should assist you 
fo sell at a lower percentage of sales expense than you 
would have without the advertising. That’s the whole 
thing in a nut shell. And when your year is over you 
can tell whether or not your advertising has been ef- 
fective—has been money well spent—by whether are not 
your percentage of expense has been raised or lowered. 

You know what your average gross profit is—what 
your overhead is—and how much it costs you to sell. 
The problem is to advertise in such a way that the 
amount of net profit at the end of the year is greater 
with advertising than without it. Your advertising will 
not lower your overhead—so it must lower your sales 
expense, if it is to be worth doing at all. 

So, for the time being, we can forget the word adver- 
tising and consider only the word selling—for with mill 
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TYPES OF VARIOUS SIZES AND COVER DESIGNS OF HOUSE ORGANS 
complish the same net total within the amount the mill first—the increasing of your volume at the same or 


lower sales cost. 

Now, the most effective way to use printed matter to 
assist you to reduce sales costs is with direct mail matter 
—mail that is sent direct to your selected list of pros- 
pects. 

It is a very simple matter to divide the total number 
of calls made by your salesmen into the total sales and 
find out how much it costs you per call. Then compare this 
with the cost per call by mail, and you can appreciate how 
cheap it is to make calls this way—if you can make such 
calls pay you. It costs much less to make calls with 
printed matter than with salesmen—but the joker here— 
the nigger in the direct mail wood pile—is that most 
orders for mill supplies have to have the element of per- 
sonal sales work to close the deal and keep the customer 
happy. If the printed matter you send out could do the 
same work as the salesman himself, then the golden age 
for mill supply men would surely have arrived, for they 
could then sell at such a small percentage of sales ex- 
pense that it would be a rare sight indeed to see a mill 
supply man without his Rolls Royce and at least a couple 
of flunkeys sitting up in front in their green and gold 
uniforms. 

Now, printed matter is not as effective as personal 
sales work—therefore the nearer you can come to making 
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You Can Quicken Your Plating 
and Have a Better Finish 


You can produce a mat finish or satin effect—you 
can heavily frost or place a design or lettering on 


your 







wheth 


Clean 


from 


Rotary Patented High Pressure and Vacuum 


NOISELESS 


SOME USERS 


SOME USES 
Operating Gas Furnaces 
Oil Heating Outfits for Homes, 
Factories, Greenhouses 
Testing Gas Mains and Fittings 
Testing gas meters 
Raising gas pressure 
Reviving exhausted 
by sucking 
Filling bottles and containers 
Gasoline service pumps 
Scavenging engines 
Priming pumps 
Feeding paper in 
presses 
Feeding labeling machines 
Banding machines 
Wrapping machines 
Blowing balloons 
Singeing cloth 
Cleaning dust from 
machinery parts 
Sand blast machines 
Vacuum cleaning 
Agitating liquids 
Blowing chips and 
from machine tools 
All sorts of testing 
perimental work 
All sorts of automatic 
chines and dev.ces 


gas_ wells 


printing 


intricate 


stampings 
and ex- 


ma- 


“T have tried different kinds of blowers 
—I have found out that they (Leiman 
Bros.) are the most economic and were 
giving the best service.” 


Ford Motor Co. 
Franklin Motor Co. 


American Thermos Bottle Co. 
Russia Cement Co. 
Phoenix Cheese Co. 
British American Tobacco Co. 


American Tobacco Co. 
Carters Ink Co. 
Splitdorf Electric Co. 
Alco Gravure Corp. 
DeForest Radio T & T Co. 
General Electric Co. 
Western Electric Co. 
Sinclair Refining Co. 
Bristol Co. 

Corning Glass Co. 
Peck, Stow & Wilcox 
Eastman Kodak Co. 
Westinghouse Lamp Co. 
A. G. Spalding & Bro. 
Mellon Institute 


Mallenkrodt Chemical Works 
Lehn & Funk, Inc. 

Sheffield Farms Co. 

New York American 
International Tailoring Co. 
Edison Storage Battery Co. 
Standard Oil Co. 

Autostrop Safety Razor Co. 
Navin Linoleum Co. 
American Platinum Works 
Coca Cola Co. 

R. R. Donnelley & Sons Co. 
American Litho Co. 

Cupples Envelope Co. 
American Bank Note Co. 
Pacific Portland Cement Co. 
Eagle Pencil Co 
Continental Motors Corp. 
and thousands of leading firms, 
Institutions, as well as the 
United States various state and 


remove scale from metal 


gest themselves. 
lasts for many days. 


PS 


goods with 
LEIMAN BROS. 


PATENTED 


SAND BLAST 


er you work in metals, wood, celluloid, hard 


rubber, glass or other materials— 


castings of every kind instead of acid pickling— 
remove corrosion or rust 
laboratory utensils—hundreds of uses will sug- 
Continuous feed of sand—a pailful 
Can't get out of order, and no 
experience whatever needed to operate it. 





You simply hold each article under the nozzle 
and the sand flows like water out of a faucet 
always under instant control by foot pressure 
—we have an outfit for every class of work— 
chandelier, electric fittings, carburetors, bottles, 
silverware, jewelry, hardware, toilet articles, 


powder boxes. 


LEIMAN BROS. 60-62 Lispenard St. 


New York 


akers of good machinery for 35 years 





United Gas Improvement Co. municipal and foreign govern- 

Public Service Gas Co. ments. 

Consolidated Gas Co.. N. Y. Write us about your problem— 

Massachusetts Mohair Plush preferably send a sketch with 

Co., Lowell. Mass. sizes—tell us what you want 

Buescher Band Instrument Co to de—name the appliances to 

C. G. Conn, Inc. be operated. 
“We were rather skeptical of your “We find the Leiman blowers very 
small compact blower being capable of satisfactory, having used them con- 


solving our problems and for this rea- 
son (the result) is all the more gratify- 


ing.” 


tinuously 24 hours per day.” 


LEIMAN BROS., 60-62 Lispenard St., New York 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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your printed matter do the same work as the salesman, 
the better your printed matter will be. Both, the sales- 
man and the printed matter, are doing the same work— 
selling mill supplies for you—and the tie-up between the 
two should be very close. So the law of printed sales 
co-operation is to model all of your printing after clean, 
straight selling, permitting nothing to appear in any of 
your sales literature that is not the type of thing that a 
good salesman could or would say when he was making 
a call. 

All right, we are now getting somewhere. We can see 
that advertising is like selling, in that the process is one 
of building, of careful hard plugging, of as near 100 per 








your company indispensible to the buyer—to so endear 


yourself to him that he will consider your company 
as a part of his own purchasing organization. So when 
you write a sales letter or an edition of your house 


organ, talk directly to your buyers, not collectively, but 
as if you were talking to some one man. If necessary, 
get out and place in front of you the picture of some one 
buyer, and then write to him. Make it the picture of 
some hard-boiled old skeptic and then go after him and 
sell him in writing. 

Of all the kinds of printed matter that you can use to 
do this work, the house organ is the most effective, in 
that with a house organ you can do more printed sales 
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cent brass tacks stuff 
require brilliance, it does not require oratory or verbal 
fireworks, but it need absolute sincerity, unques- 
tioned honesty and true spirit of service. In writing 
your printed matter, it is not necessary to adopt vaude- 
ville tactics nor are you staging a three ring circus; you 
are one business man talking to another, and your com- 
mon ground is service and profits. You are not in busi- 
ness to help your customer by providing him with printed 
entertainment, for he can buy plenty of printed enter- 
tainment that is better than anything you could give 
him; but he does look to you to keep him informed on 
your entire line, and this you must do your 
personal and your mail matter calls. 

What your buyer wants of you first is service and 
quality, and second he wants to know the markets in the 
products you sell—especially advance news of price 
changes. He wants to know how your products com- 
pare with the products of your competing lines, and how 
your products compare on the big question of economy 

economy from every angle. 

So your printed matter is immediately confined to 
limits which are easy for you to understand, for you are 
simply working on the job of keeping your buyers in- 
formed of your entire line in such a way as to make 
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SUPPLY HOUSE ORGANS 


work at a lower cost. ‘“‘House organ” is really the wrong 
name, its meaning is not clearly understood—all it 
really is is direct mail in book form issued consistently. 

You can send your list anywhere in from two to thirty- 
two pages a month, or every two months, whichever you 
desire. You can load it with sales talk and information, 
the same kind of talk that you would tell the man if he 
should drop in on you to get a line on things. You can 
regulate the cost to fit any amount you may desire to 
spend. The amount you want to spend and how much 
vou have to say dictate the size the house organ 
should be. 

Just how much you should spend for your direct ad- 
vertising is hard to say, and will probably vary with 
each of you. By watching the results and checking your 
costs against your total sales expense formula, you can 
no doubt arrive at a definite percentage of your gross 
sales to spend for advertising. With some, this will be 
one-quarter of one per cent, with others, one-half of one 
per cent, and with still others who have found the way 
to write successful advertising, they can go as high as 
two or even three per cent. 

The amount you should spend is also dictated by the 
volume of your sales and the number of prospects in 
vour territory, which varies with each supply house. If 
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A Strong Sales Message 
Like a Good Story 
Bears Repeating 
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The Crescent Sales Message is being repeated month after 

month to factory men who read the industrial publications. 

More mer re thinking about Crescent Belt Fasteners. More 

are ing t . Are your salesmen following through to com- 

plete the contact and get your full share of the orders? 


CRESCENT BELT FASTENER CO. 
irmingham 221 Fourth Ave., New York 


Toronto 
England “Crescent Cooperation Pays 





Why people speak of the 
“Old” Miller Extinguishers 
and Peerless Safety Cans 





rant I 


Old customers speak of 
the Miller fire extin- 
guishers and Peerless 
safety gasoline cans 
very much as_ they 
speak of old and valued 
friends, with whom 
they have been through 
many experiences, both 
in the full years and in 
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Non-freezing pump 
type, 5-gallon fire 
extinguisher 











The ‘WJ 
STANDARD | 


know they can count 
on “Old” Miller-Peer- 
less Fire Prevention 
and Fire Fighting 
Equipment to quickly 
and effectively meet 
the emergency when 
the need arises. Others 
have come and gone, 
but Miller-Peerless has 
been meeting the re- 
quirements of its 
friends since 1887. 








Known to 
be the 

equal and 
better than 
most—for 





Stands high pressure. 
Automatic regulated 

, fecd. Refilled without 
protection wt osiamee Bn > y. ) 
aE tite and removing bottle. Any 








property part easily replaced. 





To Get the Right Start 
Equip With Miller-Peerless 


Dealers and Jobbers—Every article 
we build is reliable, warranted, 
and carries the “‘approved” label. 
Our new plant is well equipped for 
quantity production. You cannot 
stock a better known, better sell- 





Sells wherever 
gasoline is used. 
Four sizes. Heavy 

construction ° . 
g Oo Oo Cc — 
Fe ity ogg ing or more profitable line than 








the Miller-Peerless. 





Miller-Peerless Manufacturing Co. 
325-9 N. Curtis St.. Chicago 
Consolidation of Peerless Safety Can & Device Mfg. Co. and Miller Chemical 


nein 


B. F. Allnut and Chas. W. Keeter, Executive Mana 


ers 








MILLER-PEERLESS 


Enemies of Fire for Thirty-five Years 
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your list is small or you have not much money to spend, 
the simplest form of house organ is one of two pages 
only, printed on both sides, without cuts. If you mimeo- 
graph this, your cost will be your postage plus your 
paper only. If you print it, the cost will be around $25 
for one thousand, without postage. There is an adver- 
tising service company in New York that caters to in- 
dustrial supply houses that gets out such a sheet. All 
they do is to place on the buyer’s desk a weekly news- 
paper in miniature of market changes and market in- 
formation only—so that the buyer has in condensed form 
all there is to know—that is news—about market and 
price trends. It is very inexpensive, very useful to a 
busy buyer, and so far as I know is an original idea. 
They compile this information by reading and extracting 
the meat of the market reports in the various magazines, 
and it is an idea that mill supply houses could adopt with 
profit. Your manufacturers could be your source of in- 
formation, and would no doubt co-operate with you to 
make such a sheet possible if you told them of your 
plans. 

Every bit of correspondence that you receive from 
vour manufacturers that bears on future markets, on 
price changes, on trends of business, should be listed, so 
that whenever there was a change of any kind that 
might affect prices, your buyer would be immediately 
notified in his weekly bulletin. This type of advertising 
lends itself more to a weekly than to a monthly, for its 
secret of success is in providing information “hot off the 
griddle.” 

There is a type of four-page house organ used exten- 
sively in the farm field that could well be used in the 
mill supply field. They use a four-page—7x10 inches 
for each page—that takes three folds and seals for mail- 
ing with a one cent stamp without the use of an envelope. 
These are printed in two colors and are loaded solid with 
sales talk on the various lines handled by the advertiser, 
as many as four to six different lines being talked about 
in each issue. They use a profusion of cuts—and you 
could, also—securing them from your manufacturer. 
With runs of twenty thousand or more, these cost but 
one cent each, without postage. Your runs would be 
smaller and would cost more per copy, but they could 
no doubt be produced for around six cents each without 
postage in lots of a thousand or more. 

Here you would tell your buyers all the latest news 
of your lines, and you could tie up your personal sales 
efforts very effectively so that the salesmen would, each 
month, make a special drive on the lines talked about in 
your house organ. .Whenever you take on a new line or 
have special features to talk about on your old lines, you 
could display your ideas in your house organ. Or you 
can take one item of your line after another and tell your 
entire story, making each meaty and loaded with pure 
selling. By getting the manufacturer to help, you would 
have no expense for cuts, as they would supply these to 
you free and be very glad to do it. 

By developing this idea to eight pages you can still 
keep to the _ self-mailing-one-cent-postage-idea. Your 
choice between four and eight pages depends on how 
much material that is interesting you can get up regu- 
larly. Don’t, whatever you do, overdo the use of space. 
When you are through talking, stop. Don’t over write 
just to fill up space or fill in with clippings from maga- 
zines that are not strictly to the point. Remember that 
in all your direct mail that you are competing not only 
with your mill supply competitors but you are also com- 
peting with all the other mail matter your buyer re- 
ceives, and he receives a lot of it. To be effective and 
valued you must stick to the point and earn your welcome 
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as much by your brevity and your consideration of the 

value of the buyer’s time as by anything else. Don’t 

ever forget in your writing that you are a mill supply 

dealer, and are valuable to the buyer for that reason. 
MORE PRETENTIOUS HOUSE ORGANS 

The above are all practical, but, strange to say, little 
used forms of house organ advertising in the mill supply 
field. 
the one that runs about twenty-four pages with cover, 
in two colors, and that comes out once a month like a 
regular magazine. 

Most of these regular advertising, for which 
they charge, and use at least a large part of their paper 
for general editorials on miscellaneous subjects. They 
are usually 6x9 inches in size and the editing and pre- 
paring of each issue is a sizable job. Their use is re- 
stricted to the large supply house with a large list of 
prospects. They are, however, quite expensive, some of 
them costing over $5,000 per year, even with the help 
of paid advertising. 

If a mill supply house is to get out this type of house 
organ, it must either have someone in the organization 
who is by nature and by training a writer-salesman, or 
the syndicated idea must be used where the editorial 
work is done by a man who makes a business of getting 
out such magazines. Their advantages are many, when 
they are well done. They give the buyer an impression 
of size and stability on the part of the supply house, 
which is a good thing. The most apparent disadvantage 
is that they require you to have someone {in your organi- 
zation who has a genius for this type of work, and also 
they are apt to be less personal than the smaller and 
perhaps more intimate type. The house organ of the 
Haverstick Company in Rochester is largely written by 
Frantz Haverstick and is a success because Mr. Haver- 
stick is an able writer and takes a great deal of personal 
interest in his paper. Another successful book is issued 
by the Central Supply Company of Little Rock, which 
is very ably written and which has not a word in it 
that is not good, friendly, straightforward selling. There 
are many more very good ones, but I am mentioning 
these two to bring out the point that with each of these 
house organs success is due to the fact that they have 
men in their organization that are good writer-salesmen 
who put their own personality into their work. 

The Chan-Farco Beacon, of Chandler & Farquhar, Bos- 
ton, is another very effective house organ edited by a 
real editor, F. Otis Drayton, who comments on their 
book as follows: 

“We undertook the publication of a house organ as being, 
in our opinion, a pretty direct way to get in touch with our 
customers mere frequently than we were able to do with 


traveling men—and also as a follow-up to our 1,132-page 
general supply catalog.” 


The idea of having the house organ used for a follow- 

up of the general catalog is an especially good one. 
PAGE SIZES AND FREQUENCY OF ISSUE 

It has always been a mystery to me why almost all of 
the mill supply houses use the same size for their house 
organs. In advertising, as in selling, personality is very 
valuable, and the use of an unusual size is frequently 
very helpful. Most house organs are the standard 6x9 
size—selected because it cuts well out of paper stock, but 
the 81x11 is a good size, as are also the 515x8 and the 
9x12, and a host of other sizes—all of which cut out of 
standard papers just as advantageously. A 9x12 page 
size gives you the same space in four pages as eight 
pages 6x9, and is easier to look over, which is important. 

One of the great troubles with many house organs is 
that they are planned on too large a scale. After they 


The larger house organ is more common here— 


carry 

















KILL QUPPLLES 















YV ALY IStHe 
Clipper Belt Lacer 
Company running a 
coupon in this 
years advertising? 





Because the whole story can’t be told in 
a single advertisement or circular. 


The many superiorities of Clipper Belt 
Lacing and the quality of Clipper Belt 
Hooks and Pins is best demonstrated in 
a trial at the plant. 


That’s why we carry a coupon making a 
thirty day free trial offer in our advertis- 


ing. 


Clipper Belt Lacer Company 
Grand Rapids, Michigan 


Anyone can lace a belt with the | 
Pr F - & 

















Are Your Power Bills Too High? 


Can you find a power user who is not inter- 
ested in ways to decrease his power bills? 
There are many ways of doing it, some cost- 
ing hundreds and thousands of dollars, but 
one of the simplest and surest is to remove 
all old transmission bearings and _ replace 
them with 






Roller 


Bearings 


They will reduce the power cost 12“ to 
15%.* 

They will fit in the old standard hangers. 

They are easily lubricated. 

They can be used on old, worn shafting. 

They eliminate all further wear on 
shafting. 


They fit perfectly, without adjustment. 


‘Be Sure It's a BOND With Electrically Welded Collars’ 


The Jobber who sells Bond Roller 
Bearings and Power Transmission 
Equipment is assured a good vol- 
ume of sales and satisfied custom- 
ers. The Bond Line has many ad- 


vantages. Ask for Catalog. 


Bond Foundry & Machine Co. 


Manheim, Lancaster County, Pa. 
Chicago Office: Reeves Bond Sales Co. 


Clinton and Monroe Sts, 


New York Office: Bond Foundry & Machine Co. 


173 Lafayette st. 























*Twelve to 15% is a conservative estimate. We have evidence 
from a number of customers using Bond Roller Bearings that the 
saving in power cost runs as high as 25% to 30%. 
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have been started they are usually kept at the original 
number of pages, regardless of how much good material 
they may have available. If you have over-reached your- 
self on size, you will soon find that you are writing 
merely to fill space. There is no reason why you should 
have the same number of pages each month. The best 
plan is to use only the space you actually require. If 
you need six pages this month and four next, that is 
the number you should print. Make your number of 
pages flexible to fit your sales message. 

It is a good idea to send your house organ out at stated 
times if you have a sizable book for each But 
you are not obliged to meet a schedule. Your salesmen 
don’t make their calls by the calendar—they are guided 
by what they have to say and how much service the 
customers expect in the way of calls. Your house organ 
could just as well be issued whenever you have the mate- 
rial for a good issue collected, and this is a good plan 
in that it keeps dullness out of your pages. On the other 
hand, continuity alone is one of the greatest of the forces 
of advertising, and you should issue your house organ 
with enough frequency to avail yourself of this 
advantage. 

On the subject of the use of humor in house organs, it 
is to be remembered that unless this is your specialty 


issue. 


don’t try it. Humor is hard to deal with, as what you 
think is extreme|; funny, someone else may not, and it is 
hard to properly gauge what your readers think is 
humor. There are, however, at least two mill supply 
houses which are celebrated for their successful use of 
humor in their house organs, and both are reproduced in 
this article. The Woodward-Wight house organ consists 
of nothing but humor—mostly clipped, I imagine—with 
about four or five half pages of advertising written by 
the editor in the same vein. Here is a monthly book of 
eight solid pages of jokes that is a masterpiece. Per- 
sonally, I am cold on jokes—my brother was a profes- 
sional cartoonist—and I never laugh at printed jokes, ex- 
cept those in the Woodward-Wight book, which I always 
read from cover to cover and laugh at heartily. It is 
mighty good advertising, but there are few of us that 
could duplicate it and get away with it, as it requires a 
special kind of genius that few of us have. Another well- 
known use of humor is the book of the Wirthlin-Mann 
Company of Cincinnati, whose ‘‘Vivifier’” is also a mas- 
terpiece. This is different, in that the entire house organ 
is written by one man who not only has a very unique 
and interesting personality, but who has the very unusual 
ability to project that personality into printed talk. 





Ideal School for Salesmen 
Progressive Mill Supply Jobber Tas Developed Successful Course 


ERNEST 


President, Hollow 


There is plenty of romance behind the picture of the 
present buildings occupied by the Bittenbender Co., 
Seranton, Pa. This picture might be accompanied by a 
picture of the little old-fashioned building which was the 
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HOME OF BITTENBENDER CO. 


early home of the company, together with the old-fash- 
ioned photographs of its founders. 

The history of many mill supply jobbers in the United 
States and Canada would probably make just as interest- 
ing reading, but there are only a few jobbers whose 





SMITH 


Center Packing Co, Cleveland 


present day methods and progressiveness will exceed that 
of the Bittenbender Co. 

Probably without realizing it, the executives of this 
company are conducting an ideal school for mill supply 
salesmen. It might be termed the Bittenbender College 
of Mill Supply Salesmanship. The entrance fee is a job 
in the basement. 

The entire selling organization has grown up with the 
firm. Practically every salesman worked his way up 
from the basement, or as a stock boy, and there is abso- 
lutely no better way of obtaining a thorough knowledge 
of the mill supply business. You will no doubt realize 
what the spirit and morale of an organization of this 
kind must be. They are all boosters for Bittenbender. 

It is the writer’s honest belief that every modern 
method or progressive idea in the mill supply business 
has been tried out by Bittenbender and, if found to suit 
their requirements, it has been adopted. Every salesman 
has a gasoline conveyance and service and prompt de- 
livery is his middle name. The coal mine district served 
by the company is a hard one to serve. When a coal 
mine wants supplies, they are wanted quick. Besides a 
wonderful delivery truck service, each salesman elects 
himself and his car a special delivery service. When a 
customer wants something quick, he gets it. 

Bittenbender believes in direct mail advertising. Their 
catalog is a complete encyclopedia of information for mill 
and mine supply users in the Scranton territory. One 
man in the office devotes a good portion of his time to 
writing letters to customers and prospective customers. 
If a salesman quotes a price on a certain item of sup- 
plies, the prospective customer receives a letter the next 
day confirming the quotation. 

Broad-minded management and progressive ideas will 
always keep the Bittenbender Co. in the position of one 
of the leading mill supply jobbers in the United States. 
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Pressed Steel Ladles . 
and Kettles 


Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 


CE 














Write for Bulletin No. 21 






MULLINS BODY CORPORATION 


Successors to W. J. Clark Co. 


102 Mill Street Salem, Ohio 








Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 










\\ Fig. 901 




















vst” | They’re Fast Movers! 


WNER endorsement and consistent advertis- 

ing has popularized Dumore products with the 

consumer to such an extent that quick turn- 
over at a low sales cost is assured. 


The many Dumore grinders and drills now in active 
service—the numerous re-orders—their high stand- 
ing with leading production experts, ALL are force- 
ful tributes to the efficiency and dependability of 
these sturdy tools. 


Thousands of them will be sold this year—to new 
users and to old. Jobbers of hardware and mill sup- 
plies can learn how to share in this profitable busi- 
ness by securing details of our complete sales plan. 
Others are selling the Dumore line with great suc- 
cess—why not you? 


WISCONSIN ELECTRIC CO. 


4657 Sixteenth Street, Racine, Wisconsin 


_ J | DUMORE 


HIGH SPEED GRINDERS 
P and PORTABLE DRILLS 


Model 2—BD 
Bench Drill 




























No. 3— Multi-Speed 7 . 
Grinder ae 
Rated at 4 H. FP. Compact 
enough to use On any size 
lathe down to and neluding 





No, 2—AG Grinder 
For general tool room use 
Spindle speeds 10,000 and 
30,000 R. P. M. 





No. 1—JG 
Grinder 
Speed 15,000 R. P. 


M. An ideal tool J 
for repair shop or 


tool room, 
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Hardware Wholesalers State Views on Inflation 


Prevailing Opinion Is That There Is 


Danger in Unreasonably Increasing 


Prices and in Purchasing Too Far in lixcess of Individual Requirements 


That wholesalers are generally conservative and 
clined to profit by 


in 
their costly experiences during the 
post-war period is indicated in the views of members of 
the National Hardware Association. In February one 
of the members of the association suggested that it was 
highly important to ascertain the views and opinions of 
representative wholesalers with respect to the growing 
inflation of prices. In view of the fact that the hard- 
ware wholesalers are so closely allied to the mill supply 
field, the following excerpts from letters received by the 
hardware association are reprinted: 

“Our own policy,” one wholesaler states, “is to work 
for a better turnover. In this we realize that we may 
be out of some goods temporarily, but we had rather do 
this than to be caught with too many goods on hand 
when the break in prices comes. We also believe that if 
this policy were made general that prices would not 
advance so rapidly.” 

“We think,” savs another, “there is a trend towards 
too much inflation, both in wages and in prices, and the 
only way to check it, and it should be checked, is for the 
merchants not to get quite so excited about the raising of 
prices and go in and buy their heads off. It would be 
better to go along a little slower and not anticipate quite 
so far ahead. No more big inventories for us, for a 
while at least; three or four months, in our opinion, is 
far enough ahead to be stocked up. That will have a 
tendency to stop some of this trouble.” 

Another opinion is that “the present rapid inflation 
in both prices and wages very unfortunate, and 
because of this condition there must follow a reaction 
more or less disastrous. We do not consider the present 
conditions sound, but we believe the eventual result will 
be more beneficial if the upward trend is slowed down 
without immediate positive checking. It is only a 
question of time when a second liquidation will become 
necessary. In our judgment, the next depression will 
be quite serious if the alarmingly rapid rate of inflation 
increases.” 


is 


One of the most constructive replies received described 
in detail a plan which the wholesaler had worked out for 
his own business and which he found of great value. 
Believing that there is prevalent among business men a 
fallacy of using 1913 prices as a normal basis, this whole- 
saler made up a weighted commodity price list based on 
his own business. Determining a reasonable price level 
based on the changed conditions of business, it appeared 
that the first point of stabilization ought to be at a 
figure somewhere between 33 1/3 and 50 per cent above 
the prices of 1913. Taking the 1913 prices, the index 
was established at 60. In the spring of 1919, the low 
point, the figure was 100. There was a slow increase up 
to November 1, 1920, which reached the high point of 
116. On January 1, 1921, the figure was 110 and by 
January 1, 1922, it was 90. In other words, a point had 
been reached which showed a 50 per cent advance over 
1913 prices. This was the upper level of the supposi- 
tional stabilization point. Beginning with that point 
then, the company began to make plans on the theory 
that prices had about reached the bottom. 

However, there was a very slow decline for another six 
months until July 1, 1922, when the index showed 84. 
On January 1, 1923, the index was at 88. Based on the 


idea that prices swing like a pendulum, the swings being 
less violent each time, until the index got considerabls 
above 90, it would not be covering any real period of 
inflation. Here is the conclusion drawn: “It seems to 
us that our thinking has been right so far, that there is 
a chance for a considerably further increase in hardware 
prices before we really get into any definite period of 
secondary inflation. He will be very sorry to have a 
secondary period of inflation develop right now. We do, 
however, feel that the tendency of prices is still upward, 
and that many of the changes have been justified. If 
the progress continues to be as slow as it has been for 
the last three or four months, it would take over one 
and one-half to two years to reach our point where we 
would consider secondary inflation was beginning, 
namely, 95. Needless to say, we believe that any one who 
is advocating higher prices for the sake of higher prices 
is very short-sighted. On the other hand it is our feel- 
ing that those who are talking secondary inflation so 
easily just now are perhaps the very ones who are tend- 
ing to create a condition that may lead into a secondary 
inflation. From the standpoint of the country as a whole 
it is important that every business should be run at a 
net profit, and prices should be high enough to enable a 
well-managed business to make a net profit. On the 
other hand no situation warrants those engaged in trade 
in demanding unreasonable prices. Fair prices and fair 
business methods are the best antidote to so-called 
buyers’ strike.” 

Here is another view: “We see nothing that can pre- 
vent a good business for the first six months of 1923, 
but we rather hesitate to make any commitments beyond 
that point. Sometimes we are fearful that late this year 
or 1924 will see numerous price adjustments, and largely 
in the nature of lower schedules, so that who knows but 
what we might go through the same experience that we 
did in the fall of the year 1921 and the spring of 1922, 
that is, lose money on inventory day by day, and wind 
up the year without finding it necessary to pay any taxes 
to the government.” 

Another wholesaler believes that ‘““most manufacturers 
realize the danger in a too rapid or too radical advance 
in the selling price of their products. However, we also 
believe that it would be well for our association to go 
on record as opposed to inflated prices and to do every- 
thing which we can to retard this movement.” 

As an example of how rapidly expansion is going on, 
one wholesaler says: “Our business in the month of 
January, 1923, exceeded the corresponding month of last 
year by about 100 per cent. I believe that without ques- 
tion an expansion to be normal and healthy cannot con- 
tinue at that rate without a violent reaction, and I would 
greatly favor slowing down this expansion movement 
before it is rapidly thrown down.” 

Here are several more opinions, some of them pointing 
to labor and immigration as principal determining fac- 
tors in the price situation: 

“This condition (scarcity of labor) makes labor very 
independent, resulting in higher wages which, In turn, 
makes higher prices of commodities. The question in 
our minds, however, is, ‘Are the manufacturers taking 
advantage of this situation?’ If so, we hope some effort 
will be made to slow it down without checking business. 
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A Swivel That 
“Grips Like A 
Grizzly” 


HERE are many 
swivel bases on the 


market. but none with 
the gripping power and 
strength of the Parker 
Patented Swivel. 





360 degrees of the base. 
Easily reversed for use by 
a left-handed mechanic. 


This gripping principle 
greatly increases the value 
of Parker Swivel Vises to 
the user. Send for phan- 
tom folder showing all the 
Parker Points. 


This is not a mere clamp- 
ing device, but a powerful 
wedge and ring assembly 
with the strength of a 
solid back jaw. Tighten- 
ing up the wedge with the 
bolt expands the ring THE CHARLES PARKER CO 
against the base. This Master Vise Makers 

gives a gripping power Meriden, Conn., U.S.A. 


PARKER VISES 


Grip Like a Grizzly GX 














: : , Its SALE Ranks 
Sts with Its Strength 


30°, extra strength over broached hollow screws— 
the only other kind made. Cold-drawn by a patent- 
ed process which increases the density of the steel 
around the socket-hole, and heat-treated scientifically 
according to size and style of point. The Allen 
process makes deep, perfectly formed socket-holes, with no chips 
in the bottom. The entire length of the “Allen” is utilized 
either for solid metal at the point, or depth of socket for the 
wrench. All sizes in stock from ™% to 11%” diameter; any 
length, point or thread. Also Socket Head Cap Screws, Pipe 
Piugs, Tap Extensions and Socket Wrenches—Allen process. 


Illen booklet, with its charts of sizes and 
will make itself useful t very mill suf 
ly dealer who sends for tt 


THE ALLEN MFG. Co. 
143 Sheldon St. Hartford, Conn. 


‘acific: Coast Branch O fhe: The Charles A. Dowd Sales ( 


Market St., San Francisco, Cal. 
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Building a Reputation With a Wrench 


For building an enduring, trade-getting and trade-holding reputation, there is no 
surer method than by selling goods that are absolutely dependable. 


Williams’ Superior Drop-Forged Wrenches have stood the test for nearly half a 


century. 


Over 40 standard patterns, in 1000 sizes with openings, from 5 16 to 75@ inches. 
Wrench Booklet on Request. 


J.H. WILLIAMS & CO. 


‘‘The Wrench People’’ 
BUFF ALO 


BROOKLYN 








CHICAGO 
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If this can be done, we believe disaster will be rernuved 
from the horizon.” 

“We have been using our best influences to resist 
advances in commodity prices, but we realize that this 
is a very hopeless task, in the face of the excellent 
demand for goods which has been apparent during the 
last few months. We do not believe that the present 
upward movement of prices is healthy, and we do not 
think that any wholesome condition of business can be 
attained until the prices received by the farmer for 
agricultural products have been brought more nearly into 
equality with the price he must pay for manufactured 
articles.” 

“Our humble opinion,” says another dealer, “is that 
there are no reliable artificial agencies for stabilizing the 
affairs of commerce. Impatience to hurry the day will 
simply retard it. The law of supply and demand will 
continue to operate in spite of our feeble endeavors to 
promote or hinder its operation.” 

“In regard to the advances we are of the opinion that 
the manufacturers of some lines are going to injure our 
apparent business prosperity if they continue to make 
advances as they have. Agricultural products are not 
keeping pace in any way with the industrial advances. 
You will remember some two years ago what happened 
when the industry of the country went wild on advances, 
and they are the people that suffered at a later date 
when the jobbers, dealers and consumers refused to buy 
their material at the prices they had put upon it.” 

“The ratio between prices of manufactured products 
and farm products last fall,” says one wholesaler, “‘per- 
mitted us to do a very good business, but every price 
increase from that time on has made it just that much 
more difficult to sell goods. It will not surprise us very 
much if by next fall the farmers would again refuse to 
go to town as they did in 1920, in order to keep from 
buying anything. To be on the safe side we are govern- 
ing ourselves accordingly. However, we may be wrong 

we hope we are.” 

Here is a complaint against manufacturers’ prices: 
“While there are some conditions that would warrant 
advances, I think the manufacturer is using anything 
for an excuse to advance prices. It has been our observa- 
tion in years gone by and at the present time, when you 
talked with the manufacturers’ representative and asked 
him why they are advancing prices, he gives the excuse 
that at present materials that go into the manufacture 
of goods are advancing and they are obliged to pay a 
higher price for raw material. Then when conditions 
have changed a little and materials have steadied down, 
he will tell vou there is an increased labor cost and that 
on account of this they must advance prices, and at the 
same time will tell you the material is not the expensive 
part of the manufacturing, but it is the labor cost that 
they have to consider. We don’t believe that the present 
market can be maintained, and it is our opinion that 
prices must go down if we expect to have the consumer 
buy our material.” 

Other opinions expressed are for the most part along 
the same lines, namely, that there is a danger in unrea- 
sonably increasing prices and in purchasing too far in 
excess of requirements. In connection with this hard- 
ware association inquiry, it is interesting to read the 
following statement of Charles R. Gow, president, the 
Associated Industries of Massachusetts: 

“In the vear 1920 the wages of many classes of labor 
had advanced so far beyond those of a large proportion 
of the consumers of their products that the market for 
the sale of these goods was greatly restricted, necessi- 
tating a serious curtailment of production, and conse- 


quently of employment. Following this development 
wages were reduced, productive efficiency was improved 
and prices correspondingly lowered, with the result that 
existing demand could once more be satisfied and employ- 
ment conditions be re-established. 

“It seems evident at the present time that there is a 
strong tendency to repeat the mistake of the earlier 
period and to increase wages and prices in many lines 
beyond that which the purchaser in numerous instances 
will be able to pay. When that point is reached, labor 
and business must again suffer the same disastrous con- 
sequences as before. 

“It is a demand for goods and services at a price 
which the public can pay that makes employment possi- 
ble. Wages and profits which the existing market can- 
not support have no actual value, because there is no 
one to pay them. No matter how distastefui the fact 
may be, labor cannot escape the operation of the eco- 
nomic law of supply and demand.” 

~+.> 
MANUFACTURE OF LEAD PIPE 
Department of Commerce Reports 29 Establishments Engaged in 
This Branch of Industry in 1921 

The Department of Commerce announces that, accord- 
ing to reports made to the bureau of the census, the 
value of products of establishments engaged primarily 
in the manufacture of lead pipe and bar and sheet lead 
amounted to $10,474,000 in 1921 as compared with 
$17,174,000 in 1919, and $7,431,000 in 1914, a decrease 
of 39 per cent from 1919 to 1921, but an increase of 
41 per cent for the seven-year period 1914 to 1921. 

This industry includes establishments manufacturing 
sheet, bar, block and milled lead and pipe, traps, bends 
and similar lead products. Establishments smelting the 
ore and refining the bullion are not included, however. 

Of the 29 establishments reporting in 1921, 5 were 
located in Pennsylvania; 3 in New York; 2 each in 
Massachusetts, Ohio, Rhode Island and Wisconsin; and 
1 each in California, Colorado, Georgia, Illinois, Iowa, 
Maryland, Michigan, Minnesota, Missouri, Nebraska, 
New Jersey, South Carolina and Washington. 

In September, the month of maximum employment, 
953 wage earners were reported, and in January, the 
month of minimum employment, 812—the minimum rep- 
resenting 85 per cent of the maximum. The average 
number employed during 1921 was 882 as compared with 
852 in 1919 and 585 in 1914. 
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Whitman & Barnes Changes 

Harry T. Scott, formerly sales manager of the Detroit 
Twist Drill Company, has resigned to become New 
England representative of the Whitman & Barnes Manu- 
facturing Company, Akron, Ohio, manufacturer of twist 
drills and reamers. His headquarters will be at Hart- 
ford, Conn. Mr. Scott is a New Englander by birth, 
and the early years of his business life were spent with 
several prominent New England manufacturers in both 
mechanical and sales departments. The Whitman & 
Barnes Manufacturing Company will transfer its New 
York office and warehouse on May 1 from 64 Reade 
Street to new and more commodious quarters at 99 
Chambers Street, corner of Church. This location will 
afford increased accommodations and facilities for the 
carrying of larger stocks of twist drills and reamers, 
thereby enabling the company to render a most com- 
plete service in the eastern district. Frank W. Oliver, 
manager in charge, with a corps of salesmen, will repre- 
sent the company’s interests as heretofore. 
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We have customers who have been buying from 
us for thirty-five years. Better join our family. 
The next time you need any Engine and Boiler Trimmings, Plumbers’ 


Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 
ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc.. mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone-—Cedar 74 











The Pickering Governor 
ADAPTED TO GAS ENGINE CONTROL 


To meet the growing demand for equipment that will properly regulate 
Gasoline Engines, we have worked out a Governor that is giving excellent satisfac- 
tion and with marked operating economies. 


For Stationary service, the open type is thoroughly practical, while for outdoor 
work or where Power Plant operates in a dusty place, it would be better to recom- 
mend Governor with Hood to protect revolving parts—as illustrated herewith. 


Write for booklet and further information, as 
these Governors are creating great demand. 


Governor With Hood— The Pickering Governor Co. Portland, Conn. 














MOLONEY BELTING 


For 


Jobbers Who Seek Quality 


Plus Service 


For a quarter of a century MOLONEY BELT- 
ING has stood the test. It is made of the finest 
oak tanned leather, by skilled workmen who 
know how to select leather—how to curry leather 
—how to stretch leather—and finally, how to 
build that leather into belting that will meet 
ALL requirements. 


Then add quick, intelligent factory service and 
close cooperation in merchandising. 


Write for further particulars. 





MOLONEY BELTING COMPANY 


Main Office and Factory 
124-138 North Franklin St., Chicago 


ATLANTA NEW ORLEANS PORTLAND 
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Solving Some Perplexing Mill Supply Problems 


How Manufacturers and Distributors Make Use of Free Service of 
“Mill Supplies’ in Securing Special Information They Requir 


Manutacturers and distributors of mill, mine, steam 
and allied supplies are depending more and more on 
MILL SUPPLIES for information on perplexing questions 
in connection with their business. This is indicated in 
the increasing number of inquiries recently received for 
names and addresses, and other information about manu- 
facturers of certain products. 

There are very few distributors who do not at times 
receive inquiries from customers for certain products 
unknown to them. How often a dealer receives an order 
for furnishing a replacement part for some machine, 
or for a specified brand of this, that or the other thing, 
only to discover that none of his sources of information 
furnish him the slightest hint of where to buy the 
desired product. 

Here are several examples of the type of inquiries 
received—many of which would probably puzzle the 
vast majority of mill supply men—and the answers to 
some ot them: 

A New York state manufacturer’s 
advise name and address of manufacturer of ‘Noleak’ 
union couplings.” Answer: “There was a pipe coupling 
known as ‘Noleak’ that was made by the Stoddard Union 
Co., of Lockport, N. Y. It was formerly listed in the 
Engineering Directory, but the company was reported 
out of business, and the listing discontinued after the 
1920 edition. We do not know that the firm had a 
successor, but if you care to trace it, you might get a 
line on it by writing to M. A. Connor, Lockport, N. Y., 
who is also a manufacturer of plumbers’ fittings.” 

An Indiana manufacturer—‘“We have an inquiry from 
one of our customers in India stating that he would 
like to be introduced to the manufacturers of the follow- 
ing machines of which he is in need; cloth calendar- 
ing machine, hand and power; cloth folding machine, 
hand and power; glass and brass lubricator for oil and 
steam engines; cotton carding machine, hand and power; 
taps and dies. We would like very much to have you 
give us this information so that we in turn can notify 
this customer intelligently. We believe you are in a 
position to do this, and thank you in advance for the in- 
formation.” In this instance a list of manufacturers of 
the products in question was forwarded. 

A Kentucky jobber—‘We will appreciate your advis- 
ing us the manufacturer of Brooks boiler compound.” 
The name and address were forwarded. 

A New York import house—‘*We have a foreign 
customer who has asked us for prices and particulars on 
the Mueller reamer, which he states is a reamer tapering 
from , and intended for taking out the burr from 
the inside of pipes after being cut with a three-wheel 
pipe cutter. Can you give us the name of the manufac- 
turer of this tool? We know it is not the Mueller Machine 
Tool Works, of Cincinnati, Ohio, but we have not been 
able to locate the maker. Please be assured that any 
information*that you can give us will be greatly ap- 
preciated. Kindly mark your reply for the writer in 
care ot the Australasian department.” The name and 
address of the manufacturer were forwarded. 

A Pittsburgh jobber—‘“Will vou kindly give us the 


agent—‘Please 


3. to 3 


name and address of the firm that manufactures the 
genuine Euclid case hardened stone laundry trays in 
Ohio? Answer: “We think the manufacturer of laundry 


trays to which you refer was the Euclid Stone & Brick 
Co., located at 914 Williamson Bldg., Cleveland. This 
company manufactured the Lakewood laundry trays, but 
our own letters addressed to it in the past two months 
have been returned. The Euclid Mfg. Co., Paden City, 
W. Va., also makes Euclid laundry trays, and we enclose 
a description of this line.” 

A New Orleans manufacturer—‘We are in the market 
for a machine suitable for tieing strands of cotton yarn, 
which are in a parallel position. The companies which 
make machines suitable for making seines and ham- 
mocks, according to our judgment, should be in position 
to make machinery which will suit our purpose. We, 
however, realize that the machine which we would re- 
quire would be more or less special, and would have to 
be built to order. If you furnish us with the names and 
addresses of machinery builders, whom you _ believe 
could build a machine suitable for our requirements, we 
would appreciate it very much.” A list of such ma- 
chinery manufacturers was forwarded. 

A Western Massachusetts jobber: ‘“‘We would appre- 
ciate it very much if you will give the name and address 
ot the manufacturers of the ‘Jiffey’ cutter, for cutting 
round holes in a boiler.’”” The reply was that the cutter 
in question is manufactured by Paul W. Koch & Com- 
pany, 19 South Wells street, Chicago. 

A Pittsburgh jobber—‘Will you kindly advise us the 
name and address of the manufacturer of the Horton 
variable speed pulley. We have been told that you are 
the best source of information in the country.” The 
reply placed the jobber in touch with the Horton Manu- 
facturing Company, Minneapolis, Minn., the manufac- 
turer in question. 





A London, England, dealer—‘‘Can you give us the 
name of a manufacturer of a machine for marking con- 
secutive numbers on metal blades, similar to the 
machine used by printers for printing consecutive 
numbers?” This English house was placed in touch 
with American manufacturers of such a machine. 

There are, of course, instances in which even the 
voluminous information in the offices of MILL SUPPLIES 
has failed to solve the question. Here are two such 
inquiries, and co-operation in furnishing the desired 
information is welcome from any reader who may have 
knowledge of them: 

Pennsylvania jobber: “Do you know who manufactures 
a valve seat grinder with the name of ‘U. S. Tower Set’ 
on it?” 

Another Pennsylvania jobber: “Kindly advise the 
address of the manufacturer of the Stevens-Grier tem- 
perature regulator.” 

Another branch of the service of MILL SUPPLIES, which 
is far-reaching in its effects, and which places distribu- 
tors in touch with manufacturers, is illustrated in the 
folowing letter of appreciation received during the past 
month from a Southern distributor, a news account of 
whose entry into the field was published in a recent issue: 
“We assure vou this publicity is highly appreciated and 
will result profitably to some of your advertisers, and 
later to ourselves through new connections effected with 
various manufacturers’ managers who read the 
article and have been in correspondence with us with 
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A Profitable Jobbing Line 
That’s Seasonable Right Now 


From now until Fall will be harvest 
time for jobbers selling the Halsey Taylor 
line of Combination Coolers and Drink- 
ing Fountains to factories everywhere. 


When men must wait, in vain, at a 
faucet for water to cool, the average 
drinking time is three minutes or more 
per drink. 


3 minutes 6 drinks per day “ 30 cents per 
hour, 9c per day per man. 


9c »* 200 men < 300 days, $5,400.00 per 


year. 


Halsey Taylor Instantaneous Cooler 
Fountains at frequent intervals through- 
out the plant cut the time per drink to 
less than one minute, saving several thou- 
sand dollars annually. 


Result:—Improved working conditions, 
healthier workmen, increased production 
—and thousands of dollars taken from 
expense and added to income. 


I rite today for new 32-page 
catalog and jobbers’ discounts. 


The Halsey W. Taylor Company 


No. 531 Park Ave., Warren, Ohio 
BRANCHES 
New York City Chicago 
137 East 43rd Street 1702 North Talman Ave. 
Philadelphia Kansas City 
5224 Greene Street 3838 Troost Ave. 
Boston San Francisco 
46 Cornhill—Room 512 237 Rialto Building 


HALSEY ‘TAYLOR. 





GAUGE GLA 





4 Very High Grade 


Piece of Merchandise™ 


is how one of our southern jobbers de- 
scribes Libbey Gauge Glasses. This jobber 
believes in selling a domestic product in 
preference to an imported article if it can 
stand the same test, and he has vet to re- 
ceive the first complaint from a customer 


on Libbey Glasses. 


Furthermore, he is pleased with the mar- 


vin of profit on Libbey Glasses. 


Let us send you samples and_ prices. 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 
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GAUGE GLASSES 
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reference to their lines. The writer believes you .will 
be interested in knowing the advertising value of the 
article, both from our standpoint as a jobber always 
willing and ready to investigate potential new connec- 
tions on items not represented in our stock, and from 
your viewpoint as sellers of space to manufacturers who 
not only advertise their goods in MILL SUPPLIEs, but 


Cash Discounts and Ho 


read your items of general news from the field. We 
have had a number of letters from concerns seeking dis- 
tribution in this section, and in all probability will con- 
nect with some of them. Permit us again to express 
our appreciation for the space given us and to wish you 
continued success in the publication of your 
valuable journal.” 


very 


ha 
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Abuse of Privilege of Deducting Two Per Cent Has Not Entirely Disappeared 


Several years ago, MILL SUPPLIES published an article 
under the caption, “Discounts and Honesty,’ which 
created widespread interest among mill supply manu- 
facturers and distributors. While there doubtless have 
been marked advances in the general methods of doing 
business during the past few years, there are still many 
instances of abuses of the discount privilege. It 
this reason that the following is reprinted: 

“Just where the custom of discounting bills for cash 
originated is unknown. Probably some prehistoric busi- 
ness man with a long line of slow pay customers con- 
ceived the idea of facilitating collections by offering 
debtors an inducement to pay promptly, and accordingly 
marked his bills ‘Less 2 per cent, cash in 10 days.’ After 
he had mailed them out he chuckled to himself as he 
thought of the deluge of gold that would begin to pour 
into his coffers in ten days. ‘That little old 2 per cent 
will do the business,’ he thought. ‘I’ll bet collections will 
be great this month.’ 

“Were his expectations realized? No, gentle reader, 
they were not. Human nature was human nature then 
just as it is in the year of grace, 1915. A few conscien- 
tious debtors responded with checks in ten days, but the 
majority of them did as debtors have been wont to do 
ever since. They waited, thirty, forty and sixty days 
before remitting, but did not fail to deduct 2 per cent 
from their bills. 

“The attitude of the average business man in the mat- 
ter of cash discounts is hard to understand. He is 
anxious to have his own bills discounted promptly, but he 
does not hesitate to ‘put it over’ the other fellow when- 
ever he has an opportunity. Many men who are scru- 
pulously honest in all other respects slip a cog when it 
comes to taking discounts to which they are not entitled. 
They do not seem to realize that it is just as dishonest 
to take an unearned discount as it would be to take 
the same amount of money out of the creditor’s till. 

“Custom, of course, is responsible for the laxity in 
regard to cash discounts. A good customer permits his 
bill to run a few or many days over the discount period, 
but in remitting deducts the 2 per cent. His account is 
a desirable one and the creditor dislikes to antagonize 
him by calling attention to his failure to abide by the 
terms of the sale. This establishes a precedent and the 
customer is bound to feel aggrieved if, in the future, he 
is asked to remit promptly or observe the letter of the 
invoice. 

“The abuse of the discount privilege is not confined to 
any one class of business men. Some of the largest con- 
cerns in the trade are notorious offenders in this respect, 
and the practice of disregarding discount terms extends 
all along the line. In the name of common honesty, this 
condition of affairs should be changed. If you expect 
your customers to discount their bills promptly, it is 
essential that vou accord vour creditors the same treat- 


is for 


ment. Why not look the thing squarely in the face and 
admit that here is a trade abuse that can be corrected? 
Begin by being honest in the matter of discounts your- 
self and insist that your customers do likewise. Go into 
court with clean hands if you expect to win your case.” 


so 


New Direct Factory Branch 

The Chicago Belting Company announces the opening 
ot a direct factory branch at 66 Forsythe street, Atlanta, 
Ga., under the management of Ben L. Willingham and 
Brad Hodges, both native Georgians. The former was 
for ten years secretary and treasurer of the Willingham 
Cotton Mills, and is well known throughout Georgia, 
and North and South Carolina. The latter, after leaving 
the University of Georgia, was for five and a half years 
purchasing agent of the Bibb Manufacturing Company, 
later becoming associated with Alexander 
salesman. For five years he sold belting throughout the 
South for Alexander Bros. and the Charlotte Leather 
Belting Company. He became associated with the Chi- 
cago Belting Company in the early part of 1921. The 
new branch will stock a complete line of belting acces- 
sories, as well as leather belting. The Chicago Belting 
Company maintains a Southern branch factory in New 
Orleans, under the management of Robert Carpenter. 


Bros. as a 


—<or 


Lubricating Grease Industry 

The Department of Commerce announces that, accord- 
ing to reports made to the bureau of the census, the 
value of products of establishments engaged primarily 
in the manufacture of lubricating greases amounted to 
$8,912,000 in 1921, as compared with $8,869,000 in 1919 
and $4,919,000 in 1914. This classification includes 
establishments manufacturing axle grease and hard and 
soft lubricating greases as distinguished from lubricat- 
ing oils. In addition to the production by the establish- 
ments in the classified industry, establishments assigned 
to other classifications, principally “petroleum refining,” 
reported lubricating greases as subsidiary products to 
the value of $10,761,000 in 1921, $9,343,000 in 1919, and 
$4,049,000 in 1914. 


+o> 
Adding Electrical Supplies 
The Standard Supply Company, Portsmouth, Ohio, 
jobber of mill, mine, plumbing and electrical sup- 


plies, held its annual meeting on March 6, and re-elected 
all of its officers and directors. F. A. Ruhlman is presi- 
dent of the company, and C. E. Dowling is secretary 
and treasurer. Mr. Ruhlman states in regard to plans 
for future business: “We carry a large stock of elec- 
trical supplies and are increasing this class of goods 
each week. It is our intention to make this one of the 
strongest lines in our business.” 
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(rRown BRAND 


BROOMS & BRUSHES 


Will prove an asset to any 
constructive merchandis- 
ing policy. 


We are striving to market a 
product, not a price, so that the 
labor of to-day shall truly be 


the profit of tomorrow. 


LONG ISLAND BROOM WORKS 


Long Island City New York 




















Tie Edgemont (jy): Friction Clutch 





“Ask 
Your 
Dealer” 





HESE three words ex- 


press the Edgemont 
EDGEMONT 


mre mip selling policy. Buyers 
are referred.whenever pos 

lriction ° " on a : 
a sible, to their local supply 
i dealers. We are continu- 
Friction 2 . a 
Cluteh ally extending our list of 

Pulleys 


dealer agents in order to 


Countershafts give buyers in all parts of 


Extended the country quick access to 
Sleeve Y . i . m 
i, Edge mont stocks. If your 
territorv has not been as- 
Cut-off e : 
Couplings signed to any dealer, we 
meaneled shall be pleased to go into 
Clutches detail with vou. 


Engineering 


Service THE EDGEMONT MACHINE CO. 
a DAYTON, OHIO 
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Less Trouble and Expense 
Greater Service and Satisfaction 


leaders are— 
































HiLaB Transmission Belting 


Backed by more than 50 years’ experience in manufacturing 

high-grade leather belting, our brands combine experienced 
workmanship with first-class quality to an extraordinary extent. 
As a result, we can guarantee them unconditionally. Our three 


ADHESO Leather Belting is steam and 
water-proof, most durable and adhesive. 
VOLT Leather Belting is used in thousands 
of factories under the most trying conditions. 
OLD FAITHFUL Water-Proof Transmission Belt- 
ing will stand up under water, acid and steam. 


Write today for catalog and prices of our various belting 
in all widths and weights. 


Hide, Leather & Belting Co. 


Vanufacturers of Leather Products Since 1870 
INDIANAPOLIS 
Detroit New York 
| Evansville Memphis | 
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Jobber Logical Distributor of Gauge Glasses 


Survey of Field Shows That This Line Is Recognized as One in 
Which Mill Supply House Distribution Is Fundamentally Essential 


Gauge glasses are unquestionably a product for distri- 
bution through mill supply dealers. A careful survey of 
the field shows that an exceedingly small minority of the 
recognized distributors of factory, mill, steam, mine and 
railroad supplies fail to carry this essential line in stock, 
while an overwhelming majority not only stock it, but 
find it a profitable line to sell, and one which is funda- 
mentally a mill supply jobbing proposition. 

The survey was made by MILL SUPPLIES after a manu- 
facturer had questioned the distribution of gauge glasses 
through the jobber. The investigations, made by visits 
to mill supply houses and by correspondence with job- 
bers, extended to all sections of this country. They 
showed that domestic and imported gauge glasses are 
running a close race. The annual sales of individual mill 
supply houses average several hundred dozen glasses, the 
smallest sales reported by any house being 150 dozen, 
while some of the larger distributors reported annual 
sales of 2000 to 3000 dozen. Here are several reports, 
selected at random, which were received in the survey: 

Cleveland—House No. 1 sells domestic gauge glasses, 
both high and low pressure. Approximate annual 
sales aggregate between 2000 and 3000 dozen. The 
best selling sizes are as follows: 5x10”; 54x12”; 
54x14" ; 5x16”; 34x12”; 34x14”; 34x16”; 34x18”. This 
jobber states: “The line is very profitable. Our expe- 
rience is that the manufacturers of gauge glasses can 
do much better by distributing their material through 
the jobber than by trying to distribute direct.” House 
No. 2 reports that for 12 years it has handled imported 
gauge glasses, selling over 2000 dozen annually. A com- 
plete assortment of sizes, in lengths from 10 to 72” is 
carried in stock. The glasses are high pressure. House 
No. 3 does not stock gauge glasses heavily, but last year 
sold 150 dozen in sizes ranging from % to 1”. 

A prominent Tennessee jobber reports: ‘We carry a 
large stock of gauge glasses, both standard and high 
pressure, of a domestic make. We buy about 1000 dozen 
annually. The best selling sizes are in diameters 5% and 
34” x 10, 12, 14 and 16” in length. This class of goods 
sells daily. There is as much profit in gauge glasses as 
there is in anything else in the mill supply line.” 

An Omaha jobber, who sells two brands of imported 
glasses, states: “It is a very profitable line, and we sell 
approximately 500 dozen annually. The sizes we sell are 
%, 52 and 34”, in lengths from 10 to 24”. We believe 
that any manufacturer who attempted to secure distri- 
bution except through a mill supply house would be out 
of luck. He might be able to sell some of the railroad 
trade, but when it comes to the power plants, the engi- 
neer naturally buys of his local dealer, upon whom he 
must depend in an emergency. The well advertised line 
is the line that the jobber will push and which he is 
more likely to distribute.” 

An Indiana jobber expressed surprise that any manu- 
facturer should question dealer distribution for gauge 
glasses. He says: “It is a well established fact, so far 
as I can remember, that jobbers have always been dis- 
tributors of this class of material, and the jobber is 
looked upon by the consumer as the source of supply 
for gauge glasses. We sell imported glasses, both low 


and high pressure, and our annual requirements run 
close to $1200. The % and 34” diameters are the sizes 
which move best, and we consider the line profitable. 
There is no great amount of knowledge required to sell 
gauge glasses, and I do not see why any manufacturer 
would question their distribution through a jobber.” 

A Missouri house reports that it has never handled 
gauge glasses except in a limited way, buying its re- 
quirements from other local houses. The only reason 
for not handling them is that the house is primarily a 
belting and transmission house, and carries only a few 
side lines. One large Detroit house is also listed among 
the small distributors of gauge glasses, picking up what 
small amount it sells from other local companies. 

Every northern New York distributor included in the 
survey reported that gauge glasses are carried as a reg- 
ular line and are a profitable item. One of these houses 
reports: “We handle two different makes, one imported 
and the other domestic, in sizes of 1%, 34 and 5”, rang- 
ing in length from 10 to 48”, and we also carry in stock 
two special sizes, 34x16” and 1x12”. Last year we sold 
350 dozen glasses and now have on hand a stock of be- 
tween 350 and 400 dozen.” 

Another house reports: “We handle a domestic brand, 
a high pressure glass, and sell between 500 and 750 
dozen glasses annually, carrying in stock three sizes, 
14, 5g and 34”. We have on hand at present about 500 
dozen in these sizes.” 

A Buffalo house handles three brands of glasses, all 
imported, and in %, 5g and 34” sizes ranging in length 
from 10” up. The annual sales of the house average 400 
dozen glasses, and about this amount is carried in stock. 

A West Virginia jobber reports: “Our yearly sales of 
gauge glasses will run approximately 1200 dozen, all 
domestic. Approximately 600 dozen are of high pres- 
sure type. The most popular sizes are 5x12” and 
34x14, 16 and 18”. We consider the line profitable. Of 
course, our sales are limited because practically all of 
the steam plants have been eliminated in this territory, 
the mining companies buying their power from three 
central power companies. This has eliminated thousands 
of power plants which were formerly large users of steam 
specialties.” 

A Georgia jobber states: ‘We do not see how a manu- 
facturer expects to benefit by handling gauge glasses 
direct, as our experience is that this is a line distributed 
practically exclusively through the jobber, as glasses are 
generally ordered along with other supplies. We sell 
gauge glasses, both high and standard pressure, and are 
now carrying a glass which is manufactured in this 
country. The sizes that turn over most frequently are 
5g and 34”, ranging from 10 to 24” long. These glasses 
carry a very satisfactory margin of profit.” 


—teor 


Birkle Machine W orks Move 


Birkle Machine Works, manufacturer of motor pulleys, 
motor rails and flexible couplings, which has for several 
years been located at 128 South Clinton street, Chicago, 
is moving to a new location at 456 N. Union street, that 
city, affording the company more commodious quarters. 
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GUARANTEED TO CONTAIN NO ROSIN 





WIZARD STICK 
BELT DRESSING 


is strictly a jobbers’ proposition. 


One of our jobbers sent us a considerable list of 
customers using belt driven machinery and re- 
quested that we mail each samples of WIZARD 
belt dressing in his name. And what’s more he 
dug out the name of the man in each plant who 
has to do the “cussing” when the belts slip. 
That’s what we call co-operation. A live jobber 
who knows WIZARD is a real dressing, and is 
willing to help us sell his customers. We could 
use about a thousand like him, and we would 
make the belting manufacturers happy by elim- 
inating just that much ROSIN dressing. 
WIZARD belt dressing is guaranteed until it is 
consumed. If we ever get a dissatisfied cus- 
tomer we want to refund his money. 


Write for our proposition. 


RICHMOND BELT DRESSING 


MFG. CO., Inc. 
Richmond, Va. 


Sample free upon request. 


BUSHINGS 


There are innumerable reasons why mill supply 
houses find satisfaction in selling Johnson Bronze 
Bushings and Babbitt-Lined Bearings. 





First. Our enormous stocks of practically all sizes 
and types, Quick 





shipment on your rush orders. 








Second, A product adopted as standard by many 
of the largest automobile and machinery com- 
panies in the 






country 











Third. Our policy of quantity production You 
ean order small quantities at large quantity prices, 












Write for stock list 


JOHNSON BRONZE COMPANY 


New Castle, Pa. 


today. 



















x 
‘ 


= 


“AC” BELTING Ae 






© COMPANY 








, Monufacturers of CANVAS BELTING 4 








NOT just another canvas belt! 
Actually the Best by Test. Prove for Yourselves that 
FEDERAL stitched Canvas Belting does deliver 


1. MORE POWER. 2. WITH LESS SLIP, 3. IS 
PERMANENTLY FLEXIBLE 


and results in satisfied customers sending you repeat 
orders, 


Write for exclusive agency proposition, 


Gay & Lombard Sts. BALTIMORE, MD. 
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THE JOHNSON FRICTION CLUTCH 


Complies with 
All Insurance Regulations 


Its exterior is perfectly smooth without 
protruding parts. 


No clatter—no bang 


All working parts enclosed against dirt 
and dust. 





Single Cluteh Exterior 


A few of the machines it is used on: 


Butter Churns Lathes 
Bottle Fillers 
Bottle Cappers 
Soap Wrapping 
Knitting 

Dye Jiggers 
Bottle Labelers 
Tire Wrapping 


Screw Machines 
Grinders 

Drill Presses 
Boring Mills 
Millers 

Tobacco Machinery 
Cigarette Machinery 


Write for D-R Catalogue 
THE CARLYLE JOHNSON MACHINE CO. mancuester conn 

















Endorsed by Health Officials 


Insist on BLUE GRASS 
SANITARY WIPERS 














For Blue Grass Sanitary Wipers are safe for 
handling—they’re washed in pure boiling water 
and disinfected and sterilized in powerful chem- 
icals. That’s the big point. 

Mill Supply and Hardware Jobbers, write us for 
special proposition on this high grade line of 
Sanitary Wiping Cloths. 


Jobbers have our full co-operation. 


LOUISVILLE SANITARY WIPERS CO., Inc. 


Manufacturers 
Louisville, Kentucky 
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New Products and Improvements of Interest 


Increased Use of Fuel Oil Burners Responsible for Introduction of 
New Oiling System for Pumps—Alany Other Recent Developments 


Leiman Bros., New York City, have recently devised 
an oiling system for pumps used in connection with fuel 
oil burning outfits, which, it is claimed, practically takes 
care of itself, inasmuch as it automatically signals when 
the oil supply runs out. The difficulty in securing coal 
for the past few years has turned the attention of manu- 
facturers and householders to the possibility of using 
some other method of heating, and has created a wide 
demand for fuel oil burning outfits, both large and small. 
While many large industrial establishments and steam- 
ships have for several years utilized fuel oil, it is only 
within the past two years that more general attention 
has been focussed on such installations. This new at- 
tention has resulted in experimentation on the part of a 
vreat many manufacturers with the result that there 
are now on the market many fuel oil burners. The most 
efficient of these require a pump to feed the oil and an 
air pump to furnish a blast of air to spray the oil at the 





burner. The accompanying illustration shows an oil and 
air pump and motor combined, one of the units recently 
devised. The air pumps, in some sizes, are made to run 
directly on the shaft of the motor at speeds around 1700 
or 1800 r.p.m. and the oil pump is connected on the same 
shaft. Larger sized air pumps are operated by belt 
from the motor with a belt tightener device. The manu- 
facturers who sell and install complete fuel oil outfits 
have devices whereby the pumps are started and stopped 
automatically in accordance with the conditions of the 
atmosphere so that any degree of heat may be maintained 
throughout the without much attention other 
than to see that the oil supply in the tank does not run 
completely out. 


season 


Barnes Manufacturing Company, Mansfield, Ohio, has 
recently placed on the market a new convertible “anti- 
splash” belt driven power diaphragm pump, with capac- 
ity up to 12,000 gallons per hour. Some of the features of 
the pump include an accessible suction valve which may 
be quickly removed without disturbing the suction hose; 
an accessible pump interior through the suction valve 
porthole to permit easy cleaning; full free opening dis- 
charge valve with rounded machined seat; the diaphragm 
may be replaced without removing the jack; an overhead 
aligning jack. Another feature is that the pump is 
convertible into a closed type for use in pumping odorous 
liquids. The crankshaft is of drop forged steel. Gear- 
ing is machine cut with stub tooth and steel pinion. 

The Alexander Milburn Company of Baltimore has 


recently placed on the market an addition to its line, the geared utility tool, has been designed for use in diffi- 


acetylene welding generator designed to 
obviate the use of high pressure cylinders. The gen- 
erator is of 30 pound carbide capacity, or equivalent of 
150 cubic feet of cylinder gas. It operates automatically. 


a portable 


The Parker Appliance Company, Cleveland, Ohio, has 
placed on the market a new tube. coupling for brass or 
aluminum tubing. It is designed for use in the auto- 
mobile, aeronautic and industrial fields on gas appliances, 





fuel oil burners and lubricating systems. The couplings 
are made in any size, with standard pipe threads. They 
are made in two pieces, coupling nuts serving as a die 
to flange the tubing. The tubing flanges are at an angle 
within the tensile limits of the metal flanged. It is 
claimed that no crystallization, hardening or checking 
results from the flanging operation. 

Wisconsin Electric Company, Inc., Racine, Wis., has 
placed on the market two new products, one a sensitive 
drill and the other a geared utility 
tool. The new drill is designed 
as a speedy, convenient, sensitive 
bench drill and has several fea- 
tures. It is equipped with a Du- 
more universal motor, which runs 
on either alternating or direct 
current. Ball thrust bearings are 
installed to take up end play. A 
No. 0 Jacobs chuck is used. This 
chuck is specially ground and bal- 
anced to eliminate’ vibration. 
Quick-acting locking devices are 
used to raise or lower the motor 
and the work table. The motor 
itself can be easily detached and 
used on a portable hand drill. A 
foot controlled rheostat gives six different speeds. The 
work table is operated by a rack and pinion feed gov- 
erned by the operator’s hand. A depth gauge regulated 
by a thumb screw is used to eliminate the possibility of 
the drill going beyond the required depth. The table is 
3 inches in diameter, the center being 3 inches from 
the column, which permits of drilling to the center of a 
6-inch circle. The center of the table is bored and 
reamed to fit the shanks of drilling fixtures which are 
part of the regular equipment. and which consist of a 
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cone center, cup cen- 


Fags . 

/ : ter, radius center and 
ease V block. The entire 
ee bi drill is mounted on a 


5x8-inch base of gray 
iron. Four screw holes 
are provided for fas- 
tening it to the table. 
The height over all is 
The second of the company’s new products, 





16 inches. 
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“To Get the Right atti with MEDARE 


Get the 








Wood Split 
PULLEY 
from Stock! 


Our Line is the recognized een on 








Air Cocks Gauge Cocks 
Air Valves Water Gauges 
Cylinder Cocks Priming Cocks 





Write 


for 
Catalog 


@ What are the sizes, & 
regardless of what 

quantities, you want 

shipped TODAY? 

@ Wire them-—’phone them—they’ll ll go off our ware- 

house racks and on the ears in a jiffy. 

@ You can always get them from stock, and for a fair 

price, at “Medart’s.” 

IMR. SUPPLY DEALER—We have been engaged in the 

Pulley business for 40 years, and we know a great deal more 

about making good pulleys than many other concerns. 

{OUR POLICY in building Wood Split Pulleys is: Cheap- 

ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk i} impairing the 

value of our most valued asset—our Good Wi 

Get the “MEDART” WOOD SPLIT PULL - from Stock! “i 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse Offices 
CINCINNATI CHICAGO and PHILADELPHIA 


The 


STERLING & SKINNER MFG. Co. 
DETROIT, MICH. 





Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 











We once knew a motorist who, when asked how 


much his automobile was costing him to run re- 
plied, “I don’t know—fact is I don’t want to MOORE 
know.”’ AND 


Some manufacturers are like this motorist—they do WHI | E 
not know, or want to know what friction is costing 
F . ti 


them in coal or kilowatt consumption. 
Do YOU know that this 
Clutches 
The Business Builders 


friction loss is often 
3314 percent of horse- 
power generated? 
ONFIDENCE is 
inspired and 
profits are made by 
the Dealer when he 
serves his customers with name Moore & White is 
thoroughly reliable goods. a synonym for good 
Friction Clutches play an wares. In fact, some of 
important part in the our Clutches have been 
business of the Mill Sup- wearing for 15 to 25 





At least 15 percent of 
this loss can be pre- 
vented — immediately, 
with Sells Roller Bear- 


ings. 


They fit your present 
hangers, post hangers 
and pillow blocks. 





A service department that will become really interested ply Dealer. —, it 1S =" and are still holding 
in your individual problem is ready. If you wish we'll Oe Mags coy Tes Now Mr. Mill Supply Deal- 
send our book showing prices, sizes and construction de- 2 : er, the next time you get out 
siillin, lk Sal, Wide: Manciede gained a _ reputation for amongst the trade, just make a 
ails o ells r Bearings. economy and dependabil- special effort to ‘“Moore- 

ity Whiteize those prospective 


Clutch users whom you meet. 


Royersford Foundry & Machine Co. “M. & WW.” Friction You’ve got a first class article 


43 North 5th Street Philadelphia Clutches sell easily, as the a AN pasa and square firm 


FREE CATALOGUE “C” ON REQUEST. WRITE US TODAY. 
SELLS Holler Bevis THE MOORE & WHITE CO. 


Sole Makers 
For dealer nearest you see MacRae’s Blue Book 2711 to 2741 N. 15th St., Philadelphia 
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cult, hard-to get-at drilling, engraving and die-sinking 
problems. This, too, is equipped with Dumore universal 
dynamically balanced motor and a Jacobs chuck. Grip- 
ping points of the chuck jaw have been ground, and the 
chuck will hold a tool from 14-inch down to No. 80 drill. 
The chuck speed is from 55 r.p.m. to 2,000 r.p.m., con- 


trolled by a five-speed rheostat. The motor pivots on 
the base. The tool is equipped with a special knurled 
aluminum hand-piece, a rheostat, plug and cord. The 
chuck is protected by a guard of brass. A single turn 
will remove it from the hand-piece. The latter is fitted 
with SKF ball bearings. 
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General Trade Literature 


Chicago Solder Company Shows How Advertising Boosted Its Business 


Chicago Solder Company, Chicago, has recently dis- 
tributed to its jobbers a very attractive circular to show 
the proportionate increase in the sales of the company’s 
acid-core wire solder since 1919. This increase is illus- 
trated by means of a chart. In 1920 the company’s busi- 
ness increased 150 per cent over that of 1919. The fol- 
lowing year the business increased 65 per cent over that 
of 1920, and last year’s business was 70 per cent over 
that of 1921. In calling the attention of its jobbers to the 
sales co-operation policy, the company used a two-page 
spread in the center of the folder to reproduce the cover 
pages of the trade papers and directories being used in 
the company’s advertising campaign. The last page of 
the folder is devoted to listing the sales helps furnished 
by the company. The company attributed a liberal por- 
tion of the credit for the yearly increase to the consistent 
use of its advertising media, which include MILL 
SUPPLIES. This tribute is contained in the following 
statement which was made public by the company: ‘The 
year 1918 marked the start of our consistent advertising 
campaign in various trade papers, and we certainly have 
had, since that time, good reason to believe that a liberal 
portion of our yearly increases can be accredited to our 
consistent use of this medium in conjunction with our 
direct mail work.” 

Wisconsin Electric Co., Racine, Wis., has recently dis- 
tributed an illustrated circular on its line of Dumore 
grinders. The circular contains reproductions of several 
types of grinders, and a picture story of the use of 
grinders in various shop operations. 

The Diamond Rubber Company, Inc., Akron, Ohio, has 
just issued a new catalog of mechanical rubber goods, 
which describes and illustrates many of the company’s 
products, including transmission belts, special service 
belts, conveyor belts, hose, dredging sleeves, tubing, 
couplings, gaskets, packings, pump diaphragms, oil well 
specialties, miscellaneous molded goods, matting, stair 
treads, band saw bands and rubber covered rolls. The 
catalog is 6 by 9 inches and contains 76 pages, including 
several pages of engineering data which will be useful 
in figuring mechanical rubber goods problems. 

National Gauge & Equipment Company, La Crosse, 
Wis., manufacturer of gauges of various kinds, has 
recently issued a bulletin covering gauges for industrial 
apparatus. In addition to this bulletin, the company will 
soon issue a general catalog. This will probably be 
ready for distribution within the next month. 

Geo. B. Carpenter & Co., 441 North Wells street, 
Chicago, distributors of mill, machinists’, railway, con- 
tractors’ and marine supplies, have just issued a new 
general catalog, containing 1034 pages. In an introduc- 
tory note addressed to the company’s customers, Ben- 
jamin Carpenter, president of the company, calls atten- 
tion to the fact that the “house enters on its eighty- 
third year of continuous and successfu! activity better 


equipped and better organized to take care of its cus- 
tomers than at any previous time in its history.” The 
catalog listings are arranged by departments, each 
section preceded by an explanatory page. The last 24 
pages preceding the index are devoted to useful informa- 
tion and tables of weights and measures. The size of 
the catalog page is 6°, by 914 inches. 

The Waterbury Manufacturing Company, Waterbury, 
Conn., in the February issue of its house organ, gives 
some very enlightening figures on the amount of pipe 
used in the company’s Waterville brass mill. It takes 
108 miles of pipe, divided in the following manner: Heat- 
ing system, 409,625 feet; sprinkler system, 19,881 feet; 
cast iron pipe, 7,189 feet; high pressure air lines, 11,315 
feet; low pressure air lines, 4,025 feet; high pressure 
steam lines, 21,541 feet; river and filtered water lines, 
19,650 feet; hot water lines, 8,980 feet; 5,000-pound 
sprinkler lines, 4,225 feet; 500-pound sprinkler lines, 
5,863 feet; drinking water lines, 15,030 feet; sewer pipe, 
36,120 feet, and oil pipes, 5,000 feet. To connect all 
these lines there are in use 6,223 valves. 

The Bristol Company, Waterbury, Conn., has issued 
a new catalog, No. 1006, describing and illustrating the 
company’s line of recording gauges for pressure and 
vacuum. The catalog contains 84 pages, 8 by 10% 
inches, and is punched to permit filing either in whole 
or in part. Price lists and tables of shipping weights 
are also included. 

Flexible Steel Lacing Co., Chicago, has issued a circu- 
lar announcing and describing the company’s new handy 
packages, which are being marketed in sizes 15, 25, 27 
and 35. According to the circular, each of the packages 
will contain two six-inch sets of lacing complete with 
hinge and gauge pins, packed in cartons, each of which 
will contain a display card for use either as a counter 
or a window display, the idea being to supplement, and 
not to supplant, the regular packages put out by the 
company, for use of those who operate only a few belts 
or who desire test orders. 

—<tor 
New Head of Briggs-W eaver 

The board of directors of the Briggs-Weaver Machin- 
ery Company, Dallas, Texas, has elected J. E. Dale, of 
Henrietta, Texas, president to succeed the late J. C. 
Weaver. Mr. Dale has long been a member of the board 
and for several years has been vice-president of the com- 
pany. He will not be active in the business, but, as here- 
tofore, will lend his counsel and advice. The other 
officers elected are as follows: W. D. Trotter, first vice- 
president and treasurer; A. S. Weaver, second vice- 
president and sales manager. J. B. Dale was elected to 
the board of directors, which is now composed of J. E. 
Dale and J. T. Dale, of Henrietta, J. B. Dale, of El Paso, 
and W. D. Trotter and A. S. Weaver, of Dallas. 



































VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 

weather and many thousands have been in use for years without requiring repairs. 

When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 








The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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LEATHER BELTIN 
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POR over fiftv vears Alexander 
Leather Belting has met the 
exacting needs of transmitting 
power efficiently, and the Alexan- 
der Belt of today is the same good 
belt of 1867. No matter what the | 
load or speed—there’s an Alexan- | 
der Belt for just that very drive. 


{lexander Leather Belting 
is Distributed in all the 
Principal Cities. 
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MOLONEY BELTING CO. CHANGES 
Julius A, Schachner, Formerly With McLeod Leather & Belting 
Co., Has Assumed Managership 


Julius A. Schachner, Charlotte, N. C., has assumed the 
position of general manager of the Moloney Belting Com- 
pany, Chicago, following a reorganization of the com- 
pany. He has been identified with the leather belting in- 
dustry for 27 years. For the past three years he has 
been manager of the McLeod Leather & Belting Co., 
Greensboro, N. C., and prior to that was for 15 years 
associated with the Charlotte Belting Company, Char- 
lotte, N. C., having been vice-president and assistant 

















JULIUS A. SCHACHNER 


general manager of that company. Starting in as an 
apprentice, he has worked in every department in the 
manufacturing end of the business, and later entered the 
selling end and traveled extensively, so that he has an all- 
around knowledge of belting. Mr. Schachner will make 
his home in Chicago. 

The Moloney Belting Co., in connection with its re- 
organization, has opened a new branch store at Atlanta, 
Ga., in charge of A. E. Anderson. The company has also 
promoted Daniel Edwards to the managership of the 
New Orleans branch. The present officers of the com- 
pany are: President, David R. Lewis; assistant to the 
president, C. A. Banks; secretary, C. M. Mortimer; act- 
ing treasurer, E. F. Grahmann. In addition to its gen- 
eral office and factory in Chicago, the company main- 
tains branches at New Orleans, Portland, Oregon, and 
Atlanta, Georgia. 
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HAS OUTGROW N OLD QUARTERS 
tsbestos Products Company Is Moving Into New Factory and 


Will Add Line of Asbestos Pipe Covering 


Asbestos Products Company, Chicago, manufacturer 
of asbestos cement and other asbestos materials, although 
it has been in business but a few years, has already out- 
grown its first quarters and is now moving inio a new 
factory. The present offices of the company are at 220 
South State street, while the factory and warehouse are 
at 1662 Wright street. The new home of the company is 
located at 2100 Fullerton avenue, and is a two-story 
building, located on property 150 by 170 feet, with a 
private switch-track on the Chicago and Northwestern 


Railway. The building will afford ample space for both 
executive offices and manufacturing, and both will be 
concentrated in the new factory. 

The main business of the company has heretofore 
been the manufacture of asbestos cement, but at the new 
factory a complete line of asbestos pipe coverings will be 
added and will shortly be placed on the market. In 
addition the company will continue to carry in stock 
asbestos products, such as paper, millboard, corrugated 
paper, welding paper, fibres and rollboard. At present 
the company serves a territory including the city of 
Chicago and the Middle Western states, catering prin- 
cipally to the jobbing trade, but this territory will be 
expanded. 

The new factory is being equipped with the latest 
machinery and handling equipment and when completed, 
the company expects to be in position to handle either 
small orders or carloads promptly. The company was 
incorporated in 1919, and its officers and sales depart- 
ment comprise men with long experience in the business. 
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RYERSON BUYS IN CINCINNATI 
Chicago Company Has Acquired Large Iron and Steel Warehouse 
and Will Open It as a Branch 


Joseph T. Ryerson & Son, Chicago, wholesale dealer in 
iron, steel and machinery, has purchased the Cincinnati 
Iron & Steel Co., Front street and Freeman avenue, Cin- 
cinnati, and has taken possession of the property, which 
is one of the largest iron and steel warehouses in the 
Middle West. The new acquisition will be operated as 
one of the Ryerson branches, and will afford the com- 
pany access to West Virginia, Virginia and other 
southern territory. 

The Cincinnati Iron & Steel Co. was organized in 
1900 and incorporated with E. H. Busch as president 
and James A. Sebastian as secretary-treasurer. Both of 
these gentlemen had formerly been connected with the 
old Mitchell-Tranter Rolling Mills Co. The company 
was originally organized as the Cincinnati Iron Store 
Co., this name later being changed to the Cincinnati 
Iron & Steel Co. In 1900, E. H. Busch died and was 
succeeded as president by his brother, Harry C. Busch. 
The latter had been head of the company since that 
time. The company has grown rapidly. 

Joseph T. Ryerson & Co. recently celebrated its 80th 
business anniversary, having been organized in 1842. At 
that time it had a small store and warehouse. Today, 
in addition to its spacious Chicago headquarters, it 
operates warehouses in New York. Buffalo, Detroit, 
Chicago and St. Louis, and the new Cincinnati branch. 

+o > 
One Secretary Appreciated 

At the meeting of the Leather Belting Club of Chi- 
cago at the Hotel Bismarck, March 13, the members 
expressed their appreciation of Julius M. Schoen’s long 
and faithful service as secretary of the club and pre- 
sented him with a Gladstone traveling bag. The presen- 
tation was made by Charles A. Steele. There was an 
attendance of 29 at the meeting. J. R. Hopkins, adver- 
tising manager, Chicago Belting Co., made an address 
on the subject of the research and publicity work being 
done by the Leather Belting Exchange and the National 
Association of Leather Belting Manufacturers. The 
members were told of plans for bringing the testing 
apparatus of the exchange to the convention of millers 
to be held in Chicago during the first week in June. 
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Reduced Convention Fares 


Railroads Grant Lower Rates for Return Trip on Certificate Plan 


Reduced fares on the basis of one and one-half the 
regular fare on the certificate plan will be granted by 
the railroads to persons attending the conventions in 
Cincinnati during the week of May 14. According to 
this plan, which is similar to that in vogue at former 
conventions, full fare will be paid on the journey to 
Cincinnati, but return trip tickets will be sold at one- 
half the regular fare. These reductions depend on 
whether 250 or more of the visitors at the convention 
present certificates showing the purchase of one-way 
tickets from points from which the local one-way fare 
to Cincinnati is 67 cents or more. 

To enjoy the benefits of the reduction, the return 
journey must be made via the same routes as traveled 
on the going trip. H. M. Wilson, of The Lunkenheimer 
Co., Cincinnati, will act as railway secretary and will 
have charge of signing the certificates, which will be 
validated by a special agent who will be in Cincinnati 
on May 14 to 19, inclusive. 

The reductions are open to all attending the conven- 
tions of the National Pipe and Supplies Association, 
American Supply and Machinery Manufacturers’ Asso- 
ciation, National Supply and Machinery Dealers’ Asso- 
ciation and the Southern Supply and Machinery Dealers’ 
Association. 

The Southern Supply & Machinery Dealers’ Associa- 
tion has already tentatively arranged part of its pro- 
gram. This tentative arrangement calls for a joint ses- 


Here’s What Woodworkers Want ee 


If the truth were known, few if any woodworkers want to buy 
machinery. They know it costs money. 











But—when you ask them if they would like to accomplish certain 
results the answer is a definite “yes”. 


The Famous Junior “30” 


—is a successful answer to dozens of problems which face the wood- 
working business. 
which we have designed for use with this machine, practically every 
known piece of lumber or interior trim can be cut and fashioned on this 
wonderful machine. 


sion with the National and American associations for 
the opening morning, May 17, at which time the presi- 
dents’ addresses will be made, followed by a discussion 
of business conditions by selected members of the three 
associations. An executive session of the Southern asso- 
ciation will probably be held on the opening afternoon. 

On the following morning there will be a joint execu- 
tive session with the American association. At this ses- 
sion, the tentative program calls for discussions on “Cash 
Discounts” by M. B. Skinner, M. B. Skinner Company, 
Chicago; on “Standardization,” by Paul Armstrong, 
Armstrong Brothers Tool Company, Chicago; on ‘Closer 
Co-operation Between Manufacturers and Dealers,” by 
Farnham Yardley, Jenkins Brothers, New York; and 
discussions on several other topics, including the 
following: 

“Should we give any support to those manufacturers 
who do not distribute through the dealers?” 

“Should the manufacturers place stock with local 
brokers for distribution and billing to purchasers on 
manufacturers’ stationery ?” 

“Can a jobber profitably handle drop-shipments at 5 
per cent, when the cost of doing business for such is 
from 8 to 10 per cent?” 

Friday afternoon and Saturday morning executive 
sessions of the Southern association are scheduled, at 
which discussions on topics of paramount interest to the 
members will be held. 





Veet our Factory 
Representatives 

at the Spring Conven- 

tion to be held in Cin- 

cinnati, May 17, 18 & 


appointment 
during the convention. 

























With the more than a dozen special attachments 


Get acquainted with the 
FAMOUS Line. It offers un- 
usual opportunities to live 
dealers. Have a talk with the 
FAMOUS representative. 


The Sidney Machine 
Tool Co. 


Dept. 604B 


Sidney, Ohio 
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YELTON-WEAVER SUPPLY CO. 


New House Organized by the President of the Inland Supply Co. 
of Danville Has Opened for Business 

Yelton-Weaver Supply Company is the name of a new 
plumbing, heating, mine and factory supply house which 
has opened for business at 818 East Adams street, 
Springfield, Ill. The new company was organized by 
H. C. Yelton, president of the Inland Supply Company, 
Danville, Ill. It is not, however, connected in any way 
with the Inland company. At the present time the com- 
pany occupies a floor space of about 15,000 square feet, 
in addition to a large pipe yard. William W. Weaver, 
who is associated with Mr. Yelton in the new venture, 
has been connected with the Inland Supply Co. for the 
past seven years in various capacities. 

Mr. Weaver states that the company at the start will 
carry a complete line of pipe, fittings, valves and plumb- 
ing and heating supplies, and will cover a territory 
within a radius of 50 miles of Springfield. While operat- 
ing at present as a partnership, it is the intention of the 
members of the firm to incorporate the business in the 
near future. The sales organization is not yet complete. 
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NEW LOS ANGELES DISTRIBUTOR 
Coffey Brothers, Formerly With Pacific Mill & Mine Supply Co., 
Have Organized New Company 

The Victor Belting & Rubber Company is the name 
of a new mill supply house which has established head- 
quarters at 747 Warehouse street, Los Angeles. The 
company was organized by Charles H. and James B. 
Coffey, who for 12 years operated the Pacific Mill & 


Mine Supply Co. in Los Angeles. Associated with them 
in the new company are William R. Christie and Walter 
B. Myers. 

The company has been appointed factory distributor 
for Victor Balata & Textile Belting Co., the Quaker City 
Rubber Co., Edward R. Ladew Co. and Master Grip 
Mfg. Co. In addition to handling these lines, the com- 
pany will stock belt lacing and fasteners, fire extin- 
guishers and recharges, hose reel and racks, hack saws, 
circular saws, files, brooms and brushes, industrial 
paints, floor oil, cotton waste, sanitary wiping rags, 
medical cabinets, pulleys, boxes, hangers and collars. 

The officers of the company are as follows: President, 
Charles H. Coffey; vice-president, William D. Christie; 
secretary and treasurer, James B. Coffey. 


tor 


Business Good in Vermont 


Hooker Manufacturing Corporation, St. Johnsbury, 
Vt., distributor of mill supplies and manufacturer of 
woodworking and paper mill machinery, held its annual 
meeting recently and re-elected its officers as follows: 
President, L. N. Smythe; vice-president and general 
manager, P. F. Hazen; treasurer and assistant manager, 
M. J. Reed. Mr. Reed reports: ‘‘We are glad to state 
that we enjoyed a very satisfactory business in 1922 
and are gradually getting on our feet after the depres- 
sion which was universal after the war. In the manu- 
facturing end of our business we are especially increas- 
ing our line of woodworking machinery. We have al- 
ready received a greatly increased business in this line 
since the first of the year, with prospects for even more 
business as soon as spring opens up.” 





Tell Yotr Customers 


This Story 





the quicker will it repay the investment. 


and economically? 


And size alone doesn’t fix capacity. 
quite as important as dimensions. 


How it 
That is why 


production capacity on a quality basis. 
in Sidney Medium Pattern Lathes: 


Headstock is built with 3-step cone and double back 
gears. Cone pulley locked to spindle with spring 
plunger. Bed is strongly braced with cross girders and 
equipped with semi-steel ways which confines all wear 
to carriage. Carriage is provided with T-slots to permit 
easy use of special attachments. Compound rest with 
swivel gears on bottom slide which is also graduated for 
any angle up to 90 degrees. 





all necessary wrenches. Special 


Meet our Factory a eae 
Representatives 


at the Triple Conven- 
tion to be held in Cin- 
cinnati May 17, 18 
and 19, Write us at 
once for an appoint- 
ment during the con- 
vention. 





Dept. 604 











The greater variety of work a machine can handle, 
The one 
big question is Capacity—will it handle the job easily 


is equipped is 


Regular equipment includes compound rest, two speed friction pulley 
countershaft, large and small face plates, steady rest, follow rest, and 
attachment 
Write for detailed information and discounts. 


The Sidney Machine Tool Co. 
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Sidney Lathes Are Made in 
the Following Sizes at the 
Prices Shown 
14” x8’ 
16”Xx8' 
18” x8’ 
20” x8’ 
247 x8" 


S 460.00 
505.00 
650.00 
690.00 
1130.00 


















Sidney Medium Pattern Engine Lathes 


are furnished with special attachments as standard equipment. 


They are built for 


Here are some of the features you will find 


Tailstock is rigidly braced and clamped to bed by heavy 
locking bolts. Spindle is of high carbon steel. Quick 
Change Gear Box is attached to bed and covers a wide 
range of thread cutting and feeding. Gears are coarse 
pitch and wide face, entirely shielded from grit and dirt. 
Apron is double wall type with front and rear supports 
for all studs. 







for belted motor drive 


Sidney, Ohio 
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PRACTICAL FACTS ABOUT BELTING 








SELECTING THE 
RIGHT BELT 






The Belt Itself 4 


Is Important 





Are You Cashing-In On It? 


Schieren’s Leather Belting Handbook has two objects: 





1. To thoroughly introduce the product to the customer. 


2. To reduce sales resistence for this line for the jobber. 


it will be sent to Mill Supply Jobbers who write for it. 


Main Ojitice and Factory: 
{- mf! 42 Ferry Street, New York 
\ BRB 
; ell Tanneries: 
BELTIN Bristol, Tenn. 
hm CE TANNERS 





TRADE MARK’ BELT MANUFACTURERS 


Distributing Branches and Dealers in All Leading Cities Throughout the World 
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PERSONALS 

A. W. Grozier, formerly with the Cleveland office of the 
Norton Co., is now connected with the Philadelphia office. 

Huber L. Morrison has been appointed representative of 
the Greenfield Tap & Die Corporation in Connecticut and 
Rhode Island. 

H. K. Raymenton, purchasing agent, Graton & Knight Mfg. 
Co., Worcester, Mass. recently sailed from New York on an 
extended trip abroad. 

Charles Piez, president, Link Belt Co., Chicago, has been 
elected a director of the Walworth Mfg. Co., Boston, to 
succeed Richard F. Hoyt, resigned. 

Leon E. Thomas, president, Reading Iron Co., Reading, 
Pa., has been elected president of the Thomas Iron Co., which 
was recently taken over by the Reading company. 

Carl F. Berger, who has been assistant manager of the 
Monarch Machine Tool Co., Sidney, Ohio, has been appointed 
secretary and general manager of the Whipp Machine Tool 
Co., Sidney. 

Fred R. Sheperd, son of the late Edward S. Sheperd who 
died last August, has been elected to succeed his father as 
president of Crerar, Adams & Co., Chicago, dealers in rail- 
way supplies. 

Richard W. Crocker has resigned his position with the 
Boston office of Manning, Maxwell & Moore, Inec., and has 
become associated with the Clark Equipment Co., Buchanan, 
Mich., as New England representative. 

R. G. Barnes is manager of the electrical jobbing depart- 
ment of the Kelly-How-Thompson Co., Duluth, Minn., hard- 
ware and mill supplv dealer. The company has recently 
entered actively into the electrical field. 

G. C. Fogwell, who has resigned as Philadelphia district 
sales manager of the Jones & Laughlin Steel Corporation to 
enter business for himself, has been succeeded by Ralph T. 
Rowles, district manager of the company’s Washington office. 

William A. Viall, secretary, Brown & Sharpe Manufactur- 
ing Co., Providence, R. L., was recently electel a member of 
the executive committee of the Narragansett Electric Light- 
ing Co., Providence, to succeed the late Colonel Samuel P. 
Colt. 

Clifford E. Iveland, formerly manager of the plumbing 
upplies department of the Manufacturers’ Tool & Supply 
Company. South Bend, Ind., has become associated with the 
Detroit Brass & Malleable Works as representative in the 
Pittsburgh district. 

Arthur H. Starrett has been elected vice-president of the 
Athol Manufacturing Co., Athol, Mass., to succeed 
Ee. Carpenter, who retired recently as vie 
general manager. Spencer A. Reel 
of general manager. 

M. DD. Galbreath has become associated with the J. C. 
Marr Machinery Co., Pittsburgh, which will operate after 
April 1 as the Marr-Galbreath Machinery Co. Mr. Gal 
breath was formerly manager of the McCoy-Brandt 
Machinery Co., Pittsburgh. 

Edward F. Stratton. formerly associated with the Reading 
Foundry & Supply Co., Reading, Pa., has been appointed 
general manager of the Sanitary Company of America, the 
controlling interest in which was recently acquired by a 
Philadelphia banking house. 

D. M. Park, who has been in business as consulting en- 
gineer on paper and pulp mill construction and equipment, 
has become associated with the Dodge Manufacturing Cor- 
poration, Mishawaka, and will have charge of paper and 
pulp mill sales, with offices in Chicago. 

J. V. Emmons, metallurgist, Cleveland Twist Drill Com- 
pany, gave an address on the uses and abuses of twist drills 


Lawrence 
ident and 
has assumed the duties 


-pres 


sales 








at a meeting of the Springfield chapter of the American 
Society for Steel Treating held in Springfield, Mass., March 
2. Mr. Emmons is treasurer of the society. 

Charles J. Stilwell, who has been foreign sales manager 
of the Warner & Swasey Co., Cleveland, since 1918, and who 
has been connected with that company since 1910, has been 
appointed domestic sales manager to succeed L. K. Berry, 
who resigned February 1 to become sales manager of the 
Detroit Twist Drill Co. 

J. C. Davidson and A. F. Grossman of the Hendrie & 
Bolthoff Manufacturing & Supply Co., and Thomas Yonley 
and Louis Grove of the Mine & Smelter Supply Co., Denver, 
represented their companies at a recent meeting at which the 
radio jobbers of Denver organized the Radio Jobbers’ Associa- 
tion, Intermountain Division. 

William Chapin Huntington, who recently resigned as 
commercial attache of the government to enter business with 
Edgar C. Welborn as a firm of business engineers with 
headquarters in Chicago, was at one time in his early busi- 
ness career connected with the research department of the 
National Tube Co., Pittsburgh. 

Henry I). Sharpe, president and treasurer, Brown & Sharpe 
Mfg. Co., Providence, R. I., has been elected a vice-president 
of the Puritan Life Insurance Co. and the Providence Journal 
Co., Providence. He has also been honored recently with 
election as vice-president of the Eastern States Agricultural 
& Industrial League, Springfield, Mass. 

John A. Hurley has been appointed assistant sales manager 
of the Edward R. Ladew Co., Inc., Glen Cove, L. I., and will 
make his headquarters at that company’s general offices in 


New York. Mr. Hurley for four years has been credit 
manager of the Graton & Knight Mfg. Co., Worcester, and 
its subsidiaries, one of which is the Ladew company. He 


has been succeeded as credit manager by C. O. Zimmerman, 
who will have as his assistant F. K. Pope. 

B. Olney Hough, for many years editor of the American 
Laporter, has resigned that position to enter business as 
export counsellor, consulant and adviser to banks, exporters 
and manufacturers. He has taken offices at 17 Battery Place, 
New York, and will do business under the name of B. Olney 
Hough, Inc. He has been retained by the publishers of his 
former paper to continue as contributing editor. Mr. Hough 
has had 25 years’ experience in export business and has 
traveled all around the world. 

M. F. Cunningham has resumed his connections with the 
Waltham Grinding Co., Waltham, Mass. as general manager. 
It was with this company that he first began his business 
career, having started in as office boy in 1889. He left the 
company in 1904 to organize the Superior Corundum Wheel 
Co., Waltham. In 1919 he sold his interests in the latter 
company to the International Abrasive Corp., Boston, but 
remained as general manager of the plant until he accepted 
his new position with the Waltham Grinding Co. 

W. S. Rugg, general sales manager, Westinghouse Electric 
& Manufacturing Company, has announced several changes 
in the company’s branch office management. C. V. Woodward 
has been appointed manager of the Baltimore office. F. C. 
Reed has been given a similar position at Huntington, W. Va. 
W. F. James has keen appointed manager of the industrial 
division of the Philadelphia office to succeed R. F. Moon, who 
has resigned to accept the vice-presidency of the Atlantic 
Elevator Company. R. J. Ross has been appointed assistant 
manager of the transportation division of the Philadelphia 


Mie 
once, 


W. P. Simpson, president, C. T. Patterson Co., Ltd., New 
Orleans, is chairman of the executive committee in charge 
of the arrangements for the tenth annual foreign trade 
convention which will be held in New Orleans May 2 to 4. 
Mr. Simpson, who is also president of the New Orleans 
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METRIC 


Packing of Quality 
The House of METRIC 


Is built on the foundation of honest products, reasonable 
prices, courteous treatment, fair dealings and prompt 
attention to our customers’ needs. 

The name METRIC is your guarantee that you are buy- 
ing honest and dependakle packings. 


ORDER BY STYLE NUMBER 


ASBESTOS PISTON ROD AND VALVE STEM 
PACKINGS 

Style No. 40—Ring } High Pressure Rubber Back Piston Rod 
Style No. 41—Spiral {| Packing. 

Style No. 100— Braided Valve Stem Packing 

Style No. 101— Twisted Valve Stem Packing. 

Style No. 190—Ring 
Style No. 192—Coil 
Style No. 195—Ring 
Style No. 197—Coil 
Style No. 200—Ring 
Style No. 202—Coil 


Round Braided Asbestos Packing. 

Square Braided Asbestos Packing—Mul- 
tiple Braids. 

Square Braided Asbestos Packing for Ro- 
tating Rods. 


RUBBER AND DUCK PACKINGS 


Style No. 60—Plain Rings 

Style No. 61—Sectional Rings } Unstitched Plain Expansion. 
Style No. 62—Spiral 

Style No. 50—Red Core for General Use. 

Style No. 165—High Pressure Combination, Diagonal. 

Style No. 170—Low Pressure Combination, Diagonal. 


HYDRAULIC PACKINGS 
Style No. 220—White Friction Hydraulic Plunger Rings. 
Style No. 230—White Friction Hydraulic. 
Style No. 240—Square Braided Waterproof Hydraulic 
FLAX PACKINGS. 





Style No. 321—Square Braided Flax Packing. 
Style No. 322—Square Braided Flax Packing. 
Style No. 323—Square Braided Flax Packing (No. 1 Jute). 


SHEET PACKINGS 


Style No. 1000— Highest Grade Asbestos Superheat Sheet. 
Style No. 1000—B Second Grade Asbestos Superheat Sheet. 
Style No. 1000—R Red Asbestos Superheat Sheet. 
All of above graphited one side or both sides 
when specified. 
Style No. 1010— Red Rubber Sheet. 
Style No. 1015— Red Rubber Sheet with Brass Wire Insertion. 
Style No. 1020— Black Rubber Sheet. 
Style No. 1030— Asbestos Metallic Sheet. 
Style No. 1035—- Asbestos—Metallic Sheet Red One Side Gra- 
phited Other. 


Style No. 1065— Fibre Sheet. For Oil, Gasoline, Benzoile, Etc. 
Style No. 1075— Cloth Inserted Sheet. 
GASKETS 


Style No. 1500— Asbestos—Metallic Manhole, Handhole and Tube 
Plate Gaskets. 

Style No. 1565— Red Tubular Gaskets. 

Style No. 1580— Gaskets Cut from Asbestos Superheat Sheet. 


Write for our latest catalog 


METRIC PACKING CO., Inc. 
BUFFALO, N. Y. 


Branches 
New York City Pittsburgh Cleveland Detroit Chicago 
San Francisco Los Angeles Honolulu New Orleans 


METRIC 
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= Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 





Pipe Hanger 


is the 
imples 


and 


tronges 
hanger ever made. 


@Note the ball ana 
socket joint. 

@Hanger can swing in 
any direction. 

@Not necessary to re- 
move hanger to raise 
or lower pipe. 


Write for 
*“‘Our Silent Salesman’’ 


The Penn Engineering Co. 


Philadelphia, Pa. 
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Crescent Universal 
Woodworkers 


OU do not have to cut the price 

to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 
Send today for catalog giving complete description of our band 
saws, saw tables, jointers, shapers, planers, borers, planer and 


matchers, swing saws, disk grinder, cut off table, hollow chisel 
mortiser, variety wood worker, universal wood workers. 


hie 
Crescent Machine Co. 
96 Columbia Street 
LEETONIA OHIO 









lodesessccstssstsstettttitisietisiiibiiitiiiiiiiiti tt ttt peat satssesessscessess} 





UUUEAUCE LURE LE LEAL EERE LEAL EAE A EERE LEAL AELAELERE EEL UELELAELELALELEL A) 


YUUUU UXUUUTAIAIAIIIII pases bees esses eseeccesesecesessee 


MraxeuKruxarxxxx11 XURXEYUUATULAIIT UNUNATATALAIAIAT UYLIAAIIII 

















ac 


st 


me 














When writing to Advertisers please mention M1Lt SuPPLIES. 











ae 








Association of Commerce, is scheduled to make an address at 
the third general session of the convention on Friday morn- 
ing, May 4. His subject will be “Scientific Reduction of 
Transportation Costs.” The other speakers on the pro- 
gram for that same morning are C. H. Markham, president, 
Illinois Central Railroad Company, and James A. Farrell, 
president, United States Steel Corporation. 


FACTORY ADDITIONS 


The Weir Stove Co., Taunton, Mass., stove manufacturer, 
is building a four-story plant addition. 

The Southern Paper Co., Moss Point, Miss., is building an 
addition at an estimated cost of $1,500,000. 

The Walworth Mfg. Co., Boston, has been building a one- 
story addition to its plant at a cost of $25,000. 

The Eastman Kodak Co., Rochester, N. Y., is building a 
new power house at an estimated cost of $84,000. 

The Rome Wire Co., Rome, N. Y., is building a one-story 
addition to its Buffalo plant at an estimated cost of $40,000. 

Anaconda Products Co., East Chicago, Ind., is building a 
second unit of its zine oxide plant at an estimated cost of 
$250,000. 

The Wagoner Lumber Co., Pamplico, S. C., plans to rebuild 
the veneer mill destroyed by recent fire with loss estimated 
at $55,000. 

The Tirrell Mfg. Co., Bridgman, Mich., manufacturer of 
spraying equipment, plans to build an addition at an estimated 
cost of $45,000. 

The Buffalo Truck & Tractor Co., N. Y., is considering 
plans for building a one-story factory addition at an estimated 
cost of $55,000 

The United States Axle Co., Fottstown, Pa., manufacturer 
of axles and automobile parts, plans to expend $200,000 in 
plant extensions. 

_ The Temple Lumber Co., Hemphill, Texas, may rebuild 
its lumber mill destroyed by fire February 15, with loss 
estimated at $1,000,000. 

The Guilford Lumber Co., Greensboro, N. C., plans to 
rebuild a portion of its plant recently destroyed by fire with 
loss estimated at $150,000. 

The Williams-Brownell Lumber Co., Biltmore, N. C., plans 
to rebuild its mill, which was recently destroyed by fire with 
loss estimated at $200,000. 

The Pittsburgh Wire Rope Co., Verona, Pittsburgh, has 
tentative plans for a one-story and basement factory at an 
estimated cost of $100,000. 

The Love Lumber Co., Poplarville, Miss., plans to rebuild 
its mill which was destroyed by fire several weeks ago with 
loss estimated at $100,000. 

ftoehm & Davison, 6452 Mack avenue, Detroit, manufac- 
turers of steel products, are building a two-story addition at 
an estimated cost of $100,000. 

The Trenton Potteries Co., Clinton and Ott streets, Tren- 
ton, N. J., has awarded contract for two plant additions at 
an estimated cost of $80,000. 

The Elliott Addressing Machine Co., Albany street, Cam- 
bridge, Mass., is building a four-story and basement addition 
at an estimated cost of $50,000. 

The Seamless Steel Products Co., Milwaukee, plans to 
rebuild its plant which was damaged by fire on March 3 
with loss estimated at $125,000. 

The Tillinghast Rubber Mfg. Co., Stockton, N. J., plans to 
rebuild the portion of its plant destroyed by fire last month 
with an estimated loss of $100,000. 

The Combination Door & Screen Co., Fond du Lac, Wis., 
will build a three-story manufacturing and warehouse addi- 
tion at an estimated cost of $400,000. 

The Milwaukee Electric Railway & Light Co., Milwaukee, 
plans an addition to its plant at Packard avenue and Lake 
road, at an estimated cost of $900,000. 

The Door County Fruit Growers’ Union, Sturgeon Bay, 
Wis., will build cold storage and pre-cooling plant to serve 
its fruit canning and preserving factory. 

The American Can Co., 120 Broadway, New York, plans 
to build a four-story addition to its Hawaiian plant at 
Honolulu at an estimated cost of $200,000. 

The Memphis Sash & Door Co., Memphis, Tenn., has 
awarded contract for a two-story and basement addition to 
its factory. The estimated cost is $100,000. 
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The Buffalo, Rochester & Pittsburgh Railway Co., Buffalo, 
plans to expend $200,000 for new ashpits and ash handling 
machinery at Salamanca, N. Y., and other points. 

The Ford Motor Co., Los Angles, recently awarded con- 
tracts for building a two-story addition to its assembling 
works in that city at an estimated cost of $300,000. 

The Williamson Heater Co., Cincinnati, is building a new 
factory to replace the one destroyed by recent fire. The 
company manufactures furnaces and clothes dryers. 


The Fort Wayne Box Co., Fort Wayne, Ind., is building 
a four-story and basement addition to its plant at Calhoun 
and Superior streets at an estimated cost of $150,000. 

The Kenney Brothers-Walters Co., Baldwinsville, Mass., 
furniture manufacturer, plans to rebuild the portion of its 
plant destroyed by fire with estimated loss of $75,000. 

The East Braintree Bleacheries Co., East Braintree, Mass., 
plans to build additions to its plant at an estimated cost of 
$40,000. The plans include a one-story power house. 


Holland Mfg. Co., Central avenue and Bank street, Balti- 
more, manufacturer of tacks, nails and spikes, plans to build 
a four-story plant addition at an estimated cost of $35,000. 

Pennsylvania Paper Stock Co., 516 First avenue, Pitts- 
burgh, whose plant was partly destroyed by fire on 
February 18, with loss estimated at $75,000, plans to rebuild. 

Maxwell, Rowland & Co., Holmesburg, Pa., manufacturers 
of shovels, plan to rebuild the portion of their works de- 
stroyed by fire on February 19, with loss estimated at 
$125,000. 

Grinnell Co., Warren, Ohio, has awarded the contract for 
a four-story addition to the works of the General Fire Ex- 
tinguisher Co., the estimated cost being $300,000, including 
machinery. 

The Todd Shipyards Corporation, 25 Broadway, New York, 
plans to build a new machine and repair works in connection 
with a new dry dock at its Brooklyn plant, the entire project 
to cost $500,000. 

The American Bridge Co., 71 Broadway, New York, plans 
to rebuild its tinplate mill at Elmira Heights, N. Y. The 
mill was recently destroyed by fire which did damage 
estimated at $100,000. 

The Sioux City Brick & Tile Co., 9 West Third street, 
Sioux City, Iowa, is rebuilding the portion of its plant 
destroyed by recent fire. The cost of the replacements is 
estimated at $100,000. 

The Johns-Pratt Co., Hartford, Conn., has acquired build- 
ings and land at Van Dyke and Huyshope avenues, formerly 
owned by the Colt’s Patent Fire Arms Mfg. Co. and will use 
the property for extensions. 

The Pacific Coast Borax Co., Kohl building, San Francisco, 
plans to start construction of a one-story machine shop and 
power plant soon at San Pedro at an estimated cost of 
$100,000. This will be in connection with its new refinery. 

Black Brothers, Blue Springs, Neb., millers, are building 
an electric power house at an estimated cost of $100,000. 
The plant will be used to furnish power for the company’s 
mill at Beatrice, Neb., as well as for the Blue Springs mill. 

The Pere Marquette Railroad Co., Detroit, plans to build 
a new engine terminal and repair shops at Detroit, and to 
make other improvements there at a cost of $1,200,000. The 
company also has plans for similar extensions in its Grand 
Rapids yards. 

The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
has tentative plans for either remodeling the plant of the 
Wilson-Snyder Mfg. Co., Ross and Water streets, Pittsburgh, 
recently acquired, or for erecting a new building at an 
estimated cost of $500,000. 

The Ulster Iron Works, Dover, N. J., is building a one- 
story addition to its plant for manufacturing hollow stay- 
bolts and specialities. The estimated cost of the work is 
$100,000, and when it is completed, the company plans to 
remove its Chicago branch to Dover. 

America’s Best Trailer Truck Co., Memphis, Tenn., a 
recently organized company with capital stock of $1,000,000, 
plans to remodel a factory recently acquired and use it to 
manufacture trailer trucks for factory and other service. 
Joseph Newberger is president of the company. 

The Green Bay Foundry & Machine Works, Green Bay, 
Wis., plans to build an addition to its casting shop and 
machine room at a total estimated cost of $55,000. The 
company manufactures special equipment for paper mills, 
packing plants and other industrial establishments. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














“The Strongest 


lor Stopped Up or Frozen Plumbing 
Solvent Made” 


HERCULES 
Drain Pipe Solvent 


serves the Soret BEST. Stronger than any other 
solvent made, it gives quicker and more positive 
action on the most difficult job. Backed by un- 
qualified guarantee—SATISFACTION or Your 
Money Back. HERCULES is in DEMAND. 
Progressive plumbers throug xhout the country who 
have found HERCULES “best by test’? will use 
no substitute. Supply this demand in your terri- 
tory. HERCULES is backed by national adver- 
tising to the plumbing trade and sales creating 








5% Stronger 
No Fumes aed 
Works with cold jobber helps. 


Water Cash in NOW on this established sales service to the trade. 
s Drop us a line today for our interesting jobber proposition. 
HERCULES CHEMICAL CO., 440 Washington St.. New York 


Canadian Distributor: 
W. HE. Cunningham & Hill, Ltd., 209 Richmond st., Toronto, Ont. 


MANUFACTURERS OF 


OAK TANNED 
WATER PROOF, CHROME 


AND 


LEATHER BELTING 





TAYLOR BELTING COMPANY 


Gotoh t-tot-§ ole) bt Mam belobt- tere 











We Manufacture for the Jobbing Trade 





Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 





Pilley Packing & Flue Brush Mfg. Co. 


608 S. Third St. St. Louis, Mo. 
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&. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 
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Known the World Over as the 


“V-B” Belt 


For 


Elevating 
lhe Very Best Balata Belt Obtainable. 
We also Manufacture 
— and Ampere Canvas Stitched Belt- 
ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 
167 N. Market st. 





Factories: 
Easton, Pa. 


Transmission, Conveying and 
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THAT INSURE GREATER SERVICE 
INCREASED MANUFACTURING FACILITIES 
Asbestos Products Company 


MANUFACTURERS OF 


ASBESTOS CEMENT 


Announce removal of their general offices and 
factory to their new and larger building at 


2100 Fullerton Ave., Chicago 


Prompt Shipments to Jobbing Trade—Carloads or Less 
ASBESTOS PAPER, MILLBOARDS, FIBRES, COVERINGS, ETC 
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BUF F A LO BAR| a DRESSING 


Overcomes belt troubles— 

Makes belts soft and pliable— 

Prevents slipping and increases power— 

Absolutely beneficial to leather belts— 

Most economical Bar Dressing on the market, no waste, 

easy to apply and convenient to handle on belts of all sizes. 
Write us for FREE Sample 


BUFFALO BELT DRESSING CO. 


962 Kensington Ave., Buffalo, N. Y. 


Jobbers write for special offer 








CWEETLA 
» CHUCKS 





NO »), 





Every type of lathe chuck any 
shop requires—and the strength 
and endurance it demands. 


Write for Catalog 


The Hoggson & Pettis Mfg. Co. 
New Haven, Conn., U.S. A. 

















When writing to Advertisers please mention Mitt SupPPpLigs. 
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NEW FACTORIES 

Forsythe & White, Birmingham, Ala., plan to build a new 
mill at an estimated cost of $60,000. 

The city of Flint, Mich., plans to build a new vocational 
school at an estimated cost of $80,000. 

The Bronze Metal Co., Meadville, Pa., will build 
one-story plant at an estimated cost of $45,000. 

The Edgemoor Iron Co., Edgemoor, Del., is building a one- 
story machine shop at an estimated cost of $75,000. 

The Perfection Trailer & Mfg. Co., Cleveland, plans to 
build a new factory at an estimated cost of $75,000. 

The Lewis County Cut Glass Co., Weston, W. Va., plans 
to build a new factory at an estimated cost of $60,000. 

Carolina Baking Co., Charlotte, N. C., plans to build a 
new two-story bakery at an estimated cost of $150,000. 

The American Metal Hose Co., Waterbury, Conn., plans 
to build a three-story plant at an estimated cost of $130,000. 

The Acme Machinery & Equipment Co., Newington, Conn., 
plans a new one-story plant at an estimated cost of $85,000. 

The Wilkes Hosiery Co., North Wilkesboro, N. C., plans 
to build a new mill and power plant at an estimated cost of 
$100,000. 

The Waldorf Paper Products Co., St. Paul, Minn., plans 


to build a new five-story plant at an estimated cost of 
$250,000. 


a new 


The Pure Oil Co., Columbus, Ohio, plans to build a new 
refinery at Smith’s Bluff, Texas, to cost $300,000, including 
machinery 

The Baltimore Gas Appliance & Mfg. Co., Bayard street, 
Baltimore, will build three-story units at an estimated cost 
of $50,000. 

The Citizens Ice & Supply Co., Bellefontaine, Ohio, plans 
to build a new ice-manufacturing plant at an estimated cost 
of $70,000. 

Phillipsburg Ice & Cold Storage Co., Phillipsburg, Kansas, 
plans to build a new one-story ice-manufacturing plant at a 
cost of $65,000. 

The West Memphis Lumber Co., Memphis, Tenn., plans 
to build a lumber mill near Tuskegee, Ala., at an estimated 
cost of $200,000. 

Sand Springs Cotton Mill Corporation, Sand Springs, 
Okla., will build a new textile mill and power plant at an 
estimated cost of $120,000. 

The Fisher Body Corporation, Detroit, has called for bids 
for its new plant to be erected at Pontiac, Mich., at an 
estimated cost of $2,000,000. 

The Artificial Ice & Cold Storage Co., Yakima, Wash., 
plans the construction of a new ice-manufacturing plant at 
an estimated cost of $400,000. 

The Green Car Wheel Mfg. Co., 3000 North Broadway, 
St. Louis, plans to build a new plant at an estimated cost of 
$100,000, including machinery. 

The Central California Ice Co., Fresno, Cal., will build a 
new ice manufacturing and refrigerating plant at Taft, Cal., 
at an estimated cost of $70,000. 

Ben Adelman, 1073 Sherman boulevard, Milwaukee, will 
build a new laundry plant at Twenty-ninth and Vliet streets 
at an estimated cost of $65,000. 

The St. Louis Independent Packing Co., St. Louis, will 
build an ice and refrigerating plant at 3857 Chouteau street 
at an estimated cost of $250,000. 

The Eureka Coai & Clay Co., Athens, Texas, plans to build 
a complete mining plant near Athens. The company is 
newly organized one with ‘capital of $50,000. 

The Galion Iron Works & Mfg. Co., Galion, Ohio, plans 
to build a new factory for the manufacture of road rollers. 
The estimated cost of the project is $300,000. 

The Belle Marie Mining & Milling Co., Ashcroft, Colo., 
plans to build a new milling plant, power house and mechan- 
ical shop at a total estimated cost of $500,000. 

Fordham University, New York City, is planning the 
erection of a printing plant at an estimated cost of $300,000. 
Motors and other equipment will be installed. 


al 


The American Ice Co., Calvert building, Baltimore, plans 
to build a one-story ice manufacturing plant at 623 North 
Iden street at an estimated cost of $100,000. 

P. F. & M. T. Howley, Wyoming avenue, Scranton, Pa., 
plan to build a one-story plant for manufacturing sheet metal 
products. They contemplate spending $37,000. 





The Flexlume Sign Co., 75 Kail street, Buffalo, manufac- 
turer of electric signs, will build a new plant at Skillen street 
and Military road at an estimated cost of $200,000. 

John Moore, Okmulgee, Okla., plans to build a two-story 
plant for manufacturing automobile accessories. The esti- 
mated cost of the building and equipment is $50,000. 

The Allentown Paper Box Co., Tenth and Green streets, 
Allentown, Pa., is building a new three-story plant at Jeffer- 
son and Liberty streets at an estimated cost of $60,000. 

The Carr-Trombley Mfg. Co., Main and Branch streets, 
St. Louis, furniture manufacturer, is building a three-story 
factory on First street at an estimated cost of $100,000. 

The Queens Borough Gas & Electric Co., Far Rockaway, 
lL. L., plans to build a new plant at Sheridan boulevard and 
Jamaica Bay, Inwood, L. I., at an estimated cost of $200,000. 

H. S. Storr & Co., Raleigh, N. C., manufacturers of office 
equipment, will probably rebuild their factory which was 
destroyed by fire on March 2 with loss estimated at $70,000. 

Ingram-Richardson Mfg. Co., 227 Fulton street, New York, 
manufacturer of enameled metal signs, will build a power 
house in connection with its new factory at Bayonne, N. J. 

Auto Car Co., Ardmore, Pa., plans to establish a service 
works on Whalley avenue, New Haven, Conn. A building 
for the purpose is being erected at an estimated cost of 
$50,000. 

The Press Publishing Co., 228 Oliver avenue, Pittsburgh, 
plans to build a new printing plant at an estimated cost of 
$800,000. The equipment will include motors and conveying 
machinery. 

W. E. Bleck & Co., 1846 Lamon avenue, Chicago, manufac- 
turer of sash, doors and blinds, plans to build a new two- 
story plant at 801 North Lamon avenue at an estimated cost 
of $200,000. 

Madison, N. J. will soon build a new three-story high 
school to contain a manual training department. Guilbert 
& Betelle, Newark, N. J., are architects and the estimated 
cost is $300,000. 

The New Haven Dairy Co., New Haven, Conn., plans to 
build a new three-story dairy, with ice and refrigeration de- 
partment, at Bridgeport, Conn. The estimated cost of the 
plant is $100,000. 

Powell & Zuber, Inc., has leased part of a four-story fac- 
tory at 65 Hoyt street, Newark, N. J. and will manufacture 
toys and novelties. It is reported that the company will 
employ 150 operatives. 

The American Type Founders’ Co., Cummunipaw avenue, 
Jersey City, N. J., has awarded contracts for its new print- 
ing press plant to be erected in Elizabeth, N. J., at an esti- 
mated cost of $500,000. 

D. J. Norton, formerly connected with the American 
Transformer Co., Newark, N. J., will soon operate a new 
plant at 71 Hamilton street, Newark, for manufacturing and 
repairing electric equipment. 

The E. K. Wood Lumber Co., Anacortes, Wash., will soon 
build a new mill at Burrows Bay, at an estimated cost of 
$400,000, including machinery. The plant will include a 
power house and machine shop. 

Connecticut Agricultural College, Storrs, Conn., may soon 
have a new mechanical and machine repair building. The 
project is in the hands of the agricultural committee of the 
state legislature, Hartford, Conn. 

The R. B. Hayward Co., 849 West Ohio street, Chicago, 
manufacturer of ventilating systems, is building a one-story 
factory at the northwest corner of Sheffield avenue and 
Marcy street at a cost of $50,000. 

The Gravely Motor Plow & Cultivator Co., Dunbar, W. 
Va., plans to operate a plant to manufacture motor-driven 
farm and garden cultivators. The company is a new one, 
organized with a capital of $200,000. 

The Chevrolet Motor Co., Fort Worth, Texas, is building a 
new four-story branch plant at East Dallas at an estimated 
cost of $125,000. The new plant will be equipped to man 
ufacture parts and to do repair work. 

Twin City Motor Car Co., 1428 Harmon Place, Minneap- 
olis, plans to install a machine shop in a new two-story ser- 
vice building to be built at Fifth and Exchange streets, St. 
Paul, at an estimated cost of $90,000. 

Anderson, Clayton & Co., Houston, Texas, cotton mer- 
chants, will build new warehouses on the ship channel at an 
estimated cost of $1,000,000. Equipment will include travel- 
ing cranes and other handling devices. 
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“Ou een” 


Fire Extinguishers 


Safety First Appliances 
We have 


territory open 


Harker Mfg. Co. 


121 W. Third St., Cincinnati, O. 


TRANSMISSION MACHINERY 
for LIGHT POWER 


Grooved Pulleys 
1”-74” dia. 
Flat Face Pulleys 
£”-§2" dia. 
Pillow Blocks. 
Hangers. 
Reducing Gears. 
1/16-11%4 H. P. 





Write for Special Proposition to New Dealers 
Catalog and discounts on request. 


WINFIELD H. SMITH 
1014 Lock St. Buffalo, N. Y. 








RE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. 





Chicago 


Qne Man or a Dozen? 


What concern wouldn’t invest $5.00 to save 11 
mens’ time and wages. The ATLAS Car Mover is 
the best and most powerful device ever made for 
starting and moving loaded cars by hand. Its 
compound leverage exerts a double leverage of tre- 
mendous force. Many other good points. 

i The ATLAS is a quick 


sure, profitable seller. 
Write for discounts if 
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DAISY SPRAY NOZZLE 
THE MOST POPULAR GARDEN HOSE 
NOZZLE ON THE MARKET! 

Made from Solid Brass Rod Guaranteed Leak Proof 





Write for a Sample and Prices 


SCHLANGEN BROS. CO. 
2435 Irving Park Blvd. Chicago, U. S. A. 


STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. 





Chicago 
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Pressed Steel 


Hand Trucks 
“BRUTE” 


Pressed Steel 
Trailers 








Write for specifications and Prices 


Sharon Pressed Steel Co. 


Sharon, Pa. 





DAVIS VALE 


STEAM -SAVERS SINCE 1875 
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Float Valves 
Steam Traps 
Flow Regulators 
Special Valves 


Pressure Regulators 


ck Pressure Valves 
Stop and Check Valves 
Exhaust Relief Valves 


Write to the G. M. Davis Regulator Co. 
411 Milwaukee Avenue, Chicago 


for details of money-back 
guarantee. 
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The Boston Elevated Railway Co., 108 Massachusetts ave- 
nue, Boston, will begin construction on its new repair shops 
at Everett, which, with other construction work contem- 
plated by the company, will cost $3,000,000. 


B. D. Aldrich and Edward Radding, 144 Westminster 
street, Providence, R. I., will build a five-story service station, 
including a machine shop and parts department, on Orange 
street, Providence, at an estimated cost of $200,000. 

The Justrite Mfg. Co., 2061 Southport avenue, Chicago, 
manufacturer of ash cans and other products, has awarded 
contract for a new four-story factory to be erected at 2071 
Southport avenue, at an estimated cost of $100,000. 

The Harrington & King Perforating Co., 614 North Union 
avenue, Chicago, manufacturer of mining screens, plans to 
build a new one-story factory on the southwest corner of 
Kilbourn and Waller streets at an estimated cost of $275,000. 


The Badger Lumber & Mfg. Co., Oshkosh, Wis., is build- 
ing a new sawmill and furniture factory to replace the plant 
recently destroyed by fire. The estimated cost of the build- 
ings is $125,000, this sum including cost of machinery and 
equipment. 

The New Jersey Twin Hoist Co., 201 Calhoun street, 
Trenton, N. J., is building a new plant on North Cook ave- 
nue at an estimated cost of $85,000. The company was re- 
cently organized with a capital of $200,000 to manufacture 
mechanical hoists. 

The Marshall Furnace Co., Marshall, Mich., has awarded 
contracts for a one-story sheet metal working shop, which 
will be the first unit of a new plant which will be built at a 
total estimated cost of $250,000. The company’s plant was 
recently destroyed by fire. 

Gerstendorfer Brothers, 231 East Forty-second street, New 
York, will build a new plant for manufacturing bronze pow- 
ders and other products at Clinton and Lorraine streets, 
Brooklyn. The estimated cost of the building is $885,000. 
The general contract for the work was recently let. 

The Instant Collapsible Rim Corporation, Bank of Com- 
merce building, Norfolk, Va., plans to build a factory at Suf- 
folk, Va. to manufacture metal rims for automobiles. The 
company, recently organized with capital stock of $750,000, 
plans to expend $90,000 in the establishment of its factory. 


INCREASED CAPITAL 

The Keystone Tool & Metal Parts Corp., Buffalo, has in- 
creased its capital stock from $50,000 to $100,000. 

The Crawfordsville Wire & Nail Co., Crawfordsville, Ind., 
has increased its capital stock from $150,000 to $450,000. 

The Metal Ware Corporation, Two Rivers, Wis., has in- 
creased its capital stock from $250,000 to $350,000, and plans 
to enlarge its plant. 

The Oldman-Magee Boiler Works, Buffalo, has increased 
its capital stock from $5,000 to $300,000, and will make 
plans soon for increased manufacturing facilities. 

The Maryland Glass Sand Co., Hagerstown, Md., has in- 
creased its capital stock from $150,000 to $250,000 and will 
equip a power plant and electrify its works near Hancock, 
Md. 

The Badger Foundry Co., Racine, Wis., has increased its 
capital stock from $100,000 to $200,000, and is said to be 
planning extensions of its business. The company manufac- 
tures gray iron castings. 

The Gibb Instrument Co., Bay City, Mich., manufacturer 
of electric welding equipment, has increased its authorized 
capital stock from $75,000 to $175,000, and will increase its 
manufacturing facilities. 

Ross-Meehan Foundries, Chattanooga, Tenn., have _ in- 
creased their capital stock from $60,000 to $1,200,000. The 
company was organized in 1888, and has a large surplus 
which is to be converted into capitalization. 

S. S. Spencer Co., St. Paul, Minn., jobber of plumbing 
and heating supplies, has increased its capitalization from 
$50,000 to $150,000. S. S. Spencer is president, treasurer 
and buyer of the company, which was established in 1915. 

The Better Products Co., Columbus, Wis., manufacturer 
of poultry farm equipment, has increased its capital stock 
from $25,000 to $50,000, and will use a large part of the 
additional capital for acquiring new machinery and equip- 
ment. 





NEW CORPORATIONS 


The American Iron Works, Kernersville, N. C., $75,000, to 
manufacture boilers and radiators; incorporators: Allen 
and Ora L. Smith. 

The Co-Rim Co., Louisville, Ky., $500,000, to manufacture 
automobile rims; incorporators: Val Lachmaelle, F. E. Bal- 
cum and B. F. Hardesty. 

American Toy Works, Cincinnati, $50,000, to manufacture 
toys; incorporators: George L. Yeatts, F. P. Fuller, Theresa 
Yeatts, H. F. White and G. E. Fuller. 


The Ohio Cutlery Mfg. Co., Massillon, Ohio, $50,000, to 
take over the present plant of the Ohio Cutlery Co.; incor- 
porators: W.E.N. Himperly and P. A. Kuhn. 

Claybourne, Inc., Boston, Mass., $75,000, to build ma- 
chinery; incorporators: Richard L. Wilson and Ball Bart- 
lett, Waltham, and Edward R. Smith, Malden. 

The Atlas Die Casting Corp., Worcester, Mass., $100,000, 
to make die castings; incorporators: Alexander B. Camp- 
bell, William J. Woods, Harry Smith and others. 

The W. E. Kautenberg Co., Freeport, Ill., $50,000, to man- 
ufacture mop, broom and brush handles, toys and wooden- 
ware specialties; incorporator: W. E. Kautenberg. 

The Lakeside Mfg. Co., Madison, Wis., $100,000, to man- 
ufacture tools, machinery, labor saving appliances; incor- 
porators: <A. T. Rose, R. L. Hopkins and Broman Mason. 

The Sterile Machinery Corp., Springfield, Mass., $750,000; 
incorporators: Harry E. Cleveland and William H. Toep- 
fert, of Holyoke, and Anton C. Achmelzer, of Longmeadow. 

Lanier County Power Co., Milltown, Ga., $300,000, to build 
a hydroelectric generating plant and operate same; incor- 
porators: F. E. Hatch, Albany, Ga., and R. T. Berrhill, 
Milltown. 

The Beggs Engineering Co., Inc., Hartford, Conn., $500,- 
000, to manufacture valves and other devices and deal in 
machinery; incorporators: T. R. Beggs, B. J. Smith and 
J. H. Kane. 


The Goshen Lightning Rod Co., Goshen, Ind., $150,000, to 
manufacture lightning rods and mechanical equipment, tak- 
ing over an established business; incorporators: A. G. 
Hoovens and others. 

The Clark-Celfor Tool Co., Buchanan, Mich., $50,000, to 
manufacture tools and machinery for the automotive indus- 
try; the incorporators being connected with the Clark Equip- 
ment Co., Buchanan. 

Robert Berner Structural Steel Co., Indianapolis, $150,000, 
to manufacture steel and iron products; incorporators: 
Frank C. Miller, Robert Berner, Clifford J. Williams, Arthur 
W. Gage and Richard H. Dickson. 

Moloney Electric Co., of Canada, Ltd., Toronto, Canada, 
$500,000, to manufacture transformers and other electrical 
equipment; incorporators: officials of the Moloney Electric 
Co., 1149 South Seventh street, St. Louis. 


Holland Maid Co., Holland, Mich., $400,000, a reorganiza- 
tion of the Holland Mfg. Co. to manufacture electric washing 
and ironing machines; incorporators: A. H. Landwehr, D. 
J. Diekeman, R. M. Bosworth and others. 


The LaCrosse Motors Equipment Co., LaCrosse, Wis., 
$50,000, to manufacture pistons, piston rings and other en- 
gine parts, taking established business; incorporators: J. 
Maggio, W. E. Hickisch and F. R. Chopiesky. 

The Goss-Stade Corporation, New York, $100,000, to man- 
ufacture vacuum tanks and automobile equipment; incor- 
porators: John Grimm, vice-president, Guaranty Trust Co., 
New York; H. T. Goss, C. E. Stade and F. H. Cozens. 

The Canadian Postel Lock-Nut & Bolt Co., Collingwood, 
Ontario, $200,000, to manufacture bolts, screws, rivets and a 
safety devic?; incorporators; Francis A. Bassett, Charles 
W. Pitt, J. F. Zimmerman, Donald McKay, and others. 

The Lawler Machine Co., Inter-Southern building, Louis- 
ville, Ky., $10,000, to engage in business as a machinery 
dealer, specializing in saw mill, planing mill, machine shop 
and conveying machinery; incorporators: Daniel W. Lawler 
and others. 

The Universal Milking Machine Co., Waukesha, Wis., 
$400,000, to manufacture dairy appliances, the company be- 
ing a reorganization of an Ohio company of the same name 
with works at Columbus; incorporators; John A. Schmitt 
and others. 


The Auto-Namic Corporation, Milwaukee, Wis., $50,000, to 


manufacture piano player actions, motor vacuum units and 
other specialties formerly made by a department of the Jack- 
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The No. 401 Champion 


e a . 

Steel Rivet Forge Quality 
can be seen working on 99 out of All Our Protects 
every 100 structural steel buildings Distributors 


Profits” 


being built in the United States to- 

day. The same may be said of all — 

railroads, bridge builders, boiler Selling 

makers, ete, The No. 401 Forge 

has not only been adopted by this gee : ft 

elass of trade in the United States, Reg. U. S. Pat. Off. 

but also throughout the entire 

but OUR LINE INCLUDES 
Carried in stock by all the lead- Complete Welding, Cutting, Brazing, Lead Burn- 

ing mill supply jobbers, ing and Decarbonizing equipments. Non-Flash 
Write for coteleg ond price sheet. Torches, Gas Regulators, Acetylene Generators, 


Cylinder Trucks, Welding Rods, Fluxes and Accessories. 


Champion Blower & Forge Co. Write for  Torchweld Equipment Co. 


ma “= Lancaster, Pa. our Sales 


Proposition FULTON & CARPENTER STS., CHICAGO 








PAPER COMPOSITION PULLEYS PORTER’ “\_ClIPPERS 


(ay ® ® Nm = =Made in a num- 
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. models for han- 
dling various 


A tool for cut- 


Water and Oil Proof 
ting bolts, rods, —_ 


Manufactured by a new process. and wires. Orig- sizes of work 


Superior in every way to all other inally perfected ' and for special 
Paper Pulleys. Will not fray at for. the black- ’ oe purposes. Sold 
the edges. In all standard sizes smith and car- j = by heavy hard- 
from 114 inches up—special sizes riage - building 2 ware and _ tool 


trade, now used 


supply houses 
all over the 


everywhere. The 


furnished on short notice. 





—— tend in — name Porter is 
: actories and on on every tool 
Distributed through Mill Supply Houses. Ask for Folder. rota < mM cuaranteed by 


H.K. Porter. 


COMPOSITION WOOD PRODUCTS CO. 


) HK.PORTER 
10 South La Salle St., Chicago 








MASON |TOLMAN BRUSHES 


**Adjustable”’ 





ADJUSTING 
THUMB NUTS 





Reducing Valves 
ARE STANDARD 


Do You Carry It is clearly a fact that our adjustable wire form sup- 
Them in Stock? ports the bristles, and therefore makes an altogether 


superior brush. Tolman Brushes outwear by far, 
ordinary brushes. 


MASON REGULATOR Co. Brushes for all classes of sweeping 
BOSTON, MASS. TOLMAN MFG. CO., MILWAUKEE, WIS. 














Increase Your Income and 


Build Customer Good Will 
I. | by Selling 


Mii ieee ‘RR ACINE’’ 
a ye A FIELD CONSTANTLY WIDENING 


HIGH SPEED In practically every industrial field the merit of Stanley 


Solid Woven Cotton Beiting has been proven. It is 


highly heat and oil resisting: pliable: minimum stretch. 
METAL CUTTING A profitable jobber's belt. Investigate. Write for 


samples and prices. 












“Racine” 
Junior 


Patented MACHINES STANLEY BELTING CORPORATION 
~_ a a 15-17 No. Jefferson st. Chicago 
id Feb: 2 





sa Write for Catalog 
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Racine Tool & Machine Co., Racine, Wis. 
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son Piano Co., 110 Reed street, Milwaukee, which was re- 
cently liquidated; incorporators: Wolfe & Kolinski, attor- 
neys, 425 East Water street, Milwaukee. 

Athens Plow Co., Athens, Tenn., $100,000, to continue 
business heretofore operated under the same name but as a 
partnership; officers of the company are: president, R. J. 
Fisher; secretary-treasurer, E. L. Willson; vice-president, 
C. L. Williams. The company has tentative plans under 
consideration for erecting a foundry building sometime in 
the near future. 


GENERAL NEWS FROM THE FIELD 


J. J. Guiney has acquired entire control of the business of 
Caine & Guiney, 12 Pearl street, Boston, Mass., dealers in 
iron and steel products. 

Delaware Tool Co., Wilmington, Del., will manufacture and 
distribute a line of plumbers’ tools formerly made by the 
Woodward-Wanger Co., Philadelphia. 

The American Iron, Steel and Heavy Hardware Associa- 
tion will hold its annual convention at Chicago May 15, 16, 
and 17, with headquarters at the Drake hotel. 

An involuntary petition in bankruptcy has been filed 
against the Nilson-Miller Corporation, Hoboken, N. J., ma- 
chinery manufacturer, whose liabilities are listed at $70,000 
and assets at $100,000. 

The Porter-Cable Machine Co., Syracuse, N. Y., has re- 
cently acquired the business of the Syracuse Sander Mfg. 
Co., and will continue to manufacture that company’s prod- 
ucts in addition to its own regular line. 

The Standard Machine & Tool Corporation, Moline, III., 
which was recently organized, has elected the following: offi- 
cers: President, C. A. Cook; vice-president and treasurer, 
Kk. J. Aspengren; secretary, G. B. Gaylord. 

The American Hardware Manufacturers’ Association and 
the Southern Hardware Jobbers’ Association will hold a joint 
convention at Jacksonville, Fla., April 24, 25, 26 and 27. Head- 
quarters for both associations will be the Windsor Hotel. 

Murray W. Sales & Company, Detroit, jobber of plumb- 
ing, heating and engineers’ supplies, are now completely in 
stalled in their new seven-story building at 801 West Balti- 
more avenue, occupying 120,000 square feet of floor space. 

F. R. Lueck Mfg. Co., Milwaukee, manufacturer of tools 
and dies, recently filed a voluntary petition in bankruptcy 
With assets listed at $30,018 and liabilities at $28,992. The 
value of patents, trademarks and good will is listed at 
$11,905. 

Webster Mfg. Co., Chicago, manufacturer of elevating, 
conveying and power transmission machinery, has organized 
a Canadian company to operate under the name of Webster 
Inglis, Ltd., with headquarters at 14 Strachan avenue, 
Toronto. 

J. FE. Robertson & Co., El] Paso, Texas, has announced thai 
F. Wagner, formerly a member of the firm of Williams 
& Wagner, manufacturers’ agents, is now associated with the 
Robertson company, which is representative for several mill 
supply manufacturers. 

S. S. Fretz Jr. & Co., 23rd street and Sedgley avenue, 
Philadelphia, announce their purchase of the business of 
Lewis Campbell, Boyertown, Pa., and the New Jersey Nipple 
& Machine Co., Newark, N. J., manufacturers of iron, steel 
and brass pipe nipples. 

The Norma Co. of America, Long Island City, N. Y., man- 
ufacturer of roller bearings, has acquired the selling rights 
for this country on the Hottman roller bearings, an English 
made line. The Norma Co. plans to manufacture these 
bearings at their Long Island plant. 

Edward Hollander Tool Co., formerly located at 142 Miller 
street, Newark, N. J., has changed its name to the Hollander- 
Westman Tool Co., and is now located at 566 Forest street, 
Arlington, N. J. The officers of the company are: Presi- 
dent, Edward Hollander; secretary-treasurer, J. Westman. 

The Troy Belting & Supply Co., Troy, N. Y., manufacturer 
of leather belting and distributor of mill and steam supplies, 
held its annual meeting at the office of the company on Feb- 
ruary 26, and re-elected its officers as follows: President, E. R. 
Thomas; vice-president, W. D. Lessels; secretary and treas- 
urer, S. E. Allen. 

Myers, Beeson, Golden, Inc., is the name of a new adver- 
tising agency which has recently been organized in Toledo, 
Ohio, to specialize in industrial accounts. The officers of 
the company were all formerly connected with the United 
States Advertising Corporation. The company has opened 
headquarters at 410 Nasby building, Toledo. 








The Duluth Iron & Metal Co. has been organized at Duluth 
with a capital stock of $500,000 to deal in railroad supplies 
and scrap metals. Louis Zalk is president of the company. 
The other incorporators are Gittel Zalk and Hyman Y. Jo- 
sephs. The same incorporators are interested in the newly 
organized Zalk-Josephs Co., which will deal in heavy hard- 
ware. 

Manufacturers of range boilers held a recent conference 
with the division of simplified practice, Department of Com- 
merce, at Washington February 28. Several recommenda- 
tions were adopted at the meeting, including the elimination 
of the so called “short-size” boiler now being used in New 
York city, and the recommendation of a certain list as 
standard. 

Eastern Steel Products Corporation has purchased the gen- 
eral works of the Pennsylvania Shafting Company in Spring 
City, Chester County, Pa., and is operating the plant, manu- 
facturing cold drawn steel in rounds, flats, squares, hexa- 
gons and special shapes, turned and polished shafting; ma- 
chine keys and steel specialties. John H. Wilson is president 
of the corporation. 

Rainey Tool Co., Cleveland, has established headquarters in 
the Plymouth building, that city, and will act as selling agent: 
for the Rainey Bros. Tool Co., Grove City, Pa. The officers 
of the company are A. J. Bolger, formerly Cleveland dis- 
trict manager for the Mid-West Mfg. Co., Minneapolis, and 
I). C. Paul, formerly Cleveland district manager for the 
Black & Decker Mfg. Co., Baltimore. 

C. H. Booth, receiver of the Republic Rubber Company, 
Akron, Ohio, announces that a definite reorganization of the 
company will be consummated in April. The company will 
be sold as a going business, this formal step being customary 
in receivership proceedings. The properties will subsequently 
be vested in a new corporation to be organized under substan- 
tially the same name. This assures taking the business out 
of the receivership. The sales of the company have increased 
remarkably during the past 14 months. 

At the annual meeting of the Cincinnati branch, Nationa! 
Metal Trades Association, held March 1, the following offi 
cers were elected: President, J. Wallace Carrel, Lodge & 
Shipley Machine Tool Co.; vice-president, E. A. Muller, King 
Machine Tool Co.; treasurer, L. G. Freeman, the Louis G. 
Freeman Co.; secretary, David C. Jones, The Lunkenheimer 
Co. The executive committee elected is composed of J. B. 
Doan, The American Tool Works; O. O. Geier, The Cincinnati 
Milling Machine Co.; and A. B. Breeze, the Cincinnati Ball 
Crank Co. 

The Western Iron Stores Co., West Water and Sycamore 
streets, Milwaukee, distributor of mill supplies, has opened 
a branch office and salesroom at Racine, Wis. John R. 
Powers has been appointed branch manager. Mr. Powers 
was for 18 years connected with the Badger-Packard Ma- 
chinery Co., Milwaukee, machine tool and transmission sup- 
ply house. He has recently been sales manager of the com- 
pany. The opening of the new Racine branch is in line with 
the Western Stores Company’s recently announced program 
of expansion. 

J. Russell & Co., Holyoke, Mass., distributors of hardware, 
tools, iron and steel, mill and contractors’ supplies and auto 
mobile accessories, who have heretofore operated as a part- 
nership, have been incorporated with a capital of $50,000. 
The officers of the company are: President, Henry L. Rus- 
sell; vice-pres‘dent, Robert H. Russell; treasurer, Newton H. 

tussell. The company is one of the oldest and most widely 
known hardware and mill supply houses in Western Massa- 
chusetts, and carries an average stock valued at $400,000. Its 
territory includes all of Western New England. Seven sales 
men are employed to cover this territory. 

The Thompson Wire Co., Boston, $200,000, to manufacture 
strip steel and wire; incorporators: George M. Thompson, 
Newton, Mass.; Allan L. Cowperthwaite and others. Mr. 
Thompson was formerly vice-president and general mana 
ger of the Wickwire Spencer Steel Corp., Worcester, Mass., 
and Mr. Cowperthwaite was connected with the same com 
pany. The new company is building a plant at Dorchester, 
Mass. 

The annual meeting of the Electric Power Club will be 
held on June 11 to 14, inclusive, at the Homestead, Hot 
Springs, Va. The club was organized at this same place in 
1908. It has recently been actively engaged in standardiza- 
tion work. Shortly after the annual meeting, it is expected 
that the new handbook of the club will be published. The 
club recently adopted standards for portable electric drills. 

The Graton & Knight Mfg. Co., recently held its annual 
meeting and elected officers as follows: President, John F. 























BRISTOL’S STEEL BELT PLATES 





The Quick and Reliable Method 
of Lacing Belts 


MADE OF cold rolled steel curved to conform APPLIED WITH Bi-furcated Rivets which 
with the surface of the pulley. exactly fit into the countersunk holes and 


provide a smooth surface which will not 


“ ; ; tana 
NO SPECIAL TOOLS required to apply plate so securely in place there is no working 
R é ; loose and tearing out. 
Bristol’s Belt Plates. Anyone with a ham- 
mer and an awl can make the most satisfac- SUITABLE FOR all kinds of belts, including 
tory kind of joint. —leather, rubber, composition, fabric, etc. 
NEW PRICE SCHEDULE — WRITE FOR QUOTATIONS 
THE BRISTOL COMPANY Waterbury, Conn. 
Branch Offices 
Boston New York Philadelphia Pittsburgh Detroit 
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White; vice-president and general manager, Frank H. Wil- 
lard; treasurer, Charles A. Bartlett; clerk, Stanley G. Bar- 
ker; general counsel, Charles M. Thayer; directors, John E. 
White, Dr. Homer Gage, Harry G. Stoddard, George de B. 
Greene, Stanley A. Russell, W. Russell Grace, and Paul B. 
Morgan. The last named director is a new member of the 
board, elected to fill the vacancy caused by the death of the 
late Walter M. Spaulding. Mr. Morgan is president and 
treasurer of the Morgan Construction Co., Worcester, Mass. 

The Boston office of Manning, Maxwell & Moore, Inc., has 
announced the institution of a new department devoted ex- 
clusively to the distribution of a complete line of power trans- 
mission equipment, including the Reeves variable speed trans- 
missions, the entire line of Dodge hangers, pillow blocks and 
couplings, American high speed chain drives, ball bearing 
equipment and Ulmer leather belting. J. Edwin Watkins 
and E. Roy Baum, formerly with the Watkins Engineering 
Supply Co., 177 High street, Boston, have joined the Man- 
ning, Maxwell & Moore organization’s new department. The 
branch maintains a warehouse at 137 Purchase street. Jo- 
seph Wainwright is manager. 

The Rollway Bearing Co., Inc., has been organized at 
Syracuse, N. Y., to take over the Railway Roller Bearing 
Company, the change in name being made on account of the 
fact that the company’s products are being used in increasing 
volume in the industrial field. The company’s directors are 
W. C. Lipe, H. D. Weed, Alex. T. Brown, Herman Casler, 
H. H. Elmer and J. T. R. Bell. The officers of the com- 
pany are: President, W. C, Lipe; vice-president, Herman 
Casler; secretary, H. D. Weed; treasurer and general man- 
ager, J. T. R. Bell; assistant treasurer, Florence Black. The 
business will be conducted in the same plant as formerly. 
The capitalization of the Rollway Bearing Co., Inc., is 
$250,000. 

Billings & Spencer Co., Hartford, Conn., recently held its 
annual meeting and elected eight new directors as follows: 
L. Edmund Zacher, Morgan G. Bulkeley, Jr., Charles D. Rice, 
David J. Post, Edward Milligan, Mitchell S. Little and Henry 
M. Sperry, all of Hartford, and John J. McKeon, New Haven. 
Three members of the old board of directors were retained as 
follows: Frederick C. Billings, Lucius F. Robinson and 
Samuel Ferguson. The following old directors were retired: 
Fred P. Holt, Silas Chapman, Jr., E. H. Stocker, L. D. Par- 
ker, Ferdinand Richter and J. B. Sehl. The stockholders of 
the company authorized an issue of $600,000 worth of 7 per 
cent 10 year bonds, the proceeds to be used to replace out- 
standing obligations and to strengthen the company’s work- 
ing capital. 

The Charter Gas Engine Company, Sterling, Ill., an- 
nounces the purchase of the entire oil engine business, here- 
tofore carried on at 128-138 Mott street and 430 East 19th 
street, New York City, by the August Mietz Corporation 
and the Reliance Oil Engine Corporation. This effects a 
merger and consolidation under one management of two of 
the oldest internal combustion engines in the world. The 
Charter Gas Engine Company is now moving from New York 
to the plant at Sterling all the physical assets of the Mietz 
company, and in the meantime is filling repair orders from 
New York City so that there will be no interruption in repair 
service. Several of the personnel of the August Mietz Cor- 
poration organization have been engaged to work for the 
new owner. In order to handle the additional business, ar- 
rangements have been completed for doubling the floor space 
of the Charter plant. 

Chicago branch, National Metal Trades Association, held its 
twenty-fifth annual dinner and meeting at the Mid-Day Club, 
Chicago, Thursday evening, March 8, with a satisfactory 
attendance of members and guests. The reports of the officers 
showed a wholesome growth of the association’s several de- 
partments, membership and finances. The following officers 
were elected for the ensuing year: President, Harold C. 
Smith, Illinois Tool Works; vice-president, C. H. Straw- 
bridge, Goodman Mfg. Co.; treasurer, Charles E. Finkl, A. 
Fink] & Sons So.; secretary, Paul Blatchford, 189 N. Clark 
street; executive committee, in addition to the president, vice- 
president and treasurer, Henry Beneke, Beneke & Kropf 
Mfg. Co.; O. A. Olson, Simonds Saw & Steel Co.; L. A. Dol- 
ton, Weller Mfg. Co.; Thomas S. Hammond, Whiting Corpo- 
ration; F. A. Prahl, Continental Can Co.; and William Gans- 
chow, Wm. Ganschow Co. 

Columbus K. Lassiter, president of the Consolidated Ma- 
chine Tool Corporation of America, which was organized 
last summer as a merger of several large machine tool 
builders, died of heart disease in New York City March 3, 
while on his way to his home. Mr. Lassiter was driving his 





automobile when he was taken suddenly ill and collapsed. He 
died on his way to a hospital. Mr. Lassiter was a native 
of Virginia, having been born at Roanoke in 1866. For 
25 years he was associated with the American Locomotive 
Company, for 10 years as vice-president in charge of oper- 
ations. He is credited with many improvements in locomo- 
tive design and equipment, and was a pioneer in the de- 
velopment of the staybolt machine. In addition to being 
president of the Consolidated Machine Tool Corporation of 
America, he was also affiliated with several other business 
enterprises. His son, Robert R. Lassiter, has been secretary 
of the corporation since its organization. 

The salesmen of the Western Division of The Walworth 
Mfg. Co., held their annual meeting at the Kewanee works 
on February 13, 14 and 15. The business sessions opened 
on Tuesday morning in the conference room at the main 
office. C. W. Watson, sales manager of the division, pre- 
sided, and the following salesmen were in attendance: Wel- 
don F. Lloyd, Los Angeles; R. B. Waleott, San Francisco; 
Dan Moran, Texas; C. L. Bradbury, New Orleans; Julius 
Schoekel, Kansas City; F. B. Gamble, Omaha; A. O. Nobiling, 
Minneapolis; Chester Gabosch, Detroit; Hubert Phillips and 
Erlon Snyder, Pittsburgh; Hayden W. Collins, Parkersburg, 
W. Va.; Leslie Wedge, Louisville. Howard Coonley, pres- 
ident of the company, was in attendance on the last two 
days of the convention, and among the other executives pres- 
ent were W. P. F. Ayer, vice-president in charge of sales, 
J. C. Bannister, vice-president in charge of engineering, L. F. 
Hamilton, manager of sales promotion, and E. B. Keane of 
the general sales office. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 


SITUATIONS WANTED 


WANTED—Manager Mill: Supply Department. 15 years’ 
experience by man 40 years old. Can deliver the goods and 
furnish the very best references. Address No. 747 MILL 
SUPPLIES, 537 So. Dearborn St., Chicago, Il. 








SALESMAN WANTED 


WANTED—Mill Supply Salesman. Man with experience, 
one who can produce. Have an attractive proposition for 
right man. Send reference and past experience. No. 748, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


WANTED—Bright Young Man with experience in machine 
design, operation and maintenance to travel extensively for 
demonstrating and introducing patented safety set screw in 
Mill Supply Stores and with large users, especially the build- 
ers of machinery. Education in Mechanical Engineering 
desirable. Must be capable of highest grade sales work. 
Write stating experience, education, age and salary desired. 
Address No. 746, care MILL Suppiies, 537 S. Dearborn 
St., Chicago. 

WANTED—High Grade Young Man familiar with the Mill 
Supply business to travel extensively. Must have sales abil- 
ity. Knowledge of belting and transmission problems and 
practice desirable. Preference will be given to man having 
experience in Mill Supply Stores or men who have had 
mechanical experience in industrial plants. Unusual oppor- 
tunities for promotion with long established manufacturer of 
international reputation. Write stating experience, educa- 
tion, age and salary desired. Address No. 745, care MILL 
SUPPLIES, 537 S. Dearborn St., Chicago. 








BUSINESS OPPORTUNITIES 


There is an opportunity for a company, firm or individual, 
with means enough to inspire confidence, to acquire a mill sup- 
ply house in Central New York State, which has been estab- 
lished 32 years, but is now in financial difficulties. A com- 
mittee of friendly creditors is at present operating the 
business and is showing a small profit without any sales staff, 
and with only a limited number of people to handle the busi- 
ness, which is going of its own momentum, and without any 
advertising or solicitation. The creditors’ committee believes 
the company in the hands of the right management can be 
made very profitable, and stands ready to back up the buyer. 
Address No. 749, care Mitt Suppuiies, 537 S. Dearborn 
St., Chicago. 
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EXPERIENCE 


in the manufacture of 
Fire Protection Equip- 
ment is absolutely es- 
sential. The name 
“Diener” in connection 
with safety equipment 
is in itself a guarantee 
of correct design, care 
ful workmanship and 
underwriters’ approval. 


$21 
4 
segs 7 
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“PERFECTION” APPROVED WASTE CAN 


like all Diener Products is a standard article 
with a definite demand in all industrial plants. 
li is easily sold by jobbers who go aggressively 
after business. 


JOBBERS: INVESTIGATE THE DIENER LINE 


If you do not carry a line of Fire Protection and 
Safety Equipment or if the line you carry has failed 
in any essential detail, investigate the Diener Line. 
Write for catalog, price list and other desired in- 
forrnation. 


George W. Diener Mfg. Co. 


400-420 MONTICELLO AVE. CHICAGO 





We Want Your Trade 


I’, after you have 
tried all other valve 
concerns, and are dis- 
satisfied in any way with 
their product or their pol- 
ICY then it’s a eood time 
to make our acquaintance. 


We want you to know 
us and our product and 
more especially our Voliey. 
\s we have said before 
our policy is one of Trade 
Protection; and as it coin- 
cides with your interests, 
we believe it will appeal to 
you in every way. 





When it comes to Quality, Williams Valves 
and Steam: Specialties have no superior. They are 
well advertised—the demand is constantly increasing 

and as we do not sell the consuming trade, we 
must have every jobber and dealer pushing the sale 
of them 

Kkemember—we do not ask you for a con 
tract, neither do we insist on orders of a certain size. 
It’s entirely up to you to dictate the size of your 
orders, and we won’t urge you to buy any more than 
is really necessary to supply your demand. 

Now, if our policy strikes you as being a 
Square Deal, suppose you send us a Stock Order, 
small or large, and we'll help you to make your 
valve trade more profitable 


The D. T. Williams Valve Company 


Cincinnati, Ohio 
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8 Million Miles 


at 45 miles an hour is a long tough distance to carry 
a 650 to 700 H. P. load. 


This Edward R. Ladew Co. “Centennial Belt” 60 inches wide 
and 187 feet long turned out the above record between 1876 
and 1902, after which it was returned to the Ladew factory to 
be cut into one 36 inch section and several smaller ones. 


The 36 inch section after more than 5 million additional miles 
is still going strong. 


This is a record to which the Ladew dealer can refer with pride. 


EDWARD R. LADEW CO.. Ine. 


28 Broadway, New York 














MYERS 


Self-Oiling 


Deep Well Working Heads 


Different in design, different in construction, they offer 
different pumping service from old type working heads. 


The 


merit 


ihe attention of 
anyone who is inter- 
ested in power pumping 
equipment. MYERS 
SELF-OILING POWER 


climination of exposed gears 
and other working parts, a positive 
self-lubricating system, improved 
method of power application, in- 
crease 


d capacity, are features of 
that compel 

























PUMPS for shallow 

pumping have all the Other 

above features, and Myers 

their successful opera- Products 

tion under many condi- 

tions prove their real 

worth as economical Pumps 

pumpers of water. for 
Every 
Purpose 






If you are 


ing Power 1} 


to purchase, 
us for it. 


The 





Hay Tools 
Door Hangers 





not 


already acquainted 
with Myers Self-Oil- 
,umMps, 
and desire informa- 
tion and liter 
without obligation 


‘ature, 


write 


F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 




















When writing to Advertisers please mention Mitt Supp.ies. 
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CHAINS FOR ALL ELEVATING, CONVEYING 
AND ALL POWER TRANSMISSION 
PURPOSES 

fhe Jeffrey Manufacturing Co 
CHUCKS, DRILL 
The Jacobs Mfg. Co 


CHUCKS, LATHE 


‘Sweetland’—The Hoggson & Pettis Mfg. Co. 


CLAMPS, BELT 
The Hoggson & Pettis Mfg. Co. 
T. B. Wood’s Sons Co. 
CLAMPS, “C” 
Armstrong Bros. Tool Co. 
CLAMPs, PIPE AND PIPE JOINT 
M. B. Skinner & Co. 
CLEANERS, CLOSET BOWL 
Hercules Chemical Co., Ine. 
CLEANERS, FLUE 
Pilley Packing & Flue Brush Mfg. Co, 
CLEANERS, SEWER AND DRAIN PIPE, 
CHEMICAL 
Hercules Chemical Co., Inc. 
CLEANERS, SEWER AND DRAIN PIPE, 
MECHANICAL 
Hercules Chemical Co., Ine. 
CLIPPERS, BOLT 
H. K. Porter 
CLOSETS, FROST PROOF 
Jos. A. Vogel Co 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co 
W. Caldwell & Son Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Co. 
The Jeffrey Manufacturing Co. 
“Lemley’—W. A. Jones Fdy. & Mach. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co 
T. B. Wood's Sons Co 
COCKS, AIR 
American Injector Co. 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 
Michigan Lubricator Co, 
The Wm. Powell Co 
The Sterling & Skinner Mfg. Co. 
The D. T. Williams Valve Co. 
cocKs, BALL 
Detroit Lubricator Co. 
McRae & Roberts Co 
The Sterling & Skinner Mfg. Co 
COCKs, CORPORATION 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 





Detroit grass & Malleable Works 
Jenkins 3ros. 

lichigan Lubricator Co, 
*Ohio’—The Ohio Brass Co. 
The Wm Powell Co, 

The D. T. Williams Valve Co. 


COCKS, STEAM AND SERVICE 
Detroit Brass & Malleable Works 
McRae & Roberts Co. 

The Wm. Powell Co. 

Walworth Mfg. Co. 

The D. T. Williams Valve Co. 

COLLARS, SHAFT 

30nd Foundry & Machine Co. 

Chicago Pulley & Shafting Co 

Dodge Sales & Engineering Co 

The Hill Cluteh Co. 

The Jeffrey Manufacturing Co 

W. A. Jones Foundry & Machine Co. 

The Medart Company 

Royersford Foundry & Machine Co. 

Standard Pressed Steel Co. 

T. B. Wood’s Sons Co. 
COMPOUND, PIPE JOINT 

Joseph Dixon Crucible Co. 

Superior Flake Graphite Co. 


COMPRESSORS, AIR, ELECTRIC 
The Black & Decker Mfg. Co. 
COOLERS, WATER 


The Halsey W. Taylor Co, 
COPPERS, SOLDERING 
Chicago Solder Co, 


COUNTERSHAFTS 
Chicago Pulley & Shafting Co 
Edgemont Machine Co., The 
T. B. Wood's Sons Co. 

COUNTERSHAFTS, SMALL 

Birkle Machine Works. 

COUPLINGS, HOSE 
Schlangen Bros. Co. 

COUPLINGS, MOTOR 
3irkle Machine Works 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co, 





COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Hill Cluteh Co. 
The Jeffrey Manufacturing Co, 
The Medart Company 
lioyersford Foundry & Machine Co. 
Sviro—Bond Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
W. A. Jones Foundry & Machine Co. 
T. B. Wood's Sons Co. ; 
COUPLINGS, SHAF?r, FRICTION CUT-OFF 
The Carlyle Johnson Machine Co. 
Edgemont Machine Co., The 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
COVERING, PULLFY 
Chicago Pulley & Shafting Co. 
CUP LEATHER. 
selting Co. 
Chicago Rawhide Mfg. Co. 
CUPs, LEATHER 
The Watson-Stillman Co. 
CUPs, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co, 
D. T. Williams Valve Co. 
CUTTERS, BOLT, RIVET AND WIRE 
H. K. Porter 
CUTTERS, GASKET AND WASHER 
M, B. Skinner Co. 
CUTTERS, PIPE 
Toledo Pipe Threading Machine Co. 


CUTTERS, STORAGE BATTERY 
H. K. Porter 


CUTTING DIES FOR LEATHER, PAPER AND 
CLOTH 


Chicago 


The Hoggson & Pettis Mfg. Co. 
CYLINDERS, WATER, AIR OR GAS 
National Tube Co. 


CYLINDERS, WATER, BRASS AND BRASS 
F. E, Myers & Bro. Co. 
DIES, BOLT THREADING 
The National Acme Company 
DIES, BRASS AND STEEL, LETTERING AND 
PRINTING 
The Hoggson & Pettis Mfg. Co. 
DIES, PIPE THREADING 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 


DOGS, LATHE 
Armstrong Bros. Tool Co, 
J. H. Williams & Co, 


DRAIN PIPE SOLVENT 
Hercules Chemical Co., Inc. 
DRAINERS, CELLAR 


Penberthy Injector Co. 
DRILL CHUCKS 
The Jacobs Mfg. Co, 


DRILLING POSTS 


Armstrong Bros, Tool Co. 


DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
U. S. Electrical Tool Co. 
Wisconsin Electric Co, 
DRILLS, POST 
(“hampion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
DRILLS, TWIST 
The Whitman & Barnes Mfg. Co 
DRINKING FOUNTAINS 
The Halsey W. Taylor Co, 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST TRON 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
DRUMS, STEEL RIM 
The Medart Company 


EJECTORS 
American Injector Co. 
Penberthy Injector Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
ENGINE LATHES 
The John Steptoe Company 
EXPANDERS, TUBE 
The Watson-Stillman Co, 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
Harker Mfg, Co, 
Miller-Peerless Mfg, Co. 
FASTENERS, BELT 
The Bristol Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co. 
Isaac Jackson Belt Fastener Co, 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
FILES 
American Swiss File & Tool Co. (Precision, 
diemakers’, toolmakers’, jewelers’, machin- 
ists’.) 
Delta File Works 
FILES, ABRASIVE, “STERBON” 
The Cleveland Stone Co. 
Sterling Grinding Wheel Co 
FIRE FIGHTING DEVICES—UNDER- 
WRITERS’ APPROVED 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 
Miller-Peerless Mfg, Co. 
FIRE PREVENTING EQUIPMENT-—UNDER- 
WRITERS’ APPROVED 
Geo. W, Diener Mfg. Co. 
Harker Mfg. Co. 
Miller-Peerless Mfg. Co. 
FITTINGS, COPPER TUBING 
Michigan Lubricator Co, 
FITTINGS, GAS FIXTURE 
Detroit Brass & Malleable Works 
FITTINGS, HIGH PRESSURE 
The Watson-Stillman Co. 
FITTINGS, HYDRAULIC 
The Watson-Stillman Co, 
FITTINGS, PIPE, BRASS 
Detroit Brass & Malleable Works 
FITTINGS, PIPE, MALLEABLE 
Detroit Brass & Malleable Works 
Illinois Malleable Iron Co. 
Walworth Mfg. Co. 
FLOOR STANDS 
3ond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co 
The Medart Company 
T. B. Wood's Sons Co. 
FLUE BRUSH AND CLEANER 
Pilley Packing & Flue Brush Mfg. Co. 
FLUX, SOLDERING 
Chicago Solder Cece. 
FLY WHEELS, CAST IRON 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
FORGES, BLACKSMITH 
Champion Blower & Forge Co, 
FORGES, RIVET 
Champion Blower & Forge Co. 
FOUNTAINS, DRINKING 
The Halsey W. Taylor Co, 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
’. B. Wood’s Sons Co. 
FRICTION CLUTCHES 
(See “Clutches, Friction’’) 
FRICTIONS, PAPER COMPOSITION 
Composition Wood Products Co. 
FURNACES, SOLDERING , 
Geo. W. Diener Mfg. Co. 
GAGE GLASSES, PRISMATIC 
H,. A. Rogers & Co, 
GAGES, HYDRAULIC 
The Watson-Stillman Co. 
GAGES, WATER 
American Injector Co. 
Hetroit Brass & Malleable Works 
Detroit Lubricator Co. 
McRae & Roberts Co. 
The Ohio Brass Co, 
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Madge for maximum service | 
~ not merely the average | 








Fig. 720, Jenkins 
Bronze Rapid Action. 

1 new quick opening 
valve that stops water 
waste, 





The valve buyer 
in your locality 
Knows Jenkins 


Synonomous with valve dependability and 
service, “Jenkins” is the name by which 
good valves have been known for more than 
58 years. 


The engineer, the architect, the plumber, the 
contractor, the owner is constantly told and 
reminded of the superior design and con- 
struction, and the advisability of installing 
a “Jenkins” wherever a valve is required. 


The Jenkins story is told to them through 
the magazines they read, by circularizing, 
and by our own service representatives. It 
covers the valve buying field—it reaches the 
valve user in your own locality, who is di- 
rected to you. 


For real valve economy, engineers and 
others are standardizing on Jenkins. More 
and more, Jenkins Valves of all types and 
sizes are being used. 


Can you supply the demand 
for genuine Jenkins Valves? 


JENKINS BROS. 


80 White St. New York 
524 Atlantic Ave. ..Boston 
133 No. Seventh St. Philadelphia 
646 Washington Blvd. ..Chicago 


Always marked with the" Diamond" 


=) >cjenki 


ans \alves 


SINCE 1864 









































aN 
“unjust and unusual test’ 
R. T. Shepard, manager of the 
Shepard Ornamental Iron Works, 
writes of his testing Kester Solder, 
as follows: 


“First the soldering of a steel tape and 
then soldering the handle on an old 
oil can without first cleaning off the 
dirt and grease which had accumu- 
lated. Perhaps the latter was a rather 
unjust and unusual test, but the 
handle stuck all right.” 


That tells our story—all we can add 
is our address, and the suggestion— 


“‘Sample for Test Upon Request”’ 





Sold by live dealers everywhere in one pound coils, in 
cartons, and on one, five and ten pound spools 









Manufacturers 
CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago 


Direct Factory Representatives: 


THE FAUCETTE HUSTON CO. 
Chattanooga, Tenn. 


LOUIS J. ZIESEL CO. RICHARD F. ELY 
216 Market St. 66 W. Broadway 
San Francisco, Cal. New York City 


KESTER 


c/Acid Gre WIRE SOLDER 


_—— PHANTOM STANDARD SIZE /8INCH DIAMETER) 





FLUX IN POCKETS VIRGIN TIN & ———. 


Requires OnlyHleat 
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Penberthy Injector Co 

The Penn Engineering Co. 

The Wm. Powell Co. 

Sterling & Skinner Mfg. Co 
GASKETS 


General Asbestos & Rubber Co 


(o., In 
ting & Packing Cu. 
GEARS 

il. W. Caldwell & Son Co 

Dodg Sales & Engineering Co 

The Jeffrey Manufacturing Co 

W. A. Jones Foundry & Machine Co 

The Medart Company 
GEARS, RAWHIDE 

Cl go Rawhide Mfg. Co 

\\ A. Jones Foundry & Machine Co, 
GLASSES, GAGE 

The Libbey Glass Mfg Co 

H. A. Ro + & Co, 

GOVERNOKS, FOR STEAM AND GASOLINE 

ENGINES 








Phe Pickering Governor Co., Portland, Conn. 
GRAPHITE FOR ALL PURPOSES 

Joseph Dixon Crucible Co. 

Superior Flake Graphite Co 


GREASE CUPS, BRASS 
Michigan Lubricator Co, 
GREASE, LUBRICATING 
Bond Foundry & Machine Co “Bondeline” 
, Dixon Crucible Co. 
ford Foundry & Machine Co 


(7raphite Co 








GRINDERS, BENCH AND FLOOK 











Chicago Pulley & Shafting Co. 
r elar Stone Co 

St l ( W hiee (o 
rhe U.S 1 Tool Co 
\W 1 Electt Co 


GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co 


Jas. Clark ji Io tric Co 
I S. Electrical Tool Co 

GRINDERS, TOOL, ROLLER BEARING 
Chicago Pulley & Shafting Co 


GRINDERS, VALVE 
The Black & Decker Mfg. Co 
GRINDSTONES 
r Cleve n 
GUARDs, ELECTRIC LAMP 
Flexible Stee 
GUNS, OLL AND GREASE 
undry & M hiine Co 
rsford Foundry & Machine Co 
HANGERS, DOOR 
I E. Myers & Lro. ¢ 
HANGERS, PIPE 


Stone Co 


Lacing Co 











“Ball Joint’—The Penn Engineering Co 
HANGERS, SHAFT 

Bond Foundry & Machine Co 

Chicago Pulley & Shafting Co 

Dodge Manufacturing Corporation 


The Hill Clutch Co 
W. A. Jones Foundry & Machine Co 
“hie dart Company 
Foundry & Machine Coa 
ul Pressed Steel Co, 
T. B. Wood’s Sons Co. 
HOISTS, CHAIN 
ght Mfg, Co 
HOLDERS, TOOL 
Armstrong Bros. Tool Co 
J. H. Willian & Co 
HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co 
HOSE FITTINGS 
Schlangen Bros. Co 
HOSE, COTTON 
Diamond Rubber Co., Ince 
New York Belting & Packing Co 
HOSE, FIRE 
Diamond Rubber Co., Ine. 
New York Belting & Packing Co 
HOSE, RUBBER 
Diamond Rubber Co., Ine. 
Hewitt Rubble 
New York Belting & Packing Co 
HOSE, STEAM 
Diamond Rubber Co., Ine 
New York Belting & Packing Co 
HYDRAULIC LEATHER 
thicago Belting Company 
Chicago whide Mfg. Co 
Chas. A Schieren Co 
The Watson-Still n Co, 
INDEX CENTERS 
The John Steptoe Company 
INJECTORS 
American Injector Co 
Penberthy Injector Co, 
The Wm. Powell Co 
JACOBS CHUCKS 
Jacobs Manufacturing Co 





er Coa, 









LACK LEATIEK 

Chicago Belting Co. 

Chicago Rawhide Mfg. Co. 

Chas. A. Schieren Co. 

l. B. Williams & Sons 

LACING, BELT, METALL1 

Detroit Belt Lacer Co. 

lexible Steel Lacing Co. 

The Bristol Company 


LADLES AND KETTLES, MELTING 


Mullins Body Corporation 


LAMP GUARDS 
lexible Steel Lacing Co. 
LEATHER BELTING 
(See “Belting, Leather’’) 


LATHES, ENGINE 


The John Steptoe Co 





LATILES, SPEED 





Leiman Bros. 


LEAD BURNING EQUIPMENT 
Torchweld Equipment Co 


LEATHER SPECIALTIES 
Alexander Brothers 
Chicago Belting Co 
Chicago Rawhide Mfg. Co 

LEATHERS, HAND 
Chicago Belting Co 
‘hicago Rawhide Mfg. Co 
LEGS, BENCH 
W. A. Jones Foundry & Machine Co 
Standard Pressed Steel Co 
LETTERS AND FIGURES, STEEL. 

The lHloggson & Pettis Mfg. Co. 

LIQUID SOAP) DISPENSERS 
Chas. Morril 
LUBRICANTS, BALL & ROLLER BEARING 


ond Foundry & Machine Co. 
lioyersford Foundry & Machine Co 





LUBRICATOR GLASSES 
11. A. Rogers & Co. 


LUBRICATORS 
American Injector Co 
Detroit Lubricator Co. 
McRae & Koberts Co. 
Michigan Lubricator Co 
The Pickering Governor Co 
The Wm. Powell Co 
The Db, T. Williams Valve Co. 
MACHINE TOOLS 
The John Steptoe Company 
MACHINERY CLUTCHES 
The Carlyle Johnson Machine Co 
Chicago Pulley & Shafting Co. 
e Manufacturing Corporation 
Machine (Co., Ine 
‘uteh (Co 
Jone Foundry & Machine Co 
T. BB. Wood's Sons Co 
MACHINES, CLEANING, METAL PARTS 
The Black & Decker Mfg, Co 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


MACHINERY, CONVEYING AND ELEVATING 
H. W. Caldwell & Son Co 

Dodge Manufacturing Corporation 

The Hill Cluteh Co 

Th Jeffrey Manufacturing Co 

W. A. Jones Foundry & Machine Co, 


MACHINES, GRINDING AND POLISHING 
Jas. Clark, Jr., Electric Co, 
Rioversford Foundry & Machine Co. 
United States Electrical Tool Co 
Wisconsin Electric Co 
MACHINES, MARKING 
The tHoggson & Pettis Mfg. Co 








MACHINES, PIPE CUT 
THREADING 
The Oster Mfg. Co 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINERY, WOODWORKING 
The Crescent Machine Co 
Sidney Machine Tool Co 
MALLETS AND HAMMERS, KRAWIIIDE 
Chicago Rawhide Mfg. Co. 
MATS AND MATTING, RUBBER 
Diamond Rubber Co., Ine. 
New York Belting & Vacking Co 
MERCHANDISE CONVEVORS 
Fr. BE. Myers & Bro, Co. 





TING AND 


METAL, BEARING 
lDoodoe Manufacturing Corporation 
The Medart) Company 
Kieeves Pulley Co. 

Stewart Manufacturing Corp. 

MILI. BRONZE 
ohnson Eronze Company 

MILE. LEATILERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
Chicago Belting Co. 
The Chicago Rawhide Mfg. Co. 
Chas. A, Schieren Co. 
MILLBOARD, ASBESTOS 

Asbestos Vroducts Co, 

MILLING MACILINES 

The John Steptoe Company 
MOTORS, AUTOMOBILE 
Reeves Pulley Co. 
MOTORS AND DYNAMOS 


Jas. Clark, Jr, Electrie Co. 


MOVERS, CAR 
Appleton Car-Mover Co. 

MULE STANDS 
Bond Foundry & Machine Co 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 

NAIL PULLERS 
Chas. Morrill 

NAME PLATES 
The tloggson & Pettis Mfg. Co. 

NOZZLES, HOSE 
Schlangen Bros. Co. 

NUTS AND SCREWS 

The National Acme Co 


OLL CUPS, GLASS AND BRASS BODY 


Michigan Lubricator Co, 


OLL GAGES (LEVEL) 


Michigan Lubricator Co, 
OLL PUMPs, HAND 
Michigan Lubricator Co 
OWL WELL ACCESSORIES 





The Win. Powell Co 
OILERS, MULTIPLE FEED 

Michigan Lubricator Co, 

OLLING DEVICES 
American Injector Co 
The Wim. Powell Co, 
The I. TT. Williams Valve Co. 

OLLSTONES 

The Cleveland Stone Co, 

PACKING, AMMONIA 
Diamond Rubber Co., Ine. 
New York Belting & Packing Co. 

PACKING, IYDRAULIC 

Alexander Brothers 
Chicago Belting Company 
Chicago Rawhide Mtg. Co, 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co. 
Metrie Packing Co, 
New York Belting & Packing Co. 
The Watson-Stillman Co, 


PACKING, LEATHER 


‘hieago) Belting Co 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 


PACKING, PISTON 
Dintmond Rubber Co., Ine. 
General Asbestos & Rubber Co, 
Metrie Packing Co, 

PACKING, RING 
Diamond Rubber Co., Ine, 
General Asbestos & Rubber Co. 
New York Belting & Packing Co 

PACKING, RUBBER 
Diamond Rubber Co., Ine. 
General Asbestos & Rubber Co, 
Hewitt Rubber Co, 
Metrie Packing Co,, Ine. 
New York Belting & Vacking Coa, 

PACKING, SHEET 
Diationd Rubber Co., Inc. 
General Asbestos & Rubber Co, 
“Jenkins °96’’——Jenkins Bros, 
Metrie Packing Co,, Ine. 
New York Belting & Packing Co. 

PACKING, VALVE STEM 
Dinthond Rubber Co., Ine. 
General Ashestos & Rubber Co. 
Metrie Packing Co,, Ine 
New York Belting & Packing Co. 
PAINT, SELICA-GRAPHITR 

Joseph Dixon Crucible Co 
Superior Flake Graphite Co. 

PAPER, ASBESTOS 


Asbestos Products Company 
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Steptoe’s Medium Price Line 








50° = @................900089 
nm” = eS 450.00 


With Quick Change Gear 
Box $85.00 Additional 





Send for complete catalogue of our line of Shapers, Millers and Lathes 


ere, See Lhe John Steptoe Co., Cincinnati, Ohio (y'ss years of experince” 


by 75 years of experience 














DOES YOUR BANK BALANCE SATISFY YOU? 


During the month of February one dealer sold 50 “U. S.” drills, on 
asingle order. Each “U.S.” Tool carries a generous discount, and 
a guarantee that eliminates the loss of any of your profit after the 
sale is completed. 


If you are not handling the complete line of “U.S.” Tools, write for catalogue 
20-F and reasons why they are profitable for you. 





THE UNITED STATES ELECTRICAL TOOL CO., Cincinnati, Ohio 
District Sales Offices and Service Stations in following cities: -Boston, Chicago, Cleveland, Detroit, Houston, 
Kansas City, Mo.; Milwaukee, New Orleans. New York, Philadelphia, Pittsburgh, St. Louis. 














For cleaning and polishing 
there is nothing better than 


FIDELITY Cotton Waste 


= 









STEEL 





pate = lifty-two Years of sin- 
pDELD,. cere effort to furnish 
enact PAS Mar the highest quality of 


material and service to 


Interesting 1923 


lal 
es w 
Sales Angles eXOOMM ie Mill Supply Trade. 


In over forty publications, our advertising is again 
describing Alligator. 


We are bringing out the fact that it is the practical- 
ly and scientifically correct belt lacing. 


Alligator eliminates internal friction and fraying 





of belt ends. The teeth clinch over the burden- Cleaning and Polishing Textiles 
bearing fibers, making “Everv Tooth a Vise”. : 
Alligator alone of all belt lacings has this important feature. Cotton Waste and Linters 


Constructive selling arguments 
are used which continue to 
support Alligator Steel Belt 
Lacing as one of the items in 
which the interested jobber 
finds the most rapid turnover. 


Wiping Rags, Cheese Cloth 
Prepared Wool and Grease 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


In England at 135 Finsbury 
L Pavement, London, FE. C. 2 


The J. Milton Hagy Waste Works 


Fidelity Mills 


Philadelphia, U. S. A. 
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PASTE, SOLDERING 
Chicago Solder Co 
PEGS OR PINS, RAWHIDE 
Chicago Rawhide Mfg. Co 
PIPE CLAMPS 
M. B. Skinner Co, “Emergency” 
PIPE SADDLES 
M. B. Skinner Co. “Skinner” 
PIPE THREADING TOOLS 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co 


PIPE, HIGH PRESSURE 
The Watson-Stillman Co 
PIPE, STEEL 
National Tube Co. 
PIPE, WROUGHT IRON 
E. F. Keating Co, 
PLATES, BASE 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
PLATES, FLOOR AND CEILING 
The Penn Engineering Co. 
PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The Wm. Powell Co 


The D. T. Williams 
POLES, TUBULAR STEEL 
National Tube Company 
POWER PUMPS AND DEEP 
The Barnes Mfg. 
POWER TRANSMISSION APPLIANCES 
Bond Foundry & Machine Co, 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Carlyle Johnson Machine Co. 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
Winfield H. nith 
T. B. Wood's Sons Co, 


PRESSES, DRILL, JEWELERS’ 
Leiman Bros. 
PRESSEs, 


Royersford 


Valve Co. 


WELL HEADS 


Co. 


Co. 






SENSITIVE 


DRILL AND FOOT 
Foundry & Machine 
PRIMING CUPS 
Michigan Lubricator 
PROTECTORs, 
Flexible 


Co. 


Coa 

ELECTRIC 

Lacing Co. 
PULLEY COVERING 

Rawhide Mfg. C 
PULLEYS, CAST IRON 

Machine Works 

Foundry & Machine Co. 


LAMP 
Steel 
Chicago Co. 
3irkle 


3ond 


Dodge Manufacturing Corporation 
The Hill Clutch Co. 

W, A. Jones Foundry & Machine Co. 
The Medart Company 


Royersford Foundry & Machine Co. 





Winfield H. Smith 
T. B. Wood's Sons Co 
PULLEYS, PAPER COMPOSITION 


Composition Wood Products Co. 


PULLEYS, CONE 


W, A. Jones Foundry & Machine Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYs, CONVEYOR 
The Medart Company 


T. B. Wood’s Sons Co. 


PULLEYS, FLANGE 


Dodge Manufacturing Corporation 
The Hill Clutch Co. 

W, A. Jones Foundry & Machine Co. 
The Medart Company 

The Ohio Valley Pulley Works, Inc 
teeves Pulley Co 

Saginaw Mfg. Co 

T. B. Wood's Sons Co. 

PULLEYS, FRICTION CLUTCH 
3ond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 

The Carlyle-Johnson Machine Co 
W, A. Jones Foundry & Machine Co 
The Medart Company 

The Moore & White Co 

Reeves Pulley Co. 

T. B. Wood's Sons Co. 


PULLEYS, GROOVED 


Birkle Machine Works 

Dodge Manufacturing Corporation 
W, A. Jones Foundry & Machine Co. 
Reeves Pulley Co 


The Ohio Valley Pulley Works, Ine. 


Saginaw Mfg. Co 
The Medart Company 
Winfield H. Smith 
T. B. Wood’s Sons Co. 


PULLEYS, IRON CENTER 


Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Ine. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood's Sons Co. 

PULLEYs, LOOSE 


Chicago Pulley 


& Shafting Co, 


Dodge Manufacturing Corporation 
The Hill Clutch Co. 

W, A. Jones Foundry & Machine Co. 
The Medart Company 


The Ohio Valley Pulley Works, Inc. 





Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 


PULLEYS, 

Birkle Machine Works 
Composition Wood Products Co. 
W, A. Jones Foundry & Machine Co. 
The Ohio Valley Pulley Works, Inc. 
Saginaw Mfg. Co 
T. B. Wood's Sons Co 

PULLEYS, 
an Pulley 
Manufacturing 
PULLEYs, STEEL RIM 
Company 


MOTOR 


STEEL 
Americ (o 


Dodg¢ 


Corporation 


The Medart 


PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
W. A. Jones Foundry & Machine Co. 
The Medart Company 


The Ohio Valley Pulley Works, Ine. 
Reeves Pulley Co. 
Saginaw Mfg. Co 
T. B. Wood’s Sons Co. 

PULLEYs, WOOD SPLIT 
Pulley & Shafting 
Manufacturing Corporation 


(hicago 


Dodge 


Co. 


The Medart Company 
The Ohio Valley Pulley Works, Ince. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
PUMP JACKS 

The Barnes Mfg. Co. 

PUMPS, GAS AND VACUUM 
Leiman Bros. 


PUMPS, HAND AND POWER 


F. E. Myers & Bro. Co. 
PUMPs, JET 
American Injector Co. 
PUMPs, MINE 
F. E. Myers & Bro, Co. 
PUMPS, OIL 
Detroit Lubricator Co. 
Leiman Bros. 
The Pickering Governor Co. 
PUMPs, POWER 
The Barnes Mfg. Co. 
PUMPS, TANK 
The Barnes Mfg. Co. 
F. E. Myers & Bro, Co. 
PUNCHES AND DIES 
Royersford Foundry & Machine Co. 
PUNCHES, HAND 
Chas. Morrill 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Delta File Works 
RATCHETS 
Armstrong Bros. Tool Co. 
REAMERS 
The Whitman & Barnes Mfg. Co 
RESEATERS, VALVE 
M. B. Skinner Co. “Skinner” 
ROPE DRIVES 
Dodge Manufacturing Corporation 
H. W. Caldwell & Son Co. 
The Hill Clutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 
ROPE, WIRE 
Wickwire Spencer Steel Corp. 


RUBBER GOODS, MECHANICAL 
Diamond Inc. 
General Rubber 


Rubber Co., 


Asbestos & Co 


Hewitt Rubber Co, 

Jenkins Bros 

New York Belting & Packing Co. 
SAFETY DEVICES 

The Crescent Machine Co. 


Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros. 
SAW SETS 
Chas. Morrill 
SAWS, BAND 
Crescent Machine Co. 
Machine Tool Co, 


The 


Sidney 





SAWS, HACK (Machines) 
Racine Tool & Machine Co. 
SAWS, SWING, CUT-OFF 
The Crescent Machine Co, 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
SCREW MACHINES, AUTOMATIC 
The National Acme Company 
SCREW MACHINE PRODUCTS 
The National Acme Company 
Standard Pressed Steel Co. 


The 


Strong, 


Allen Mfg 
The Brist« 
The Natio 


Standard 
Strong, 


SEPARATORS, 


The D, T. 


Bond 


National 
Carlisle 


Foundry 


SCREWS, CAP AND SET 


Ac 


me Cc 


& Har 


ympany 
nmond Co. 


SCREWS, SAFETY SET 


Co, 


yo) Company 


nal Ac 


Presse 


Carlisle 


Willis 


Chicago Pulley 


Dodge 


‘me C 


i Stee 
& Ha 


SHA 


& Machine 
& Shafting . 
Manufacturing Corporation 


OIL 


ums Valve 


ompany 

at Co. 

mmond Co. 

AND STEAM 
Co. 

ETING 

Co. 

Co. 


The Hill Clutch Co. 
The Carlyle Johnson Machine Co. 
Ww. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
SHAFTING, TUBULAR (MATERIAL FOR) 
National Tube Company 
SHAPERS 
The John Steptoe Company 
SHARPENERS, KNIFE 
The Cleveland Stone Co, 
SHEAVES, MANILA AND WIRE ROPE 
The Hill Ciutch Co. 
The Medart Company 
T. B. Wood's Sons Co. 


Chas. Mor 


SOAP 


rill 


DISPENSERS 


SOLDER, BAR AND WIRE 


Chicago §S 


Chicago S 


oa. W. 
The Jefftre 
Ww 


older 


older 


Company 
SOLDERING COPPERS 
SAI 


FLUX, PASTE AND 
Ss 





4 


Company 


SPROCKETS 


Caldwell & Son Co. 


y Manufacturing Co. 


. A, Jones Foundry 
The Medart Company 
STEAM SPECIALTIES 
Injector Co. 


American 
G. M. 


Co. 


& Machine Co. 


Davis Regulator Co. 
Detroit Lubricator 


Detroit Brass & Malleable Works 


Michigan 
Penberthy 
Sterling 
Strong, 
The McRa 
The 


The Wm. 


Picke 


Lubricator 

Injector 
& Skinner 
Carlisle 


Co, 
Co, 
Mfg. Co. 
& Hammond Co. 


e & Roberts Co. 


ring 


A, Rogers & 


Walworth 
The D. 


Mfg. 


Co. 
Co. 
Co. 


Governor Co. 
Powell 


T. Williams Valve Co. 


STEEL STAMPS AND MARKING DIES 


The 
The Hoggson 
Moore Dre 


Walworth 


Hoggson & Pettis Mfg. Co. 


STENCILS, SHIPPING 


& Pettis Mfg. 


Co, 


STILLSON WRENCHES 
yp Forging ¢ 


Mfg. 


Co. 


STOCKS AND DIES 


The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co, 
STRAINERS 
American Injector Co. 
STRAPS, LEATHER 


Chicago Belting Co. 


Chicago 


Rawhide 


Mfg 


Co. 


TANKS, SEAMLESS STEEL 


National 


Tube 


Company 


TAPS, COLLAPSING 


INTERLOCKING 


The National Acme Co. 
TILING, RUBBER, 
New York Belting & 


Diamond 


Armstrong 


Black & I 


Packing Co. 


TIRES, AUTOMOBILE 


Rubber 


Co., 


TOOLS, 


Bros. 


Tool 


Inc. 
BORING 


Co. 


TOOLS, ELECTRICAL 


yecker 


Mfg. 


Co. 


Jas. Clark, Jr., Electric Co. 

U. S. Electrical 
TOOLS, MACHINISTS’ 

Swiss File & Tool Co. 


American 
Armstrong 


Bros, 


Tool 


Tool 


Co. 


Co. 
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GRINDER 


is ready, anywhere there is an 
electric socket, to do grinding, buffing, 
polishing —but that is not all. There are 
at least six attachments that enable this 
tool to do a wide variety of work. 

The motor is ‘‘universal,’? working on 
either direct or alternating current. 


Write for complete details of the many uses 
to which this Grinder is adapted. 


JAS. CLARK, JR. ELECTRIC Co. 


INCORPORATED 


Factory and Gen’! Offices 








Louisville, Ky. 
































“Making Good” 


“Making good” means that “De- 
pendable” Iron and Brass Goods 
must satisfy every plumber, steam- 
fitter, lineman, engineer and field = 
superintendent. They must _ be a 
made of carefully selected raw ma- ® 
terial and by painstaking mechan- 
ics, and the final test must be so “<= 
severe that an imperfect article 
| | cannot get by. 














ink 





“Dependable” products have been SSS 
making good for thirty years. Any 
reputable dealer can furnish them. 
Why not specify “Dependable” on 
your next order? 


DETROIT BRASS & 
MALLEABLE WORKS 


Detroit Michigan 
Sole Manufacturers 


The “DEPENDABLE” Line 


























The 100% Hoist— 


Hoists — like automobiles — 
differ greatly in the service they 
render. 


Some are always ready and on 
the job requiring very little at- 
tention. 


Others are bundles of trouble. 


And they may all have cost 
the same. 


Wright High Speed Hoists 

cost no more than others, but they— 
are always on the job—require no 
attention whatever—give high speed 
hoisting with very little effort —are 
mighty easy to handle — carry large 
overloads — are absolute safe and all 
steel construction. 


That’s Wright—a 100% Hoist 


Shall we send our catelog showing all sizes 
form ™%4 to 30 tons—alsoe screw hoists and 


lifferential blocks 


MANUFACTURING 
COMPANY 
COSSORLOLIIOaa 








When writing to Advertisers please mention Mitt Supp tes. 
































































WAULL QUPIPILIUES 








TOOLS, PLUMBERS’ AND STEAMPITTERS’ VALVES, COLD WATER, BALATA WASHERS, LEATILER 
The Oster Mig Co Victor Balata & Textile Belting Co. Chicago Belting Co. ‘ 
a ge ar aga Machine Co, VALVES, GATE, GLOBE AND ANGLE Chicago Rawhide Mfg. Co. 
Walworth Mfg. Co Detroit Brass & Malleable Works WASHERS, RUBBER 
TOOLS, VALVE RESEATING Jenkins Bros. Diamond Rubber Co., Inc. 
M. B. Skinner Co. ‘Skinner’ The Ohio Brass Co New York Belting & Packing Co. 4 
RORCHIC , The Wm. Powell Co. WASTE, COTTON AND WOOL < 
PORCHES, BLOW Walworth Mfg. Co. The J. Milton Hagy Waste Works { 7 
Geo. W. Diener Mfg. Co, The bb. T. Williams Valve Co. WATER CLOSETS, FROST PROOF 
TORCHES, WELDING VALVES, HIGH PRESSURE Jos, A. Vogel Co. 
Torchweld Equipment Co, Jenkins Bros. WATER GAGES (LEVEL) 
TRAILERS, FACTORY TRUCK The Ohio Brass Co. Michigan Lubricator Co, 
Sharon Pressed Stee Co The Wm. Powell Co 


. A hI epee +r vo 
The D. T. Williams Valve Co Ty Bat Ba ge alata — 
Walworth Mfg. Co. " PaET meio . 
Th 


TRANSMISSION, VARIABLE SPEED 
; ai Watson-Stillman Co WELDING EQUIPMENT 


The Moore & W 
Reeves Pulley Co 


lite ¢ 


. rion = . Torchweld Equipment Co. 
pe en VALVES, i YDRAULIC ; 
: _ TRAPS, STEAM ‘agains Psa WHEELS, GRINDING 
>> M. Davis Regulator Co. . The Wm. Powell Co. The Cleveland Stone Co, 
me agg & Hammond Co. Walworth Mfg. Co. New York Belting & Packing Co. 
- T. Williams Valve Co. The Watson-Stillman Co Sterling Grinding Wheel Co 
: TRUCKS, HAND The Db, T. Williams Valve Co WHISK BROOMS 
Sharon Pressed Steel Co. VALVES, POP SAFETY AND RELIEF Long Islind Broom Works 
ie ie dea TUBES, BOILER Detroit Lubricator Co. WIPING CLOTHS, MACHINERY 
RE EM gh ae chit The Wm. Powell Co. The J. Milton Hagy Waste Works 
woot ompan Walworth Mfg. Co Louisville Sanitary Wipers Co., Ine. 
; PrUBING, RUBBER VALVES, PRESSURE REGULATING AND WIRE BRUSHES 
New York Belting & Packing Co. G. M. Davis Regulator Co. Pilley Packing & Flue Brush Mfg. Co. 
TUBING, STEEI aeeoe bee ween ee WIRE ROPE 
National Tube Co. Walworth Mfg. Co. Wiekwire Spencer Steel Corp. 
UNIONS, BRASS AND IRON cath ligt tl a ie WIRE SOLDER 
Illinois Malleable Iron Co ot vet — — Co., Inc. Chicago Solder Co 
Walworth Mfg. Co Nev York Belting & Packing Co WOODWORKERS, VARIETY 
VALVE LEATHERS VALVES, RADIATOR Creseent: Machine Co. — 
Chicago Belting Co Sidney Machine Tool Co 
troit Brass & Malleable Works 


Chicago Rawhide Mfg Co I> 1 ras 
Detroit Lubricator Co 


WRENCH SETS 


VALVES, AIR jenkins Bros Armstrong Bros. Tool Co. 
Detroit Brass & Malleable Works Michigan Lubricator Co. J. i. Williams & Co. 
The Penn Engineering Co The Ohio Brass Co. WRENCHES, ADJUSTABLE 
=e ny & Skinner M Co, The Wm. Powell Co Walworth Mfg. Co 
VALVES, BALANCED, FLOAT Walworth Mfg, Co. 1. 1, Williams & Co, 
" Regulator Co rhe D, T. Williams Valve Co WRENCHES, ENGINEERS’ & MACHINISTS’ 
VALVES, BLOW OFF VALVES, THROTTLE Armstrong Bros. Tool Co 
: Pre Detroit Lubricator Co. J. WI. Williams & Co, 
: vt Pow Co. Jenkins Bros WRENCHES, PIPE 
: . PT. Will \ Co Walworth Mfg. Co Moore Drop Forging Co, 
rth Mfg, Co The D. T. Williams Valve Co Walworth Mfg. Co. 
. Williams & Co 
VALVES, CHECK VISES, BENCH J. TM. | . 
Jenkins Bro The Chas, Parker Co WRENCHES, PIPE, CHAIN 
Detroit Brass & Malleable Works Walworth Mfg Co, Armstrong Bros. Tool Co. 
The Ohio Brass Co VISES, PIPE J. UW. Williams & Co. 
sue Wm. Yowell Co The Chas. Parker Co. WRENCHES, SOCKET 
The D. T. Willia Valve Co Toledo Pipe Threading Machine Co Armstrong Bros. Tool Co. 
ee ee oe Walworth Mfg. Co The Black & Decker Mfg. Co. (electric). 








For Oil Pumping 


When you have a call for a power pump for 
handling oil or gasoline, such as filling station 
use, tank car unloading, etc., you do not need 
to order a special pump if you stock Barnes 
siti “Type S” Power Dumps. 

More Than a Million— Without extra charge, Barnes “Type S” 
Power Pumps are regularly fitted with all 
bronze one piece wing 














The fact that the production of tyre valves for pumping 
Penberthy Automatic Injectors has o:ls, gasoline and other 
passed the million mark, establishes Iquids. 

the Penberthy as the leading boiler- . ‘ Barnes “Type S” Power 


iets, ie 
feeder of the world. If you are Pumps have 16 gauge 


i ; (twice as heavy) brass 
not as yet acquainted with the f a 8 lining, ‘“stub-tooth” 


trouble-saving features of this Sai a 1 gear and pinion, 
world-famous injector, you owe it { four bolt ac- 


cessibility — 
in the 125 
lb. pressure 
| class, there is 
Just write for catalog a , f* nothing to 
- beat them for 
quality. 
Write for 
Bulletin M14 
and prices. 


to yourself to do so without delay. 






PENBERTHY 
INJECTOR COMPANY 


1254 Holden Ave. 
Detroit, Mich. 


A 
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THE MAXON ADVERTISING CO. | | AMERICAN SWISS 


f PLUMBER—FITTER—ENGINEER The File of Precision, manufactured to a gauge and with 


quality first requisite. Used by manufacturers of quality 
of NEW ENGLAND and MARITIME PROVINCES products, tool and die makers, instrument manufacturers, 


~~ —i.1 





































Rates and Information on Request machinists, jewelers, and other skilled workers. 
147 Pearl St. Boston, Mass. 
(FLAKE) (AMORPHOUS) es 
GRAPHITE Gam 
Bookl h list of distributors d otk interesti d t 
Lubricating Graphite Pipe Joint Compound GRAPHITE gia Re: ‘Sola niin. mm 


upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 


Boiler Graphite Graphite Grease Graphite Paint 


SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St., Chicago, III. 








McCAULEY BELTING COMPANY The May and June Issues of Mill Supplies 


will have unusual publicity value on account of the 


: Triple Convention of the three b’g mill supply asso- 
re ciations and the convention of the National Pipe and 
baz, Supplies Association in May. Send for advertising 


rates on special inserts for these issues. 


412-420 ORLEANS STREET, CHICAGO, ILL. Mill Supplies, 537 South Dearborn St., Chicago 





















MORRILUS NO.1 SEAL PRESS. The MORRILL Punch 
—SSwT"°_"™" is the most powerful hand punch on the market. The No. 1 MORRILL’S HAND PUNGH 
hi” im) comes in sizes varying by 32nds from 1/16” to '4” inclusive and ane i 


t Nt a in 
A ” [") sll 2 
is used for punching paper, fibre, leather, etc. The ‘‘Hercules | aN ee (iit | 
comes in sizes varying by 32nds from 1/16” to 3g” inclusive and U ‘ ] o Hy 
- a is used for punching thin sheet metal. 


pand pric 


CHAS. MORRILL, 98 Lafayette Street, NEW YORK 
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—Mechanical Leather Tanners— 


Mabbs - Chicago Rawhide Hydraulic 
Packing 


This is the genuine mechanical braided 
rawhide hydraulic packing, of which we are 
the sole manufacturers. It is the most dura- 
ble hydraulic packing in the market. 


Chicago Rawhide Mallets and Hammers 








COCHECO 


Our first grade, back 


bone center stock belt 





Every mill and automobile supply 
dealer should stock these tools. 


T is impossible to build a better belt than our Cocheco. 

Into this grade go the finest leather and the most care- 
ful and expert workmanship possible to imag:ne. 

Since we started making Cocheco 79 years ago we have 
held it at the same high standard, refusing at all times to 
attempt to meet vicious price cutting by lowering its qual- 
ity. Belt buyers know that, whether procured last year, 
this year or next year, the quality was, is and will be the 
same. 


Vulcanite-Krome Belting 
(Chrome Tanned) 


Chrome belt bu‘ts and mechanical chrome leathers 
of all kinds. 


£37. The Chicago Rawhide Mfg. Co. 


rd 


' “4301 Elston Ave., Chicago, Ill. 
Branches: 


LEWIS E. TRACY CO., 127 Broad St., Boston. 
Chicago Rawhide Mfg. Co., 109 Broad St., New York. 
Chicago Rawhide Mfg. Co., 2310 Grand Blvd., West, Detroit. 
Mechanical Leathers, Ltd., 79 Front Street, East, Toronto. 


It is not low priced belting, neither is its cost exorbitant. 
We simply put into this belting the very best of stock and 
workmanship and sell it on the closest of margins. Belting 
buyers everywhere testify to its economy and reliability. 


1. B. Williams & Sons 
DOVER, N. H. 


U1-73 Murray St. 14-16 N. Franklin St. 157 Summer st. 
New York Chicago, HL. Boston, Mass, 
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The 
“AMERICAN” 


Guarantee 


***American’ Pulleys shown to have failed in normal service from any 
defect in. material or manufacture will be replaced without charge.” 


The very factors which make it possible for The American Pulley Com- 
pany to give such an unequivocal guarantee should be the “judging- 
points” of any pulley. The guarantee itself should encourage you to 
make a thorough investigation of the pulley which bears it. 


THE AMERICAN PULLEY COMPANY 


Manufacturers of Steel Split Transmission Pulleys, Steel 
Sash Pulleys and Pressed Steel Shapes 


PHILADELPHIA, PA. 


Complete list of distributors carried in MacRae’s Blue Book to help our dealers. 


N 





AMERICA 
PULLEYS 
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SAFETY SET SCREWS 


NCE you have sold your first 

box of Mac-it Set Screws to a 
customer you are sure of the repeat 
orders. 


The machine shop foreman, the 
assembly department foreman, and 
the head of the maintenance depart- 
ment all demand headless set screws 
that can be turned up tight without 
danger of splitting or allowing the 
wrench to turn in the socket. That 
means Mac-its. 


Mac-its meet the most severe 
tests these practical men can make. 
Mac-its end their set screw troubles 
and of course they will specify 
Mac-it on their next order. 


THE STRONG, CARLISLE 
& HAMMOND CO. 


Cleveland, O. 


BRANCHES: 


Boston Philadelphia Detroit 
New York Chicago 


Make Mac-it Endurance Your Best Insurance 
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